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Now .. . the fastest, most economical, 
most trouble-free method of making liq- 
uid-tight connections is yours with new 
APPLETON “STN” Connectors .. . fea- 
turing the exclusive wedge adapter! 

This wedge adapter tightens almost 
flush with inner box wall, requires no 
wrench inside box, and forms a constant 
New tnculated Throat Eliminates the pressure, “cold-weld” seal with the box 
possibility of metal edges damaging wir- metal! A locking edge on the body of the 
ing . . . perfect for constant vibration connector bites into the outer metal of 
installations. Does not reduce inside di- the box so that after the connector is 
ameter of throat. v tightened, a positive ground is maintained. 
The only pressure required to tighten is 
exerted on the portion of the connector 
Patented brass ferrule serves as a positive ground... outside the box, : 

excludes liquids and fumes from connection. This lasting liquid-tight seal is assured 
without the use of an “O” ring and ring 
Cross section of ‘STN’ Connector gasket. There is nothing to deteriorate, 
which is installed as a unit shows only a “cold-weld” metal-to-metal seal 
how tapered end of nut compresses which resists vibration and lasts indefi- 
ferrule wall . . . seals perfectly and nitely! 

gives positive ground between cen- No matter what features you want in a 

duit and connector. oe oe 
liquid-tight connector . . . single wrench 
All APPLETON “STN” Series Connectors with the patented brass ferrule installation ease, more wiring room, posi- 
and insulator have nothing to come loose, deteriorate, crack, or break! ... tive ground, vibration protection . . . this 
they stay tight! And, since the threaded brass ferrule screws in and crimps NEW APPLETON “STN” Connector 
on, you have a perfect seal and permanent ground . . . maintaining voltage stands alone in the field! Write or call 
in ground circuit year after year within 10 millivolts drop. Specify them 


fas A a for complete information today. 
on your next order. They positively exclude liquids, fumes, chips, shavings ""?" “On ERX 
and other foreign matter from the connection! fy 
< 
‘ 











APPLETON ELECTRIC COMPANY - 1701 Wellington Avenue - Chicago 13, Illinois 





ECON’S exclusive STOP-WATCH ACTION 
MAKES THE BIG DIFFERENCE 


When current overload 
is continued beyond the 
safe and pre-determined 
time, exclusive Econ- 
Alloy breaks the circuit 
by changing directly 
from solid to liquid. The 
usual plastic stage is 
eliminated,insuring 
faster, more accurate 
protection against over- 
loads and shorts 


ECON-ALLOY = Z @ Stops needless fuse blows safely 


makes the : @ Complete protection against shorts 
and dangerous overloads 


DIFFERENCE « @ Cuts fuse costs and downtime 


, 
u protect against ! 
against shorts and danger 
The exclusively differen 


th imnortant 
} ria 


’ The ECON-A ; 
in tant y on nort 
handles overload 

, A 


vailable in knife < 


DUAL-ELEMENT writers’ Laboratorie 
cartridge fuses ‘"'°"" 


electrical wholesalers! 


Monthly ads like this in Electrical F U as E Ss 


and Industrial Magazines are cre / 
ating strong customer preference EVERY PURPO 

for ECON Fuses. Be sure your FOR —_—_ a ' SE 
stocks are large enough to meet —_— 
the growing demand for the “Fuse 


with the Stop-Watch Action!” ECONOMY FUSE & MFG. CO., 2717 Greenview Avenue, Chicago 14, Illinois 


Sak W 
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memo 
TO OUR DISTRIBUTORS 


If I ever needed proof of the value of product knowledge; 
1 really got it during one of my recent field trips: Here's 
the story ~~ 


One of our field engineers and I were visiting 2 
distributor. We were told that 4 large industrial concern 
was about to buy 2 sizeable quantity of safety switches, 
and one of the distributor's salesmen had an appointment 
with the plant engineer. He asked our field engineer to 
make the call with him to lend a hand. Il tagged along: 


Soe ree oy 
nate Lee ty y 
aa o es ~ ¥¥ i 


mld = 


po Sa st a+ * 


After talking with the plant engineer for only 2 few 
minutes; it was obvious that our distributor salesman” 
didn't need any help from us. It was 4 pleasure to watch 
him "pitch the switch". And as he covered each feature, he 
watched his man like a hawk -~- looking for the reaction that 
would tell him where he had scored most heavily. In this 
case, "visible blades" was the answer and once he had it, 

he rode it to a substantial sale. Here was product knowledge 
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in action: 

This is the kind of selling that paves the way to planned 
profits. It is the same kind of selling that Square D 
promotes through its Distributor Training program. 


sincerely, 


Ww. J- Moriarty 
WJM:map Distributor Relations Specialist 


‘Graduate of Square D'S Distributor Training program 
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ELECTRICAL 
vi ave)(-s-t-llale, 


Analyses what's 


wrong with “getting * 
all the business.” 


Here’s how you 
look in your & 


customers’ eyes! 


work for him .. . 


He makes time ¥ 


New look at 
basic training. 


How will it in- » 


fluence your sales? 
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Los Angeles area NAED distributors’ product-application program 


The Salesman’s Technical Notes 


- J. F. McPartland, W. J. Novak 
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That was the story at the I4th annual wiring conclave 


Lighting Show Draws Many 
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That was the aim of Cutler-Hammer's 6th annual distributor seminar 


DEPARTMENTS 


Credits and Collections 
Letters to the Editor .... 
New Products 

Top of the News 

News for the Industry 
Chuckle of the Month . 
Business Index 


Price Index 


NEXT MONTH 


NAED Reports to the Industry . 
What's New with Your Customers 
industry-wide Programs 
Calendar of Events 

People in the News 

New Literature 

Book Reviews 


New Products You Can Use . 








PRICING 


The curse of the 
electrical supplies 
salesman |! 


eee 
But not when he uses 
NATIONAL PRICE SERVICE 


for 
.Up to the minute 
net prices 


Illustrations 


Comparative catalog 
numbers 


Descriptions 


Zones where applicable 


All in one carefully organized, compact 
binder or with carrying case or desk rack 
fo suit your preference and 


without extra cost 





HENDERSON-HAZEL CORP. DEPT. B84 


13601 Euclid Avenue, Cleveland 12, Ohio 


Please send mplete details about 


NATIONAL PRICE SERVICE to 


mmedioatel y oli gator 


Name 


Company 
Address 


Zone 
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Anybody here seen Spring? They 
say it’s due about now, but we're 
tempted to give odds the nation will 
all but skip the season for ‘58 

We're beginning to miss that wel 
come perennial syndrome Spring 
fever. But there’s another kind of all 
season malady we'll never miss 
volumitis 

Until June, 1954, Keps Electric 
Co., Pittsburgh, was almost fatally 
afflicted with the “let’s get all the 
business” virus. It owed a million dol- 
lars—a debt rolled up in the relative 
ly short space of just 30 months of 
razzle-dazzle giveaway” selling 

Keps’ condition was acute. Its 
choice: drastic surgery—or death. For 
the step by step story of its long and 


painful recovery, see page 4 


Ever wonder how you strike your 
customers—what they like about you 
—what they dislike—what they ex- 
pect, and what they don’t want? 

Beginning on page 54, you'll find 
the answers to these and many more 
questions you ever could ask them 
directly. We did 

You'll find the nice guys who like 
salesmen to call frequently (if not 
fruitfully), and the tough customers 
who wish you'd get lost (but they 
explain why). To pick up practical 
pointers On what your customers want 


from you today, be sure to read this 


Pressed for time? Well, you may 
not be able to multiply the minutes 
in your working day, but possibly 
you can make better use of them by 
combining overlapping duties. 

Case in point: the daily operation 
of R. V. Freshour, Stokes Electric 
Co.’s “Busy Inside Boss” (page 60) 


Thought much lately about where 
tomorrow’s’ electrical distributors’ 
salesmen will come from? NAED 
members in the Los Angeles area 
have stopped pondering and started 
priming the pump with a practical 
program designed to educate the un 
initiated on basic product knowledge 
and application know-how (page 66) 


If this issue seems to shape up as a 
package of practical answers to the 
problems you face daily—we’re glad. 
That’s what we aimed for. 
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Pease Air Force Base 

Capehart Housing, Portsmouth, N. H. 
Davison Construction Co., Inc. 

Gen. Contractor 

E. S. Boulos Co., Electrical Contractor 





T0 GET MORE JOBS 
LIKE THIS... 


, USE UNION 


Cost Less 
Rough-in 
Faster 


Save Wiring 
Time 


*(See Sec. 3710.c.N.E.C.) 


# 7050-202 


C.S.A. App. 


UNION INSULATING CO. 


PARKERSBURG, WEST VIRGINIA 


LETTERS TO THE 


EDITOR 





Popular ‘’Policy”’ 


Dear Sir: 

We would like very much to have 
about 50 copies of the editorial “Our 
Policy,” which appears in the January 
ELECTRICAL WHOLESALING 
magazine, (p. 37). 


issue of 


Will you please let us know whether 
Or not extra are available. 
DENTON MATTESON 


copies 
SALES MANAGER 
AMERICAN ELECTRIC CO 


ST. JOSEPH, MO 


e Reprints are available. 


Cash 


One of Many 


Dear Sit 

In your Lighting Sales Idea-Book 
(September, 1957) there is an item on 
page 55, “Using helpful little 
aids,” which we would like to reprint 
in our monthly “Ideas That Work” 
May we do so, with credit to 


sales 


section 
the source? 

MICHAEL Gort 
PUBLISHER 
THE AMERICAN SALESMAN 


NEW YORK, N. Y 


e Permission granted. 


Discount Comments 


Following up our February issue roundup on cash dis- 
counts (p. 43), here are more distributor opinions: 


Dear Su 
In your February 
TRICAL WHOLESALING 
the following question: 
‘Should the manufacturers extend 


a uniform cash discount to their dis- 
3 


issue Of ELEC- 
(p. 43) I read 


tributors’ 

My answer to this question is that 
the electrical distributor is 
concerned, I am that he would 
be almost one hundred percent for it 

As pointed out many times, it would 
make figuring the cash discount easier, 
and would eliminate the confu- 
sion caused by the many various dis- 
counts now offered 

In the pole line hardware and dis- 
tribution equipment business, there are 
very items that carry any cash 
discount; therefore it would also speed 
up payment 

I feel that 2 


to offer 


as far as 
sure 


also 


few 


would be a fair dis- 
count 

JAMES W. GoopwiN 
BROW N-ROBERTS ELEC. CO., ING 
ALEXANDRIA LA 


To make your vote count, fil 


Dear Sit 

We definitely like to see 
manufacturers extend a uniform cash 
discount of This would greatly 
simplify the work of our bookkeeping 
department and tend to eliminate the 
these varied dis- 


would 


x¢ 


confusion caused by 
counts 

W. W. BRADSHAW 
MANAGER OF SALES 
BRYANT SUPPLY OF 


HICKORY, N. ¢ 


HICKORY, INC 


Dear Sit 
To help you in your survey of 
distributors regarding the current con- 
troversy on cash discounts, we wish 
to offer our 
We definitely do favor a uniform 
cash discount. We think it should be 
2% 15th prox and if there are pub- 


trade sheets showing the cash 


opinion 


lished 
discount, they should be shown as 2% 
10th 

ALFRED G. ELLE) 
ROWE ELECTRICAL SUPPLY CO., IN( 
ROCHESTER 4, N. ¥ 


| in and return coupon below 


Here’s My Opinion 


The Editor 

Electrical Wholesaling 
330 W. 42nd Street 
New York 36, N.Y. 


Should manufacturers extend a uniform cash discount to their distributors? 


lf “yes 


' what should this discount be? 


Name 

Company 

Street 

City and State 

1958 
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@ CONDULET® ELECTRICAL 
EQUIPMENT — More than 
15,000 items in dust-tight 


plant 
of the 
of electric al 


explosion-proof or con- 
ventional construction 
including rigid conduit 
fittings, lighting fixtures 
switches, plugs and 
receptacles, motor controls 


pilot lights, push-button 


‘nome CROUSE-HINDS COMPANY 


control components 
SYRACUSE I, N.Y. 


+ 
*Crouse-Hinds products are sold exclusively through electrical distributors. 


an his advertisement appearing 


Have you seen our leading industrial magazines, is part 


984% aw 


aU 


Crouse-Hinds Dust-tight Panelboard 


? 
en Reeser FINDER? proof Condulet equipment. Bac) 
checklist device which allows effort is the knowledge that many 


» ae 
Ve 

plant men to conduct their own check 

of electrical explosion hazards 

Write on your letterhead for a copy. 


have dust explosion hazards withou 
realizing it. Point them out, you 
increase your Condulet equipment v 
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YOUR 


OF PROFITS 


THE ONLY COMPLETE BRONZE LINE— 
for %" to 4” copper tubing or galvanized pipe. 


ONLY 4 TYPES TO STOCK— 
to cover all water pipe grounding jobs. 


THE HIGH QUALITY LINE—all-bronze for long life, 
no rusting—simple design——smooth, clean finish. 


SWINGING TOP—cuts installation time. 


PRICED TO SELL—lower than other leading clamps... 
with a ““good-as-gold" margin for you. 


NOTE: Cadmium plated at no extra cost if required. 


“yy 
4. A. WEAVER 2110 HOWARD ST. ST. LOUIS 6, MO. 
Le 7 weg CE 11-8100 
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NEW PRODUCTS 





Four-way Ceiling Unit 


Bathroom gets heater, light, circu- 
lating and exhaust fans 


Deluxe built-in unit performs all 
functions suggested by its 
“Heat-A-Vent Lite.” Chief 
described as combination of propeller 
blade tor circulating warm air; blower 
Wheel to exhaust 
Added advantage is automatic cut-off 
on exhaust fan to prevent loss of warm 


heating 


name 
feature 1S 


odors and steam 


element is 
trouble-free. Light 
prismatic lens is 
Wall switch 

“on.” 
7'2-in 
diameter 
Ohio. 


all Enclosed 
termed and 
100-w lamp; 


safe 
uses 
hinged for easy removal 
with light 
Housing is 
deep. Grille is 
e NuTone, Inc., 


Ad 


indicates heater 
13's -in 
164 -in 
Cincinnati, 


diameter, 


i 
we 


Plug, Receptacle Line 


Pyle-Star-Line Circuit Breaking Se 
connectors are UL listed for 
interrupting circuits in NEC ampere 
ratings of 30, 60, 100 and 200, 600-v 
ac. Receptacles are available in cable 
connector, panelboard, bulkhead and 
conduit fitting types. All types have 
a double lead plug coupling thread for 
quick connect, disconnect. Compo- 
nents are completely interchangeable, 
maker pressure-proot 
“sandwich” insulation construction, 
low weight, compact size and attrac- 
tive styling are listed as features 
e Pyle-National Co., Chicago, Ill. 


ries “C” 


States; silicone 
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Connectors 


Solderless three 


#12, 


solid OI 


wire connectors in 
combinations of 
#18 


Connectors are described as 


join 56 


+ 16, 


SIZes 
+14, 
stranded 


wires 


tapeless as well as solderless; splicing 
is termed fast and easy, checking of 
circuits equally easy. According to 
maker, inner helical spring grips, 
guides, tightens wires into a proper 
splice; long skirted design offers extra 
Bakelite body is weather 
chemical resistant; compact 
boxes easily carried in kit of! 
pocket. e Eagle Electric Mfg. Co., 
Inc., Long Island City, N. Y. 


protection; 
proot, 


are 


Oven Hood 


Exhausts by same 
kitchen range hood 


ventilator as 


New Kitchen-Aire oven hood for built- 
in ovens damaging 
still 


storage, 


catches 
heat but 


free for 


grease, 
leaves cabinet 
space offers extra 
convenience to homemaker; these are 
sales features to contractors, builders, 
according to manufacturer. Design has 


steam, 


which also exhausts range 
located outside house at ter- 
minal end of ducting. Combination 
lowers both purchase and installation 
costs, company Oven hood, in 
range finishes, fits all standard 
built-in e Stewart Industries, 
Inc., Indianapolis 2, Ind. 


Conduit 


An improved rigid steel Sherarduct, 
with a coating of MVC-1 (modified 
vinyl copolymer) over the galvanized 


ventilator 
hood 


notes 
hood 


ovens. 


surfaces, is announced as sure to have 
“lasting impact on the electrical con 
duit market.” Desirable characteris- 
tics of the new vinyl coating, devel- 
the conduit pro- 
increased 


oped especially for 


ducer, are said to include: 
elasticity, superior tensile strength, re- 
sistance to abrasion and chemical cor- 
Manufacturer offers results of 


controlled tests 


rosion 
extensive as evidence 
of additional protection and durabil- 
ity, and assures no immediate increase 
in price for the improved Sherarduct. 
e National Electric Products Corp., 
Pittsburgh, Pa. 


Circuit Protective Device 


Electronic current limiter protects 
delicate circuitry, devices and in- 
strumentation 


Electronic 

“Form 101” 
capacity and 
ing at about 
current rating; 
the maker, it 
rectly into circuits available 
current on_ short very 
high—even up to 100,000-amps sym- 
metrical. A 
ties and 
in 65-130 and 
ther, 
tions 


designated 
interrupting 
limit- 
normal 
according to 


connected di 


“Amp-trap” 
has high 

current 

times its 


becomes 
four 
thus, 
can be 
where 
circuits IS 
wide variety of capaci- 
are available for 


250-Vv 


S1Zes use 
circuits in 
electronic and power applica- 
e The Chase-Shawmut Co., 


Newburyport, Mass. 


rec- 


Commercial Fixtures 


Installation may be end-to-end, 
side-by-side, or end-to-side, depend- 
ing on layout 


Series combining 50 
models in six said to offer 
clean slim lines to compliment con- 
temporary architecture in _ offices, 
stores, schools and institutions. Light- 
fixtures termed “ultra 
thin”’—only 34 -in—and extra strong 
Available in four-, six- and 
eight-lamp arrangements for 24- o1 
48-in lamps, “Daylumes” are equipped 
with separately CBM ballasts 
can be through 
center or ends for installation arrange 
desired; choice of 
and plastic enclosing materials is offer 
ed. @ Day-Brite Lighting, Inc., St. 
Louis, Mo. 


“Daylume” 


sizes 18 


weight are 


two-, 


fused 


Units wired sides, 


ment wide lass 





ete <€. F846 


/ 
4 


‘Hlin-lite’ Soa 
mngelvee.. 





meelyee 





Royal “FLIP-TITE” weatherproof 
devices combine exceptional util- 
ity features with functional mod- 
ern design. Individual spring- 
hinged cover, with heavy sponge 
rubber pad, seals each outlet 
separately. 


. “FLIP-TITE” duplex or single 
universal cover plates make stand- 
ROYAL offers a complete line ard receptacles weatherproof. Sell 
e them for new installations or re- 
of Weatherproof Devices placement use. Packed in self- 
selling polyethylene bags. 
““FLIP-TITE” or screw cover, 
there’s a Royal weatherproof 
device for practically every appli- 


; 


we cation. Top-quality thruout, you 


Display can sell them with complete con- 
No. 499 fidence . . . they're made right, to 
esti ania be right on the job! 
P Single or duplex 
screw cover re- 
betad [ , ceptacles are 
Buy the : h , 6 steady sellers, too. 
samples... 5. Stock the full 
the display is FREE line! 


on it will Ask for complete catalog mate- 
sell for you! rial, or see your Royal represent- 


ROYAL ELECTRIC CORPORATION, Pawtucket, Rhode iIsiand 


in associate of International Telephone & Telegraph Corporation 


CAPS & 
EXTENSIONS CONNECTORS WIRE & CABLE WIRING DEVICES | 
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Automatic Door Operator 


For entrances, exits, service doors, 
industrial uses 


Through application of 
tric hydraulic principles to a 
operator, “the benefits of 
door operation are within reach of 
everyone,” developer states. In ECA 
operators, the simplified mechanism 
is contained in a compact unit not 
much larger than an ordinary 
check; it fits all 
separate power unit, 
teration on existing buildings. In- 
stallation may be made in “slack 
hours” as contractor makes only a few 
simple 


prov ed elec 
door 


automatic 


door 
doors, needs no 


requires no al- 


electrical connections, it is 
stated. Units are actuated by mat 
switch, photoelectric control, wall 
pushbutton or foot pressure 
Selling points stressed 
negligible, easy; 
safe with emergency manual control: 
low initial installation 
Supply power required: 115-v, 60 
2.5-amp. e Electronics Corp. 
of America, Cambridge, Mass. 


switch 
maintenance 1s 
service completely 


and costs 


cycles, 


Commercial Fixture 


Designer stresses economy and versa- 
tility of “Stylist” 
of three side panels (all interchange- 
able) and three shieldings are 
able. Variety of shieldings is achieved 
by different equi-distant spacings of 
metal thus, fixture 
specified for entire job 


series A choice 


avail- 


louvers: can be 
allowing cor- 
rect shieldings for each location. vet 
maintaining uniform appearance. Con 
tractors should like: stand- 
ard stem sets or slide grip hanger (or 
combination of both); instantly acces 
sible wiring components, _ ballasts 
Users get: low-cost maintenance fea- 
“life-time” finish on metal 
parts. @ Electro Silv-A-King Corp.., 
Chicago, Ill. 


choice of 


tures; 


Fan Timer 


Model FASI-0 is announced as the 
first flush-mounting, all-electric fan 
control timer that fits a single stand- 
ard outlet box. UL listed device has 
a 20-hr time range and a wide variety 
of home timing applications. Molded 
ivory plastic wall plate is combined 
with black and gold finish time plate 
and setting knob. e Paragon Electric 
Co., Two Rivers, Wis. 


April, 1958—ELECTRICAL WHOLESALING 


Breaker Enclosures 


Stocked separately, they ‘increase 
application flexibility, lower invest- 


ment in inventory’ 


Completely new line of circutt br 


enclosures n gener il purpose 


raintight designs complements 


plete line of molded case 


yreakers in sizes from 15- to 800-amp; 


toze her they provide valuable sav 
in wall space, company indicates 
listed enclosures are equipped 

insulated groundable neutrals in 
all devices through 100-amp. General 
purpose NEMA Type | enclosures are 
available in flush and surface mount 
ings with external handle-operating 
mechanism (cover gasket resists dust) 
or handle-through-cover operation 
Other types list comparable features 
e General Electric Co., Circuit Pro- 


tective Devices dept., Plainville, Conn. 


Control Transformer 


A new type transformer, known as the 
Hindle Condutran, is so designed that 
any standard raceway can be attached 
suitable 
ting securely fastened -into the 
forme! and the manulac- 
turer will equip any transformer with 
fittings, for 
including 1-in 


directly by a conduit fit 
trans- 
housing; 
conduit sizes 


Company 


the needed 
and 
will also design and manufacture this 
type ol 
and in dust-proof and moisture-proot 
containers. © Hindle Transformer Co., 
Flemington, N. J. 


up to 


transformer in special sizes 


Ceiling Bar Box 


Redesigned with fixture's weight on 
box instead of stud 


Manutacturer notes that redesign of 
the Arrolet ceiling bar box has greatly 
supporting 
lighting fixture 
box itself instead of 
Also, overall 


increased 


increased its strength 


as weight of now 
rests on the 
on the 


room Is 


stud wiring 


because new stud 


Bar, 


box, 


is smaller, more compact 
permanently attached to does 
not interfere with wiring room. Avail- 
able with clamps for Romex or BX 
with any type bar hanger 
e Arrolet Corp., Montgomery. Pa. 


now 


cable, 


NEW PRODUCTS 


Conduit Fittings 
Red 


cuit 


Dot 
fittings and 


die-cast aluminum cor 


matching covers 


recently introduced ire said to offe 


user advantages such as: special allo 
weight 


light 


roominess 


tor idded strength 


asy handling: inside 
lugs for 


precis on machining for e 


npsence of easy wiring 
splicing; 
cquered finish 


back fo! 


assembly; smooth la 


side and out; flat snug f 


against wall or ceiling: easy identif 


raised h 


letters on eac 
Choice of Series A fc 
threaded heavy-wall conduit, up to 4 
in: Series B with set screw for thir 
wall EMI up to 2-in: and Series ¢ 
for threadless thinwall conduit, up t 


2-in. Maker 


advantages: sturdy folding boxes 


cation with 


piece 


ty pes 


also stresses packaging 
han 
die easily and stack perfectly”; color 
numbers, 
legible type 


Mason Co., Boston, Mass. 


ful design has style 


tities in large 


quan 


Connector 


D> 
nome connect 


pres-SURI 
installation on 


ppropriate 

designed for 
eas non-metallic 
sheathed cables Ortable cords. etc 
alum 


lock nut 


Saves appro, 


One-piece desig n avy duty 
num alloy has no screws or 
maker reports connector 


matel\ installat.on tim 
1 ty pe Ul 


for 14. 14/3. 12 3 and 10/2 cabl 


two mil ites 
r conventiona approved 
connecto!l hits standard 
knock-outs. e Buchanan Electrical 
Products Corp., Hillside, N. J. 


sizes 


Stripping Tool 


New tool with the Catalog #1558 is 


designed to strip insulation 
control 
telephone 


trom 
flexible cords 
with 


types ol cable 


PWV 


polyethylene 


cable vinyl o1 


jackets 
Tool will not damage conductors in 


and bus drop 
side weatherproof sheath, maker states 
Lightweight cast aluminum handle has 
grip, tempered tool steel 
is easily sharpened or replaced 
e Mathias Klein & Sons, Chicago, Il 

More New 


convenient 


knife 


Products on poge 136 


a 





TOP OF THE NEWS ... and its significance to you 


Debts Decrease, 
Lendables Rise 


Credit and Recovery 





Volume vs Profits: 
Less Can Mean More 


Distributors’ Sales 


AHLI Surveys 1957-58 
Fixture Sales, Outlook 


Excises Due for Axe 


Milwaukee Figures 
In Mergers 


Accent on Education 








Ihe Federal Reserve Board reports repayments on installment debt 
exceeding new installment contracts for the first time since ihe 
1953-54 recession. Then, the excess of repayments over new credit 
lasted only a few months. The normal pattern, as the economy and 
population grow, is for installment credit incurred to outrun repay- 
ments. FRB officials took this into account when they pumped up 
the supply of credit again last month. The effect has been to create 
a potential $6 billion of lendable funds since February 


Right now, Washington notes, neither availability of credit nor the 
interest rates are seen as much of a deterrent on the economy. The 
problems of the business slide must be tackled on other fronts. 


rhis reminds us that electrical distributors’ present perplexity: prof- 
itability, perhaps must be “tackled on other fronts” than more and 
more business. Peppered throughout this issue (pages 43, 45 through 
50, and 100) are incantations against “volumitis.” 


Sales of electrical apparatus and supplies to distributors dropped 
sharply in January. As measured by the Bureau of the Census, the de- 
cline was 17% from the December level and 14% from January a 
year ago (page 82). EW’s Business Index showed sales for the month 
at 133 (1947-49=—100)—the same level, coincidentally, as the Federal 
Reserve Board’s index of industrial production for January. Minus 
signs prevailed also in all regions, with New England sagging the 
most—down 48% from the previous month, down 29% from 
January 1957. 


Increased sales volume of home lighting fixtures in 1958 is predicted 
by both manufacturers and distributors in the latest annual survey 
made by the American Home Lighting Institute. Manufacturers 
expect a 15.3% 

survey shows manufacturers sales for 1957 declined only 1.5% below 
1956 levels in the face of a 7.1% drop in housing starts. Distributors 
sales dropped only 0.9%, according to AHLI. In November and 
December, distributor sales were 19.7% above the same period of 
1956, indicating a larger number of new homes ready for fixturing 
The expected rise in housing starts backs up the optimistic outlook 


sales increase; distributors see sales up 13.8%. The 


lax cuts seem certain to include either reduction or elimination of 
some of the 10% manufacturers’ excises on consumer durables 
washers, ranges, radio and TV sets, etc.—if cuts are voted at all 
Congress ponders: will the excise cuts bring down retail prices and 
thus help stimulate consumer buying which, in turn, would contribute 
to increased employment in these industries; or will the excise cuts 
merely benefit the manufacturer or others along the distribution line? 
As competition now stands, the theory is: the consumer probably 
would get the benefit—an argument in favor of cuts 


Cutler-Hammer, Inc., Milwaukee, plans to acquire the assets and 
business of Airborne Instruments Laboratory, Inc., Mineola, N. Y.., 
operating the electronics firm as a division. Sola Electric Co., Chicago, 
will become a division of Basic Products Corp., Milwaukee, also via 
stock exchange, with present management continuing. ( Basic Products 
investment division last summer became the largest single stockholder 
of Hevi-Duty Electric Co., Milwaukee. ) 


The “crisis in education” revealed by Sputniks I and II has brought 
some of the best U.S. brains to bear on our national educational 
bottlenecks. What about electrical distributing? Are there educational 
bottlenecks here, too? NAED members around Los Angeles thought 
they foresaw one. To see what they are doing about it now, turn to 
page 66. Note, also, announcement (page 118) of the first winner of 
the “Ferguson Electronic Scholarship” now offered to Detroit high 
school graduates by a local electric-electronic supplies distributor 
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Here is a complete and low-priced lin 
are more compact and heavier in weight 
tion under more severe loads, while being 


7 
l 


Only seven sizes accommodate from 


FEATURES: e Rugged construction 
« Made of high conductivity copper alloy 
e Suitable for all purposes 
Variable, each connector takes wide range 
e Exceptionally compact 


e Reusable 


Write for detailed information and prices! 


N 


(\)DOSSERT MFG. CORP. 


YEARS OF 5 ~ 
TECHNICAL Y, 49 Huron Street, Brooklyn 22, 
KNOW-HOW : sare . 





ONLY TaB CONNECTORS 


for flexible liquid-tight conduit* 


OFFER ALL THESE ADVANTAGES 


STRAIGHT, INSULATED THROAT 
(Cutaway) 


patents pending 


THE T&B LINE provides a size range of %” to 
4” in the straight, 45° and 90° angle types. . . 
both insulated and non-insulated. 


THE T&B LINE includes combination couplings 


from ¥%” to 1%". 


A T&B Liquid-Tight connection can’t be 
half safe. The mechanical strength, conti- 
nuity of ground, and oil seal are all inter- 
dependent. Each gives positive assurance 
that you have all three. And T&B’s more 
compact design means easier installation 
and improved appearance. 

Your T&B distributor has this complete 
line in stock. Be sure to ask for a demon- 
stration ...or write direct to T&B for 
detailed specifications. 


* Sealtight or equivalent 


LOOK FOR THIS SIGN — 


The complete line of T & B fittings for conductors and 
raceways is sold only by recognized electrical wholesalers. 
it’s our way of assuring you the service and savings of a 
friendly local source. Call him for all your electrical needs. 


90° ELBOW, 
NON-INSULATED 


FEMALE HUB 
ye nyt 
Coupling 


THE T&B INSULATED LINE complies 
with all codes: 
The National Electric Code (Paragraph 3736b) 
J.1.C. Standards (Paragraphs 22.1.7 and 22.2.2) 
Machine Tool Electrical Standards (Paragraph 22.1.7) 


IT’S THE MARK OF AN AUTHORIZED T& B DISTRIBUTOR 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 BUTLER STREET, ELIZABETH 1, NEW JERSEY 
THOMAS & BETTS, LTO., MONTREAL, P. Q., CANADA 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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There are two reasons why 
carrying the Champion line can 
mean a steady, profitable lamp 
business. 

First is value. Customers soon 
recognize they can depend on 

/ every Champion lamp to give 

/ ‘ them all the light they pay for 

| Secondly, you don’t ‘have to 
lasting share the business with just any- 


body and everybody as. you do 


when you Carry a line of lamps 


é 2 
l 1 ! carried everywhere. 
Two good reasons for looking 


Tah come dat-muatle)(-mOiar-lanlelelem-3 cela 


value 


thanks to CHAMPION LIGHTMANSHIP 


NEW MAINTENANCE MANUAL — 
another example of Champion 
LIGHTmanship, an attitude and 
aptitude that makes sure you get all 
the light you pay for. Many useful, 
cost-saving hints have been added in 
this new edition of the popular guide 
that has proved to be of great 
practical value to lighting men 
everywhere. Copies available on you 
letterhead request 


fa 
CHAMPION LAMP WORKS 
Lynn, Massachusetts CHAMPION 
fivision of Consolidated Electric Lamp | Lamps 
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Ever see tougher 


operating 


Ox THE TRACK-TAMPING MACHINE 
shown here, the cable is flexed 4,500 
times per minute. Eight powerful vibra- 
tory motors are used to drive eight tamp- 
ing assemblies. Each motor is powered 
with Tiger Brand Amerclad cable. 

It wasn’t always that way. Other cable 
did a good job—for a while. But the shat- 
tering vibration actually caused the 
jackets to peel away from the conductors. 
Then Amerclad, with its dynamically bal 
anced conductors and tough, lead-cured 
jackets, solved the problem. In fact, the 
manufacturer says, “Tiger Brand is 
superior to anything we have ever seen 
for this type of service. It is completely 
dependable under all conditions.” 

For an interesting contrast, look at the 
power shovel pictures, and the three-inch 
diameter Amerclad. It’s the same kind 


os conditions? 


of cable used on the track tamper, only 
bigger and with more conductors. Oper 
ating conditions are different, though. 
Some of the cable is right in the blast 
area where it is dragged over sharp rocks 
and pounded by dynamite-propelled 
boulders. The cable operates 24 hours a 
day at temperatures that range from 
100° in the shade to minus 40° in 
shoulder-deep snow. 

When you specify Tiger Brand Amer- 
clad, this is the quality you get. We 
make no second- or third-grade line. All 
Amerclad is made to the same exacting 
specifications—designed for users who 
demand the very best because they can’t 
afford expensive down time. Why not 
call your American Steel & Wire sales 
man and ask for more information about 
this quality cable? 


Railroad track tamper is a completely self-contained unit. No- 
tice the eight cables which feed separate vibratory motors. 


Notice the long span of the cable bridge and the extreme flexi- 
bility of the Amerciad in the foreground. It’s the same cable. 
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This is a typical power shovel at the mine. The Amerciad runs along the ties and under the tracks 


a Tiger Brand Electrical Wire & Cable 
oe ae a standard Tiger Brand cable for every special job! 
2 Asbestos Wire and Cable « Mold Cured Portable Cord « Shovel & Dredge Cable « Paper & Lead Cable + Varnished Cambric Cable 
Interlocked Armor Cable « Special Purpose Wire & Catile « Aerial, Underground and Submarine Cable 


American Steel & Wire 
Division of United States Steel 
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New Spang Headerduct for use with cellular floor construction is quickly and accurately aligned in preparation for pouring concrete. 


SPANG Headerduct Systems 
‘give you these 4 advantages 


1. Advanced design 


This newest headerduct, the largest on the market, 
incorporates all the latest time-saving features to help you 
make fast, low-cost cellular floor electrical installations! 


2. Square access units 


provide you with maximum working area to make 
wiring connections. Corner leveling screws provide fast, 
accurate adjustments to bring headerduct to screed level. 


3. Safety-coat finish 


Bright yellow paint finish inside and outside gives maxi- 


mum visibility, helps prevent construction site accidents 


and facilitates wire pulling. 


. . . 
4. Top-quality fittings 
A complete line, in newest designs, for every need . . 
available in brushed aluminum or brass finish. Neoprene 
gasket provides positive seal. 


Write for complete information 


A new Spang Headerduct Catalog and a “How-to-Install’” booklet 
are yours for the asking. Write today for your free copies. 

Spang also produces Standard Duct and Industrial Duct for use 
with conventional slab construction in both commercial and indus- 
trial buildings. Literature on these products is also available. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Sales Office: 2 Gateway Center, Pittsburgh 30, Penna. 
District Offices and Sales Representatives in Principal Cities 
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Etna Plant's Carmen Stelletano feeds a length 


of SPANG Hot-Dipped Conduit fron 


vanizing tank into the compressed-air 


blower to remove excess zinc from the con- 


duit and provide a smooth exterior finish. 


Out of this galvanizing tank comes 


the best rigid conduit you can buy! 


...*SPANG HD, of course! 


AND HERE’S WHY... 


UNIFORM STRENGTH—Spanc HD 
Galvanized Conduit is produced under 
close control during forming and weld- 
ing to provide a uniform conduit 
that’s easy to cut, bend and thread. 


HEAVY-DUTY UNIFORM FINISH 
of prime western zinc, air-wiped out- 
side to produce a smooth even finish 
that will stand up under severe bend- 
ing strains blown inside with 
superheated steam to provide easy 
wire pulling. 
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HIGH CORROSION RESISTANCE 
Quick quenching of the hot galvanized 
conduit in a sodium dichromate solu- 
tion gives a strong bonding of the 
finish to the steel . . . helps re 
formation of white rust . . adds 
the pipe. A pro 
tective coating of lacquer 


extra service life to 


added resistance to « 


SPANG-CHALFANT 


ply Compony 


GAANS 
CONDUIT 


GENERAL SALES OFFICE 
WO GATEWAY CENTER, PITTSBURGH, PA 








the gal- 





IDEAS FOR 1-T-E DISTRIBUTORS 


ODAY’S MOST WANTED LOW VOLTAGE 
IRCUIT BREAKER 





iT 
i 


ll 








AND SWITCHGEAR 


I-T-E’s new K-Line—far ahead in 
performance, operation and upkeep ease 
Not in 13 years has the electrical industry seen such sweeping 
improvements in This 


1-T-E new. Starting 
fresh, I-T-E engineers evolved a design that makes the maxi- 


low voltage circuit breakers. 


development, is completel) 


new 
K-Line, an 


mum use of new materials and new knowledge to bring you 
performance no other make can offer. This equipment was 
announced in January. Now demand for I-T-E low voltage 
switchgear is higher than it has ever been. When you uncover 
a potential sale for this class of equipment, go after it, 1-T-I 
engineers will supply all the technical assistance you need. 


First quick-make manually charged stored 

mechanism. First 90°7, of pulldown handle travel charges 
spring mechanism, last 10°; releases stored energy, auto- 
matically closes contacts. No teasing of contacts is possible 


energy closing 


4-high stacking of 600 amp frame size circuit breakers in 
90-in.-high enclosures. The new circuit breakers are 
much as one-third smaller and 55% lighter than comparable 
units. The new switchgear is the smallest ever 


as 


designed. 
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First closed-door drawout of circuit breakers. This permits racking of circuit breaker | ected 
disconnected positions without opening the door of the circuit breaker compartment iwout 
keeps circuit breakers clean, aisles uncluttered, promotes personnel safety. Breaker 
shutter can be lifted to insert drawout racking crank. Breaker cannot be « 1 wi 


arrangement 


opened betor 


Sec ie SI tel Ite 


Stored energy electrical closure that materially cuts control 
circuit requirements. The motor “nergy system 
requires only 10 amp froma s rce, compared 
to as much as 160 by comparable i ls. Quick-make 


manual closure operates on same pt! nl rst 90°, of pull- 
I ist 10° 


releases the stored energy i closes the contacts. No teasing. 


down handle travel charges a s1 ‘ hanism. I 





Greatly increased accessibility to component parts for opera- 
tion and servicing. For example, trips on electrically and 
manually operated breakers are out in the open and can be 
easily adjusted. Trips also can be changed quickly. One-piece 
molding holds trip units, which are changed from the reat 
and in a fraction of the time formerly required. 


Subassembly circuit breaker construction permits easier, faster 
replacement of parts. Six major subassemblies replace 130 
separate parts in previous models. A part replacement for- 
merly requiring an all-day overhaul of the circuit breaker may 
Expanded trip flexibility meets last-minute load changes in mean only removing and replacing a 


subassembly —a 
many instances with the existing trip unit. matter of minutes 


Bulletin 6004C tells the complete story of this advanced design switcl 


tL 
gear. Ask your local I-T-E representative for a copy today. Or write I-T-I 
Circuit Breaker Company, 19th & Hamilton Sts., Philadelphia 30, Pa 


{ . I-T-E CIRCUIT BREAKER COMPANY 
y/ PHILADELPHIA, PENNSYLVANIA 
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Cut costs... 
without cutting 
corners! 


Specify... GEDNEY CONDUIT BODIES 


Gedney Conduit Bodies mean lowest installed cost! That’s because they 
are skillfully made of tough, malleable iron, then hot-dip galvanized, and 
finally, they must pass the toughest inspection. Accurate machining and 
threading assure easiest installation... ruggedness assures longest 


service life. 


THE GEDNEY CONDUIT BODY LINE 


INCLUDES ALL TYPES—SIZES 2" To 4" 





TYPE LB— Threaded —for heavy-wall rigid con- 
duit. Use them with Gedney entrance fittings, straps, 


clamp backs to get an entire conduit system that is 
hot-dip galvanized. 








SCORES OF OTHER GEDNEY FITTINGS are 


available f weP irpose—all carefully designed 
avaliable lor every purpos¢ all careiully designed, 








1 


manufactured and inspected to assure economical 


installation and maximum customer satisfaction. 








~ a 
« 


- ron 
saassen 
Se -> 3oee 
% ae s ae 
“twas, 


Xe 


oat et tie cp 
AOD sy 
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GEDNEY 


ELECTRIC COMPANY 


GEONE 


RKO BLOG, RADIO CITY, NEW YORK 20 





Foundry, Factory and Shipping Point: Terryville, Conn 





GEDNEY FITTINGS FIT 
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WE GUARANTEE that the sound levels ot 
Sorgel dry-type transformers are well below 
established standards in ALL ratings 14 to 3000 
Kva, 120 up to 15,000 volts. This has been an 
outstanding feature in SORGEL transformers 
for many years; in fact, we are the originators of 
low sound level dry-type transformers. 


OUR MODERN TESTING FACILITIES en- 


able us to prove the low sound level, efficiency, 
temperature rise, and performance of SORGEL 
transformers, before installation. 


COST LESS TO INSTALL, because they are 


all self-contained in a single unit either single 
phase or 3-phase — equipped with substantial 
wall brackets or floor mounting base. No separate 
brackets to make or buy. Easily accessible, roomy 
connection compartment, with wide choice of 
knockouts. Solderless terminals 


INSTALLATION SAVINGS. SORGEL dr 
type transformers are so quiet that they can be 
installed in any convenient place inside of build 
ings, close to load centers. This results in shorte1 
feeders, better voltage regulation, more efficient 
distribution, and lower wiring cost. 


LIBERAL DESIGN, HIGH EFFICIENCY. 
SORGEL dry-type transformers are guaranteed 
to carry their full rated load continuously at high 
efficiency. They are so liberally designed that the 
can carry an overload during an emergency at 


SORGEL 


TRANSFORMERS The 


z P i a in ALI 

Sales engineers in principal cities. to 15,000 volts, ar 
substations ron 
Consult the classified section of your ” cl pcga 
telephone directory or communicate 
with our factory any substatior nar 


Substation transformers 


Same q et sorge 


ratings up to 3000 Kva and uy 


aiso 


type or make of swit 


nperat 
mpregnated with a specia 
ngs are brazed to sola 


assuring years ot troubdie-! 


TIME-TESTED. Nearly half a I y Of trans 
former development, ngineering and manu 
facturing experience, Nave been incorporated 1! 
the design and constructi of SORGEL trans 


rormers. 


HIGHEST ENDORSEMENT. SORGEL Sound 
Rated transformers have earned the highest e1 
dorsement of leading engineers and discriminat 


ng isers 


Available in all standard and intermediate ratings 
14 to 3000 Kva, and from 120 volts to 15,000 volts 


to 50 Kvoa 3-phase, 480 to 208Y 120 volts 
Wall mounting transformer 
Connection compartment panel removed 


3-phase versus 3 single phase 


transtorme) 


ncorporate 


with an) 


ngear, or ft 


SORGEL ELECTRIC CO., 832 West National Ave., Milwaukee 4, Wisconsin 


SORGEL transtormers are 
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also regularly advertised in 





factory tested 
to assure ~ 


long and trouble-free 


ServiCe ««=- 








FRANK ADAM 


Certainty of operation—every time—all the time! 


That’s the kind of service your customers will get when they buy Frank Adam type 
SCSD standard duty and SAHD heavy duty Shutlbrak switches. 


Like all Frank Adam products @ shutlbrak switches are quality-engineered and 
pre-tested to assure long and trouble-free service. 


Before leaving the factory, @ Shutlbrak Switches are given a high potential test 
amounting to twice the rated voltage of the switch plus 1,000 volts, to be sure that 
there are no leaks in insulation material and no foreign matter in the switch. The 
high potential test is applied between opposite Polarities and between all current 
carrying parts and ground. 


To assure proper contact, the carrying capacity of every switch is tested by placing 
the full load on the switch and measuring voltage drop across all contacts. 

Proof that these switches are the finest in safety and dependability is shown by recent 
tests in which they complied the remarkable record of 50,000 operations without 

a single failure and only negligible wear. 


Recommend these switches for motor control, service equipment etc. Both types 
of switches are horsepower-rated and feature quick-make, quick-break operation. 


See your nearest @ representative listed in Sweets for further information about 
these safe, dependable switches 
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TYPE SCSD 
STANDARD DUTY 


Combines interlocking and non-interlocking 

switch functions into one unit. Kamklamp pressure 
type fuseholders with solderless pressure 
connectors and rotary type operating handles 

to indicate ‘‘on’’ and “‘off’’ are other features. 
Handle has provision for padlocks. 


Switch rating: 30-200 amps 250 Volts AC or DC 
and 600 Volts AC, 2 and 3 pole 


ee pe ae 


April, 
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TYPE SAHD 
HEAVY DUTY 


Features interlocking fuse doors which 
automatically lock when current is on and permits 
access when switc n intermediate position 
of operating handle provides access to authorized 
persons, ‘‘on”’ or ‘‘off’’ position indicated by handle. 


Switch rating: 30 to 1200 amps., 250 Volts AC or DC 
or 600 Volts AC in 2, 3 or 4 pole single throw, 


FRANK ADAM ELECTRIC COMPANY 


BOX 357, MAIN P.O. e ST. LOUIS 3, MO. 


makers of 
busduct + panelboards + switchboards + service equipment 


safety switches + /joad centers + Quikheter 





r 


; 
| 
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IN SOUND AND SIGHT SIGNAL EQUIPMENT 


More and More 


Architects Specify 


SPERTI FARADAY 


VIBRATING BELLS AC “CM” BUZZER 
Cat. No. 2000 Cat. No. 284 MI 


“oe 





AC UNI-PACT HORNS 
Cat. No. 123-U Two-Way 
Projector 


AC UNI-PACT HORNS 
Cat. No. 121-U Megaphone 
Projector 





AC “CM” HORNS 
Cat. No. 128-S 


AC “CM” VIBRATING BELLS 
Cat. No. ATL-700 





DC BUZZER 
Cat. No. 101 


Compressor 

Type 
AIR TRUMPETS 
Cat. No. 109-DC 
Cat. No. 110-AC 





UTILITY CHIME 
Cat. No. 1531 


val 


KODE MASTER 
for Coded Paging Systems 
Cat. No. 805 





AC WEATHERPROOF 
KODAIRE HORNS 
Cat. No. 136 


Since 1875 Designers and Producers of Visual and Audible Signals 
Adrian, Michigan 





4 


AC UNI-PACT 
KODAIRE HORNS 
Cat. No. 133-S 


FOR 


e Flexibility 
e Dependability 
e Availability 


Sperti Faraday delivers the latest de- 
pendable developments in sound and sight 
communication systems for business, in- 
dustry, school, hospital, home. From a 
simple buzzer to the amazing Visicall 
system that can revolutionize hospital 
care, it’s new and it’s dependable if it’s 
Sperti Faraday. 

Engineering Tip: Youcan save a lotof time 
and worry by calling on Sperti Faraday 
engineers for answers to your audio-visual 
communications problems. No charge. 
Write for full information. Sperti Fara- 
day, Inc., Adrian, Mich. In Canada, write 
Sperti Faraday of Canada, Ltd., Montreal. 


Fire Alarm Systems ¢ 
Electrical ClockSystemse 
Hospital Systems e Visi- 
call e Audible Signals « 
Annunciators « Coded 
Paging Systems eSyn- 
chronous Clocks « Trans- 
formers e Contact Devices 


Offices in 36 principal cities in the U.S.A. and Canada 
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Sell this Sylvania reflector lamp that gives all 


downward working light...no upward wasted light 








ie 
re R-52 reflector lamp has 
helped industrial plant management to 
effect important lighting economies, and 

achieve greater lighting efficiency 
The R-52 reflector lamp isa “high-bay” 
lamp particularly suited to overcome 
many of your customers’ plant condi- 
tions of severe dirt, 
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grease and 


roke 
SMOKC Its 


dirtproof 


sealed-in al S00- and 750-watt size 


reflector is 100 > its superiority as a highly 


nates the need for costly, time-consuming ihcient gn ce that defies light 


fixture cleaning and provides your i grime . Saves time 


customers with greater efficiency through- lollars by eliminating costly fixture 


out the life of the lamp care . and helps increase working 


; efficiency with more working light 
As an integral part of the Sylvania 
For complete information, call your 


Sylvania Representative or write: 


R-52, the reflector is angled to concen- 
trate a maximum of usable working light 
downward . 


. . helps increase productive YLVANIA ELECTRIC Propucts IN« 


efficiency . and provides more useful 


light for the same wattage. 


Take advantage of sales opportunities 


offered by the Sylvania R-52 lamp . 


ada) Ltd 


. one OW ] Montreal 


Ss ¥ LVANIA .«. the fastest growing name in sight 
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E-A-S-Y DOES IT! 


ACTUAL SIZE 


\} 
¥) 


ui 


) | UL LISTED — CSA APPROVED 


Og 
' . U.S. Pat. No. 2,820,113 
oe Other patents pending 
2 Foreign patents applied for 
di 


Sets The Pace With The 


E-A-S-Y ACTION...E-A-S-Y TO INSTALL 


Ta — Wi 
3 ® 


No knob to turn. No toggle to flip. Now, there’s a switch designed 
for today’s push-button living. It’s “B’’ Touchette, the touch 
switch with feather-light operation. Not only that... but when you 
specify Touchette for new construction or remodeling jobs, you have 
easy installation, as well. Touchette measures just one inch in 
depth . . . allows for quick, simple installation . . . even in boxes where 
several wires enter. 

Touchette needs no special wiring . . . fits standard outlet boxes and 
toggle wall plates and operates on full line voltage. Rated 15A—120 

277V, it withstands motor loads up to 80% of rated capacity. 


All these features ... and “‘B’’ Touchette is the least expensive 
touch switch on the market! 


Available in single pole, double pole, 3-way and 4-way models. Brown or ivory touch button. 


Sold only through electrical wholesalers. 


Or for further information and prices, write: Dept. W4 \ epetace tc manufacturing CO. inc. emmaus, pa. 
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lowa-Iilinois Gas & Elect 
Rock Island, II! 
L & W Elec. Co., Rock Island 
ler: B& M Elec. Dist. Co., Rock Island, |! 


PRISMOID 
GRATELITE 


THE EDWIN F. GUTH COMPANY 
ST. LOUIS 3, MO. 


TRUSTED NAME IN LIGHTING SINCE 1902 


*T. M. Reg. U.S. & Con. Pats. Pend 


. / 
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Cs AT McCABE’S, 


three lamps 
do more than four 
with Prismoid 


GUTH PEERLITES WITH 
PRISMOID GRATELITE* LOUVERS 
ROCK ISLAND, ILL. 


Originally, this job was laid out for 50 footcandles with 
Brand X fixtures (4 lamp—7 
But McCabe bought Guth Peerlites with Prism 
using only three 
Result: 100° 


And more! The crystal beauty an 


5 watt). 
oid Louvers, 
7 5-watt lamps 


4 more light than with the 4 


lighters! 

d cheerful atmosphere 
created by Prismoid flatters the merchandise and puts 
shoppers in a buying mood. 

100 FOOTCANDLES WITH ONLY 

2.5 WATTS PER SQUARE FOOT— THAT'S EFFICIENCY 


Get the complete story of Prismoid efficiency, beauty and 
Pp y y 


breathing action—write us on your letterhead today! 





This is a distributor. 


“Who says distributors 
dont sell up?” 


Bob Fink of Interstate Electric Supply finds that selling 


up takes 
three things: 


the right “package” proposal, cooperation with the 
contractor, and the demonstration (not just sales talk) to the pros 


pect. Here’s how his method gets results 


) 
L ( 


Selling door chimes to the 6,000-home EIk Grove Village, Bob Fin ight) worked with contractor Ray But 
home. Fink heads up Interstate Electric Supply Company, Waukegan, a division of Efengee Electric in Cl 


hicago. Butz is partner in A&B Electric 


to triple the sale per 





“First I decide,” says Bob Fink, “what benefits the builder 

can derive from a better installation. Then 1 work out a carefully 
balanced proposal containing a complete package. I try to 

make sure that the increased costs of the package are justified / 


the added merchandising features it will give the builder 


Selling door chimes to a 

6,000-home development: how Bob 

Fink’s methods tripled 

the sale per home. : 


~ = ; 


a 


ie 


veloped a package that included push buttons, transformer, fire-warning thermo 


Centex Construction, now building 
6,000 homes in Elk Grove \ illage, Illi- 
nois, first wanted only an inexpensive 
door chime. Working with Al Thomas 
the Edwards salesman, Bob Fink de 


stats, and a better chime. Then he worked with the contractors to make up 
portable demonstrator, with all components mounted and wired. “We originally 
included two thermostats in the demonstrator.” Bob Fink notes, “because 


feel that you can always reduce a proposed package, but can seldom add 


It was contractor Ray Butz who actual 
used the demonstrator to persuade the 
builders to upgrade the door chime insta 
lation. “I think what sold this proposa 
says Butz, “was the fire alarm part of tl 
package, plus the portable demonstrator 
When closing time came for the entire 
electrical installation including the chime 
package, Butz and his partner Len Aldridgx 
flew down to the builders’ Dallas home 


office in Aldridge’s private plan 


As Bob Fink puts it, “The guy that goes in with a stripped-down proposal is stuck 
with selling only price, and the other fellow can always cut him out for a few 
pennies less per unit. Sell up, and you’re selling the advantages to the builder of 
your product features, quality of merchandise and service. You make more sales, 


’ 


and each one is bigger.’ 


April, 1958—ELECTRICAL WHOLESALING 


Here’ what 


BOB FINK 


The chime is Edwards’ top-selling 
Bolero III. Bob Fink’s portable demon- 
strator displayed the attractive “decora- 
tor” features of the Bolero Ill, and was 
wired so that one modern Edwards “Key- 
note” push button rang the front-door 
, two-note melody, while the second “Key- 
note” push sounded the back-door one- 


note 


The Edwards “Heatguard” thermo- 
stots, U.L. listed, were wired so that a 
lighted match or cigarette would acti- 
vate them and ring the continuous Vibre- 
chord third signal on the Bolero Ill chime. 
The Centex development in Elk Grove 
Village is now using one of these ther- 
mostats in the ceiling of the utility space 
that encloses the heating plant in each 
house. 

The U.L. listed Edwards #890 trans- 
former mounts fast, through a knockout 
in any standard box, just by tightening 
the single screw located outside the box. 


The Edwards Company be- 
lieves that distributors have an 
important but sometimes under- 
rated job to do in the electrical 
industry. Often we run across men 
in distributing, like Bob Fink of 
Interstate, who are doing their 
job very well indeed. We’re glad 
to be able to relay their ideas. 


Specialists in signaling since 1872 


Edwards Company, Inc., 
Norwalk, Connecticut 
(In Canada: Edwards of Canada, Ltd., 
Owen Sound, Ontario) 





“Glare-less” Lighting with Mercury Uplight Units 
A{bolite’s 24° wide Alzak aluminum uplight fixtures 
used with H 401 R¢ 1] mer iry lamps ¢ eiling 
height ts 35’; fixture height, 27' 10", with 20 spac 
ing. 90% of lamp's lumens are useful. Aver 


footcandle 


Now Abolite brings “office type’’eye comfort to... 
INDUSTRIAL HIGH BAY LIGHTING 


Abolite open-top units direct only a small amount of light (18%) upward, 
but it makes a big difference in eye comfort. Dark ceiling shadows are 
washed away—there’s no sharp contrast of bright light against black back- 
ground. And glare is reduced still more by 35° lamp shielding. As a result, 
eye fatigue is reduced — workers are more efficient. 

Abolite’s modern air-swept design also reduces maintenance costs because 
air circulating through the fixture sweeps it clean of dulling dust. 

There are three Abolite uplight units for high bay lighting: 18” and 
24” diameter Alzak aluminum fixtures for use with 400 and 1000 watt 
mercury lamps and 18” Alzak aluminum fixtures for 500 watt incandescent 
lamps (ideal for gymnasium lighting). For full information on these units, 
see Sweet’s Industrial Construction File, 12i/AB 


THE JONES METAL PRODUCTS COMPANY 
West Lafayette, Ohio 
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INDIVIDUALLY PACKAGED BALLASTS 
GENERAL G@ ELECTRIC 


SERIES INSTANT START BALLAST 


6G1010 


FOR 
TWO F96T12 OR TWO F72T12 LAMPS AT 425 
MA 118 VOLTS 60 CYCLES 1.4 AMP. H.P.F 


GENERAL @ ELECTRIC 
_RAPID START BALLAST 


General Electric ballasts in individual color- GENERAL $6 aeane ik 


coded cartons are easier for youto... 


SEESELECT-SELL SHIP 


Now, you can SEE at a glance the 22 most popular General 
Electric ballast models on your shelves thot will meet approxi- 
mately 85 per cent of your customers needs. 
NEW COLOR-CODED LABELS classif 
SELECT the « ct ballast ir matter 

General Electric ballasts are to SELL be ; 
ballast they ne _ when they need it f 1 to SEE, SELECT, SELL 
MAILABLE CARTONS MAKE SHIPPING EASIER, simpler, too! _ ballast seles engineer tod 
G-E ballasts can be mailed in their own carton for im1 ged lasts! General Elects 
delivery ¢ » nectad , N.Y. 


Progress /s Our Most /mportant Product 


GENERAL @ ELECTRIC 





GENERAL ELECTRIC’S 20th FLUORESCENT ANNIVERSARY ANNOUNCEMENT: 


fluoresce 


R. N. THAYER (left) AND G. E. INMAN developed first commercial 
ctric, they have been key men in many G-E fl 


1938. Still with General Ele 


Today’s G-E Fluorescent Lamps give your 


customers 767 more light per watt, 
last 5 times longer...yet cost '/2 as much! 


introduced 20 years ago this month with General Electric Lamps 
t hold a candle to today’s G-I This “Bonus Phospho sno i lable in the 40-watt 
OF IMpProy w Power-Groove ll soon be used in all G-I 
imps has provided up fluorescent lamp types For ye vh FOnUS Phosphor’ 

rite you | General Eleetric arge 


| 
vi Sales Kit see or Wi 


eal 
ements trom ind me 


steady stream 
nd Pre-Heat Li 
r G-E Lamp users 
Lamp Salesma 


ems to 
| lity * » times nve! ind the | 


I, 
CB Viusrewent Lom 


NEWEST IMPROVEMENT —‘‘BONUS PHOSPHOR”. || 
‘ 1 ' es \ r customers | ) sS2O 
1938 


G-k process gi 
! RL f 1) 


( I el 
other dollar 
l 


O% more ht | ele 
phors to be used in & imp { is al 
cent ( ! thie vet more tor | therr lighting cost 
‘a 
> 


Progress /s Our Most /mportant Product 
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WHITNEY BLAKE 


* 
‘ 
: 
é , _ , J 
, ‘ ‘ . 
iy . 
Fis oo 
ht Be 
4 44 
‘ 7 
& | 


PORTABLE CORD 


Wholesalers who stock and sell Whitney 
jt Blake DYNAPRENE Portable Cord find 
} i OPENS UP 7 new markets open to them with other WB 
products purchased by industry, 
! NEW institutions, municipalities and others. . . 


MARKETS It’s worth investigating. 


DYNAPRENE Portable Cord provides 
premium service to your customers at a 
price that is competitive yet provides 


a comfortable margin of profit. 


Write today for this 
complete catalog 


... free of course. 


wit 


Well Built Wires Since 1899 


( WHITNEY BLAKE COMPANY 








NEW HAVEN 14, CONNECTICUT 
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Sell the Remington Stud Oriver ... 
and you can expect continuing profits! 





Vell your customers how easy it is to use the Remington guards. There are more than 50 alloy steel Remington 
Stud Driver, and they’re sure to want the tool! Just a Studs to choose from, plus a variety of Power Loads 
squeeze of the trigger is all it takes to anchor wood or metal and many Remington accessories, such as < upped washers 
sections to concrete or steel with !;"’ and +.’ diameter Rem- discs and couplings. 

ington Studs. Scientifically graded 22 or 32 caliber Power * * 

Loads enable user to select the exact driving force need Sell or rent the Remington Stud Driver and you can 
ed. No pre drilling no outside power source required! cash in on continuing profits through sales of Remington 
When you sell the basic tool, that’s just when your Studs, Power Loads and accessories. See your Remington 
profits begin! The tool can be used with any of four salesman today or write for information on this profit 


interchangeable barrels, any one of 15 special-purpose making tool! 


=e = Remington 


MICHANICS. \ 
os 





Remington advertisements will ap at T uU dD DR iVER Captive Stud Guard Assembly is de 


pear throughout the year to sup signed to prevent free flight of studs 
port your selling efforts help permits use of Stud Driver in wide 
yeep , Remington Arms Company, Inc. 


create new market new range of fastening situation 


Bridgeport 2, Connecticut 
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RED @ DOT CONDUIT BODIES BY MASON 
OFFER YOU THESE ADVANTAGES: 


1. PLUS STRENGTH! 


RED @ DOT Conduit Bodies are non- 
corrosive aluminum die-castings, engineered 
for strength and to stand up under the 
most difficult conditions 


2. PLUS PRECISION! 


Machined to exacting standards, they are 
easier to assemble. 


3. PLUS FINISH! 


They have the mirror-like finish of alu- 
minum die castings both inside and out 


1 4. PLUS DESIGN! 
+ 
They have been designed with twin ob- 
jectives ... Maximum strength —— maximum 


Available in eye-appeal. 


the following series: a Send for New illustrated Catalog 
Series ware of complete RED @ DOT Line 


Sold only through Authorized 
Electrical Distributors 


Series B’ 


Series °C" 
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$ appearing in leading electrical publications to 
help distributors sell more Blackburn products. 








Three types to choose from...a lug for every 
job—Multimount, Twin and Single lugs. 


Rugged, durable construction eliminates stripped threads. 
Machined tangs, chemically treated, insure low surface 
resistance. Compact design with rounded edges to prevent 

wire damage and abrasions. Your choice of screws— 
socket or hex head—at no extra cost. Plated to your 
specifications if desired—silver, tin or cadmium. Special 
drilling available on Multimount and Twin Lugs. 


JASPER BLACKBURN CORPORATION 


1525 Woodson Rd., St. Lovis 14, Mo., WYdown 3-9430 


SEND FOR LATEST LUG BULLETIN CONTAINING PRICES AND SPECIFICATIONS 








é 





aD 


You save time, temper and money by eliminating 


purchasing, delivery, transportation and inventory 
headaches— and you give your customers faster, 
more complete service — when you can get a com 
plete line of signaling, communication and protect 
ive devices and equipment from one reliable source 
Auth is such a reliable central source, and has been 
since 1892. Over 58 years the word of AUTHority 
for tested equipment, designed for long, trouble- 


free service. 


Write today for new catalog describing the whole 
Auth Line. 


nce le 
\ 
5 9, 








pO WUuscf 
A COMPLETE Source for Signaling, 
Communication and Protective Equipment 


@ AUDIBLE SIGNALS 
Bells, Buzzers, Chimes (Non- 
Electric), Sirens, Horns 


@ ANNUNCIATORS 

@ PUSH BUTTONS 

@ TRANSFORMERS 

@ BURGLAR ALARM DEVICES 
@ FIRE ALARM SYSTEMS 

@ INTERCOM TELEPHONES 


@ APARTMENT MAIL BOXES 
TELEPHONE, BELL SYSTEMS 


@ CLOCK & PROGRAM SYSTEMS 


@ HOSPITAL SIGNALING 
SYSTEMS 


AUTH ELECTRIC COMPANY, INC. 


34-20 45TH ST.. LONG ISLAND CITY 1, NEW YORK 
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Let Jefferson help you win 


those “SPECIAL” bids 


11s the industry’s PRIMARY 
OM-DESIGNED BALLASTS 


requirement efferson ca 


JEFFERSON SU 


lusters o1 


JEFFERSON SU 17 


cawayv Pro 
baskets 
JEFFERSON SU 


An expresswa 
mounted dire 
| passes 


JEFFERSON § 


JEFFERSON SUPPLIES 


ry Jefferson ELECTRIC COMPANY 


Bellwood, Illinois 
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WHEPREVE YOU ARE... 


a 


There’s a fully-stocked and expertly staffed General Cable Distributing Center 
conveniently near every General Cable Authorized Distributor. 50 Distributing 

Centers are now strategically located in every part of the country. Inventory is maintained 
for your orders, to save you time and money: you get fast delivery from 

nearby General Cable stocks, save your own warehouse space 

and inventory costs. Wire and cable specialists are ready to give you 

technical aid whenever you need it... and they’re in constant 

touch with the latest developments at the General Cable 

Research Laboratories. General Cable backs you up all the 

way down the line... with service and quality. 


GENERAL CABLE CORPORATION New General Cable Distributing Center at 
420 Lexington Avenue, New York 16, N. Y Columbus, Ohio 
Offices and Distributing Centers Coast-to-Coast 


for quality and service... GE ™ ERAL 
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3 NEW 


po (No. 1374 Neon Pilot Light) 
¢ (No. 1474 Ivory) 


(No. 1332 Grounding Outlet) 
(No. 1432 Ivory) 


(No. 1425 Single Outlet) 
(No. 1325 Brown) 


®  eding A NEW GROUNDING OUTLET 


Now the wide range of P&S-Despard wiring devices is extended for even greater 


versatility with the new grounding outlet No. 1332. Nos. 1325 and 1374 have pres- 
sure terminals. Like all P&S-Despard units, they're thoroughly tested for long de- 
pendable life. A turn of the cam on the Despard Camstrap quickly locks-in com- 
binations of any two or three Despard units. Custom-make your installations to 
meet the specific needs of your wiring job—with the original and complete P&S- 
Despard line. 


Send for catalog page on 
these new devices, Dept. EW 458 


PASS € SEYMOUR, INC. 


SYRACUSE 9, NEW YORK 
60 E. 42nd St., New York 17, N. Y. 1440 N. Pulaski Rd., Chicago 51, Ill, 
in Canada; Renfrew Electric Limited, Renfrew, Ontario 


MAKE THE COMPLETE JOB COMPLETELY P&S 
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TIMES and TRENDS 





Volumitis Can Be Deadly 


Volumitis has been diagnosed as one of the most wide-spread afflictions in 
the electrical wholesaling business. This progressive disease is characterized 
by the pursuit of sales volume regardless of profit. It is contracted in a number 
of ways. 

A primary source of infection is the fallacy that the more money that passes 
through your hands, the better the chances that some will stick. 

Another carrier is the presumption that a steady level of business represents 
stagnation, that the firm that doesn’t grow will shortly die—hence, an obses- 
sion with an ever-ascending volume of sales. 

The disease is also transmitted through the Big Job psychology. As con- 
tracted in this fashion, a distributor continually lets the Lorelei lure of a 
sizeable order get the better of his business judgment. 

A fourth bearer of the bug may be the conviction that this is the New Way 
(“We are pioneering minimum-margin, minimum-service mass distribution,” 
or some extravagant notion to that effect). 

Probably the most prevalent cause of volumitis is the inability of distributor 
management to say “no”—to company salesmen, to factory salesmen, and to 
customers. This low resistance is brought on by a lack of policy or backbone, 
or both. 

A poor set of books is also a wide-open point of entry. The distributor who 
doesn’t know his costs is highly susceptible to the disease. 

In its last stages, volumitis may be marked by a series of convulsions, in 
which each succeeding order taken is designed to cover what was lost by 
taking the last one. Its virulence is increased by bid-shopping contractors and 
factory salesmen who peddle “there’s 242 % in it for you” orders. 

While the cause of the disease varies with the firm infected, the major 
symptom is the same—low profits. Most of those suffering from volumitis are 
alive today and outwardly in good health. But like the victims of lead poison- 
ing, they face the day when the lethal dose is accumulated. Then the end- 
and the creditors—come on suddenly. 

We suspect that for some this day is fast approaching. A period when the 
total business available has leveled off or declined calls for an adjustment 
by all. For the volume-minded operator, the difficulty of an adjustment must 
be magnified. Psychologically, he is least prepared to change his tactics. 

How much opportunity for big volume existed, for example, in New Eng- 
land during January? The Bureau of the Census reports sales by apparatus and 
supplies distributors there were 29% under January 1957 (page 82). And 
sales for January 1957 were 35% under January 1956. This was an extreme 
situation, to be sure, with seasonal factors possibly coming into greater play. 
But those distributors whose chief business is trading dollars must have felt the 
pinch particularly. 

Some distributors have recognized the dangers of volumitis and taken steps 
to put their business on a healthier level. One such concern is Keps Elec- 
tric Co., of Pittsburgh. The frank story of this firm’s near-fall and recovery 
makes fascinating reading (page 45). It also points the way at a time when 
the mortality rate from volumitis seems bound to rise. 


neha 


EDITOR 
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CRE SC NT 


INTERLOCKED ARMOR POWER CABLE 
































GIVES YOU SPEED and ECONOMY 
OF INSTALLATION 


J 


CRESCENT INSULATED WIRE & CABLE CO., TRENTON, N. J. 
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From 


Volumitis 


O 
Healthy Profits 


Here's the step-by-step story of Keps Electric Co.'s long 
hard climb back from a nearly fatal "razzle-dazzle giveaway'’ 
business to financial and selling health based on profitable 
operation. The surgery was drastic; the results — inspiring. 


By Durward Humes 


wholesale firm—owed over a million dollars. This debt had 

been acquired in the short space of 30 months, and it looked 
as if Keps might be forcibly dissolved by its creditors. 
Today, Keps is back on its feet. The small remaining debt 
is being paid off steadily. Its bills are being discounted, and 
customers are paying on time. Keps is doing only about %4 
of the $12 million volume done in 1953—but this business is 
profitable and the firm is looking to careful, solid growth. 
What happened? How did Keps get in so deep? More im- 
portant, how did the firm get out again? 
The Keps story has its roots in “volumitis,” an easily-con- 
tracted disease that is curable only with drastic surgery. The 
Keps story concerns today’s wholesaler, his management tech- 
niques—and whether he’s here to stay 
This story revolves around a sound, hard-working organization 
and two key men (left): Charles Bygate (r.), president, and 
Jack Devine, executive vice-president. When these two came to 
Keps, the “patient” was sinking fast. But, in the past two years, 
they have nursed the dying firm back to good health. Devine 
says, “We’re helping tell this story because we don’t feel Keps 
had a monoply on troubles. What happened to Keps might hap 
pen to any wholesale firm in the country.” 


I’ JUNE, 1954, Keps Electric Co.—long a leading Pittsburgh 


Turn page for Keps’ back-to-profits story 





From Volumitis to Healthy Profits (cont.) 





The Low Point... 


E CAN 
W you need, 
Cant give you 
Charles Bygate 
trouble-shooter, 


give you all 
The only 


the help 
thing we 
is money,” said Keps’ 
to the firm’s new 

Jack Devine. 

“This was understating the prob- 
lem, if anything,” Devine says now 
“If there was one single thing Keps 
needed right then, it was money.” 

Devine—head of his own Pittsburgh 
management consultant firm—came 
to Keps on a troubleshooting basis 
in June 1955. This was the bleak situa- 
tion: 

e Keps was heavily in debt, and 


its creditors were pressing. The firm 
not paying its bills. Collections 
were running three months behind 
There was almost no working capital 

e The firm sprawled in many direc- 
tions. The supplies and ap- 
pliance business had been expanded 
rapidly in the previous two years. An 
electronics firm had been acquired 
and run as a department; though it 
has since been sold back to its orig- 
inal owner, this expansion had left its 
mark. From an accounting  stand- 
point, there was no fair 
division of overhead costs, and it was 


Was 


basic 


precise OF 





The First 30 


z... eae: 


STRATEGY HUDDLES were a common sight in the initial stage 


Participants were firm's key executives 


Pluskey, v.p.; 


ITH NO OFFICE, Devine be- 

gan his job, Bygate at his elbow. 
He had no formal authority other 
than orders from Keps’ board of di- 
rectors to see what could be done— 
and, in any to act fast and 
within reason. Devine’s background as 
a consultant was mostly in manufac- 
turing; he had had little or no ex- 
perience in wholesaling. 

“All I had was some general knowl 


case, 


46 


Jack Devine, executive v p. and C. V. Powell, sale 


f Keps’ comeback 


to r Bob Sabin, comptroller: Adolph 


manager 


edge about this type of business,” 
Devine says. “I recognized that there 
was no magic cureall, for Keps or 
anyone else. Once I was on the job, 
I not only had to learn Keps’ situa- 
tion, but I had to learn about the 
wholesale trade at the same time. And 
there wasn’t much time. Clear, ob- 
jective thinking was the guide: two 
and two still make four.” 

What was done occupied a furious 


difficult to determine exactly where 
profits or losses were being incurred 

e “Keps had grown awfully fast,” 
Devine “At this was 
a complex machine 


hard to 


Stage, it 
hard to 
maneuvel even 
to stop [his was perhaps the great- 
est problem of all. Management had 
long known the gears weren’t mesh- 
ing properly, and had tried darn near 
everything in the books: accountants 
and specialists made studies and did 
projections [he problem seemed 
simple—yet it proved almost too com- 
plicated reasonable 
solution.” 

e Growth—In Pittsburgh, Keps_ is 
an old name. The firm was founded 
in the 20’s and grew to be one of the 
houses in 


Says 
direct, 


and harder 


for a sound ofr 


electrical 
Most of its business was in sup- 


The 


largest supply 
town 


plies, with some appliance trade 


30 days. Keps needed, by the end of 
June $300,000 in The 
alternative was bankruptcy 


1955, cash 
e Stop and Go—The first decision in 
Keps’ fluid situation was to shut off 
the financial drain, and to accumulate 
cash in a hurry 

1. All purchasing was stopped. The 
drastic but effective idea was to stop 
the leaking faucet by turning off the 
water at 

2. The billing procedure was next 
in line for an overhauling. Previously, 
customers’ statements were mailed by 
the 13th 14th of the next month 
and the books had been closed around 
the 25th of the month. The mailing 
of the customer’s statements up 10 
days and the closing of the books up 
15 days, thereby speeded up the firm’s 


the source 


OI 


collections and improved its cash posi- 
tion. 

3. Collections were running three 
months’ behind. Three credit letters 
were drafted, each tougher than the 
The results from the 
mailing “surprised 

savs. “We got so 
accounts 
to 


previous one 
first collection 
everyone,” Devine 
much money from 
in the next ten 
keep collection letters going out reg- 
ularly.” 

4. The next step was to check into 
the status of existing inventories. How 
much money was in stock? How fast 
was it turning over? What material 
on hand might be sold and for what 
amounts, and what might be returned 


overdue 


days we decided 


to suppliers and with what penalties? 
5. Credits or customer claims that 
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firm was built around electrical sup- 
plies, with a heavy reliance on know- 
how in big buying and selling in a 
tough, competitive market. 

In 1952, the last of the remaining 
founders sold the firm to the present 
ownership. This group felt that Keps’ 
sound financial, personnel and com- 
petitive position was made-to-order 
for expansion. 

Expansion moves came fast. The 
supplies and appliance departments 
were broadened. A commercial elec- 
tronics firm was brought in under the 
Keps umbrella. Then all these operat- 
ing units were consolidated, for econ- 
omy reasons, in the present five-story 
warehouse, formerly one of Ford's 
original assembly plants. In late 1952, 
a $1 million bond floated 
to cover expansion costs and provide 
working capital. 


issue Was 


were dormant, along with those that 
could be expedited, were given a 
closer review. This situation was criti- 
cal and was holding up a considerable 
amount of Keps’ cash. “Clear that 
claim or credit today,” was the order. 

6. Sales were next. Devine checked 
into what was moving and at what 
prices. He asked for a daily report 
on sales; the aim was a precise, up- 
to-date knowledge of Keps’ marketing 
position. What orders were being held 
that could be shipped either partial 
or complete? Once they were shipped, 
additional cash was forthcoming. 

When the smoke cleared, purchas- 
ing was resumed but only under 
written authority. And all matters in- 
volving policy were routed through 
Devine for firm direction and com- 
pliance with the overall plan. 
e Cut Overhead—The opening moves 
made, attention turned next to Keps’ 
fundamental overhead problems. 
More drastic changes were in order 
if the firm was to survive 

What about inventories over the 
next few months, Devine asked? Ap- 
pliance activity and projection for 
future appliance business was _ re- 
viewed. Keps’ top appliance line—75 
per cent of its volume in majors— 
had pulled out six months earlier. 
Inventories of remaining lines, heavy 
to begin with, included many out- 
dated, slow-moving and second-line 
models. The immediate appliance 
prospects were poor. 

The important question was the 
long-range outlook for appliances gen- 
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lo run the operation, Keps brought 
in a merchandising man with con- 
siderable experience in the appliance 
field. Management's goal was enough 
volume to make the expansion pay. 
Volume became the watchword. 

“We got the volume,” Bygate says, 
“but we never got commensurate prof- 
its. In the end, Keps—and the Pitts- 
burgh market—got hurt.” 

Then came 1953, a poor 
year in Pittsburgh. There was a de- 
partment store strike, and near-strikes 
in the steel and railroad industries. 
At the same time, appliance overpro- 
duction hit Keps and other Pittsburgh 
distributors just as it did markets 
across the country 
e Downgrade—"We never 
from 1953,” Bygate says 
core of the can be 
Kep’s working capital 


business 


recovered 
The hard 
read in 
position. In 


story 


erally. Was there enough hope for 
improvement within a reasonable time 
to make a hold-the-line policy worth- 
while? Devine literally dived into a 
study of the problem, asking pointed 
questions about appliance prospects 
both inside and outside the firm. 

The Relief in the ap- 

pliance market might come in two or 
three years—but Keps needed cash 
in 30 days. 
e Contraction—The Board of Di- 
rectors agreed to liquidation of the 
appliance department, and based on 
a time limitation, the inventory was 
scheduled to be turned over to an 
auctioneer. It was, however, sold 
through other channels, hours after 
the decision to liquidate, for 50 per 
cent of its book value. Time has 
proved this to be both a very sound 
move and a realistic price. 

To further reduce overhead, Keps 
reassigned a number of its employees 
and consolidated various operations. 
Together with the transfer of ap- 
pliance personnel to the new owners, 
the net result was a drop to 45 from 
a high of 140 employees. 

The various steps were drastic and 
dramatic from a management sense, 
requiring both precision and diplo- 
macy. Both Bygate and Devine say 
strongly that while anyone can plan, 
it is the doing that counts. Here it is 
felt where the Keps employees took 
the limelight. Devine states that Keps 
employees’ cooperation and loyalty 
made the difference between success 
and failure in the plan. He is quoted 


consensus: 


1953, Keps had $815,000 in working 
capital. This dropped to $607,000 in 
1954 and to $111,000 in fiscal 1955, 
three years after the bond issue was 
sold. Yet, in 1953-4, the firm did $12 
million in business, employed 149 
people and looked to be a solid, ex- 
panding wholesale firm 

‘It's easy to look back and say that 
the situation got out of hand,” By- 
gate says, “but this isn’t wholly true. 
Management tried everything to get 
Keps back on the track. But, as Jack 
it was hard to control the ma- 
chine.’ 

[his is where Bygate and Devine 
came in. Bygate became active in 
Keps late in 1954. But he found that 
part-time direction (he runs an auto 
parts supply firm) was not enough. 
In June 1955, Keps’ owners turned 
to management consultant Devine 


Says, 


as saying at one of the initial meet- 
ings: “I have a plan that I know will 
work, you have the ‘know how,’ 
either we all work together or we all 
git.” Today, in Jack’s eye Keps’ or- 
ganization is and will continue to be 
“second to none.” 

e Stop or Go—This was a fair breath- 
ing place. While the firm had not 
reached its goal of $300,000 cash, it 
had come close enough to relieve the 
worst pressures. The first 30 days were 
over. 

At this point, there was still good 
reason to keep right on with the firm's 
liquidation. Bygate and Devine, how- 
ever, thought that removal of several 
monkeys from the patient's 
back might afford Keps a chance for 
complete recovery. A tightened-down 
supplies department should pay, they 
reasoned; if not, there would be time 
later for planning further liquidation 
moves 

Their reasoning was accepted by 
the board and Keps’ creditors. A key 
consideration: Devine was to leave 
his informal slot and take over as 
executive vice-president. 

“This made me a committee of one 
to, in effect, carry out my committee's 
propositions,” Devine says. “It’s one 
thing to come into a situation, just 
to help out. I’ve done it many times 
But when you find yourself in to stay 

it’s different. It was a real chal- 
lenge, especially since I still didn’t 
know wholesale terminology or prac- 
tices too well. Sticking to learning 
facts paid off 


choice 


For how Keps took the road to recovery, turn page 
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On the Way Back... 


A [ THI TIME Devine became the 
formal working boss, Keps had not 
made a profit for three 


habit then of 


years 


[here was razzle 


viveaway he a It was 


question ! do 


dazzle 
ilmost a you 


make money again 
Faced with diggel dul 

By gate 
Keps 


to pl inciples that 


less im 


mediate problems and 


Devine pondered position 


Devine went back 


} 


had Dasic In 


thought 


tested and proven 
work; he 
this 
[his seems silly 
Devine 
} 


nave 


been 


general consulting 


they should apply to situation 


1. Sell at a profit. 
face of it 


on the admits 


t. Lots of firms gone 


Not 


most orders 


but it 1s! 
broke hh 


yuSt selling ce! 


this truism 
iobs oO! 
it a pront but all obs and all 


orders That was be the corner 
stone ol I ul Inv joo 

2. Re-establish employee morale. 

I to put it 


Keps’ 


mildly 


employees we 
[hey had done 
had 


beneath 


demora!l zed 


jobs and, in the process, 
watched the sink 
iSked to heip the 


convinced 


their 
compa! 
company 

that 
from 


them. If 
regroup they must be 
Keps was 
Keps’ 
teamwork within the 

3. Establish and 
policies. Bygate and 
that had 
ing, that policies 
and then for 


“Policies arent just 


upward. And, 


going 
standpoint, success hung on 
firm 

sound 
agreed 


drift 
announced 


spell-out 
Devine 
there been too much 
had been 
1otten too many times 
papel 
They 


iround, in the 


sheets of 


or big words Devine says 
have to make sense all 
first then 


carried 


must be 
from the 


place, and they 


through to action 
top down.’ 
4. Determine 


and the 
expense relationship required to make 


the break-even point 
necessary sales volum@® and 
a profit 

By gate ind 


program to the 


Devine then took their 
directors. The board 
gave them the go-ahead 
e Action—No time 


ing these principles int 


was lost convert 
iction 
All employees were called to 


meeting. It was pointed out that both 
company and employees had suffered 
from These were to 
be just that 
told that the 


much alive ind 


past problems 
group 


still 


some 


past problems. The 


Was 


was company 


very that 
changes, for the 
were coming up 


good of all con 


cerned The changes 
as possible 


rebuilding 


were spelled out, as far 


This was the first step in 
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morale that was vanishing 

What was not as hectic 
is June’s 30 But, as Bygate 
it takes longer to rebuild 
a machine than to dismantle it 
e No Magic—As he is the first to 
admit, Devine’s methods aren’t magic 
His guidebook during this period was 
what the call “management 
by exception.” In short, he 
moving 
one troubled area to another 

One of the main tools used at Keps 


was the 


followed 
days 


points oul 


experts 
concen- 
weak from 


trated on spots, 


report verbal, 
In this manner 
found 
them 


rule 


operating 
handwritten or typed 
business, 
then 
corrected. His 
situation, the 
Normal situations 


Devine learned the 


the weak Spots and rode 


until they were 


[he 


Irequent the report 


worse the more 


every 30 «days, ag- 
15, bad 


hopeless ones every 


were reported 


gravated ones every ones 


every week, and 
day 


| 


Changes were made in three gen- 


eral areas: sales, accounting, and per- 
sonnel 

e Sales. Five new, but well-sea 
hired. All 
orders, Keps’ management said, were 
taken at a profit. A floor was 
selling prices; the normal 


soned, salesmen were 
to be 
put under 
working 
too low 


minimum” was considered 

Salesmen were put on a more real 
istic COMpensation base, a percentage 
whereby 
their 


offered 


Plans made 


gradually 


Ot gross were 


broaden 
which 


they would 


coverage to accounts 
the greatest profit potential 

Product meetings are held on a bi 
weekly basis and sales meetings on a 
Through these two meet- 
ings, the kept abreast 
of both product and market activities 

In early 1956, after the new policies 
had time to bear fruit, Keps 
began a customer letter-writing pro- 
Accounts buying less than usual 
asked if service from the 
factor in the dropoff; if 
promised 
difficulties 

Other customers, 
buying more than 
thanked for their 
isked for continued 


weekly basis 


salesmen are 


had 


gram 
were pool 
firm was a 


so, these customers were 
that 
would be 


particularly 


service or product 
rectified 
those 
formerly were 
business and 
patronage 

Sales reports factor in 
ning down sore spots and in keeping 
after them until they 
Among the reports used 

1. The instituted 


were a pin- 
were corrected 


newly call re- 


MANAGEMENT CONTROI 
FORMS—Typical of record keep- 
ing in Keps’ comeback were simple 
forms to give management daily 
picture of accounts payable and re- 
ceivable, cash, bank balance, col- 
lateral for future plans. 





scrutinized sales 


a projected 


ports were closely 


Together with “call 
made out by the 


customers he in- 


tools 
list,” Salesman on 
the basis of what 
tends to see during the coming week, 
they management to guide 


salesmen in the profitable use of time 


allow 


with the right customers 
2. Keps even set up a “new 
report.” On this monthly 
asked to 
counts Opened during the month and 
were 


busi- 


ness sheet, 


salesmen are list new ac- 


how relatively new accounts 


growing—a useful tool in broadening 


Keps’ market 


3 There is also 


base 
a “special report,” 
call attention to 


on which salesmen 


specific customer problems or re- 
quirements, price, delivery, etc 

Other 
the sales force, come from the office 

4. Perhaps the important is 
Keps’ made up 
monthly 
by Keps’ own employees, reports are 
broken down by 


reports, applying directly to 
most 


new sales analysis 


By means of codes prepared 
received on sales 
c) indus- 
indus 


(a) salesmen, (b) customer. 


try (contractor, commercial, 
trial), (d) product classifications (sup- 
plies—fixture, lamp & 
and (e) stock or direct shipment. 

his valuable to 
Keps in measuring market diversifica- 
tion and in helping salesmen point 
toward the most profitable accounts 
“This is keep and improve 
our sales position,” Devine says 

5. Another management-created 
“report”’—the yearly projection 

helps the firm maintain its growth 
For example, the 1956-57 projection 
called for based on a 
increase in and 
an inflation factor. Salesmen’s per- 
formance reviewed 
this standard on a quarterly 


electronics), 


sales analysis is 


how we 


sales 


increased sales 
percentage business 
records are 
against 
basis. 
“There’s nothing automatically ef- 
projections,” 
what they say 
and what action is taken—that mat- 
ters. We think have to know 
before you can act intelligently 
e Accounting. Equally wide-rang- 
was taken within the ac- 
department and 
Continued on page 50 


fective about 


Devine 


reports or 


savs. “It’s 


you 


Ing action 


counting Invoices 





SALES CONTROL FORMS — 
Salesmen were required to fill out 
call reports, monthly new business 
forms and highlight reports to 
sharpen service. 
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From Volumitis 


to Healthy Profits (cont.) 





Continued from page 48 
Statements are now 
and management knows where it 
stands financially day. The age 
of accounts receivable are running on 
and 
both of which 


going out on time, 
each 


an average of 35 days accounts 
payable only 41 days 
are considered excellent 

One big factor in 
been the handling of reports: 

1. Daily report to management on 
receivables, bank balance 
and day’s receipts. These, in turn, are 
listed by month and year to 
date, and compared against last year. 

2. A monthly report 
ables as current, 30-, 60 


these gains has 


payables, 
to date 
ages receiv- 
and 90-day 


payment, through 
standard 


items. Follow for 


three collection letters, is 
procedure 

3. Payables are aged and reviewed 
monthly. Devine 
unusual procedure but thinks Keps’ 
position makes it This re- 
port management a check on 
whether claims are being followed-up 
promptly 

4 Invoices are 
within a 

5. Customer! 
the 3rd or 4th 
month 


admits this is an 
necessary. 


gives 


being mailed out 


two-day period 
statements are mailed 


working dav of the 


6. Financial statements are finished 
by the 8th or 9th working day, and 
are analyzed carefully. 

7. A monthly letter 
Devine to Keps’ board. It includes 
the financial statements and a com- 
plete analysis of the month’s opera- 
tions, plus pertinent comparative in- 
formation on the firm’s sales position, 
specific market factors and progress 
toward the planned goals. 

e Personnel. Over the past two 
years, Keps has made a continuing 
attempt to improve employee morale 
They have been informed frequently 
of the improvements in the firm’s 
position, and management has stressed 
the point that individual has 
helped obtain this improvement. 

Other steps have been more formal. 
In 1956, as the company began to 
pull out of its tailspin, all employees 
received raises. Individual suggestions 
on bettering company operations have 


goes from 


each 


encouraged and are reviewed 
many have been 


used in the company’s 


been 
formally; accepted 
and are now 
operations. 
Keps has recognized the importance 
blood” and has for the past 
recruitit.2 and train- 


It is developing a 


of “new 


two years been 


ing new personnel 


secondary line to fill vacancies as they 
occur, and to provide advancement to 
deserving workers. 

Perhaps most important, manage- 
ment has made an effort to learn more 
about employees’ abilities and desires. 
Individual job performances have 
been reviewed regularly. Bad reports 
have led to investigations and directed 
improvement, seldom to discharges. 
Interested, able employees have been 
from, say the office to the 
counter. “This has 


moved 
warehouse or the 
improved the morale as much as any 
single thing,” Devine says 

e Rejuvenation—Keps 
out from under the ether 
only saved but 


has_ pulled 
The patient 
been he has 

heartbeat. He’s gone 
profititis, from a 


has not 
quite a husky 
from volumitis to 
huge debt down to a livable one. 
Bygate and Devine agree on that. 
They also agree that, with the opera- 
patient can begin to 
live and g again. “We're working 
on that growth now,” Devine 
Bygate is a “littke amazed” at the 
snapback Keps has made. “Despite 
the small margins in this business,” 
he says, “we're moving along nicely. 
If nothing Keps 
story will dramatize the wronghead- 
edness of the idea that the wholesaler 
We don’t think he is- 
sure Keps is here to stay 


a while. 


tion over, the 
oTOW 


Says. 


else, perhaps the 


is doomed 
and 
for quite 


we're 


How Operating Executives View Keps’ Comeback .. . 


Adolph Pluskey, vice-president: “Bas- 
ically, it seems to me a wholesaler 
needs to three main 
within top management: financing, 
operating and entertaining. I’m the 
operating man, our 
buying and selling policies 

“IL keep close track of our inven- 
tory, through our ‘want list’ and in- 
ventory cards, and through signing all 
purchase orders. In this process, all 
resale prices for Keps are established. 

“The market for supplies is grow- 
ing, and a well-run firm can make a 
reasonable profit selling them. 

“Volume is important in this busi 
ness—but there can be trouble when 
this volume, no matter how 
comes with too small a profit margin 
Trading dollars has never paid.” 


cover areas 


responsible for 


large, 
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Bob Sabin, comptroller: “In our office, 
we rely heavily on our daily report. 
It includes all the information to tell 
us, very quickly, what our position 
is in terms of cash receipts, receiv- 
payables, bank balance, and 
elements important to 


ables, 
the other 
management. 

“We use lots of controls and sched- 
uling to get our job done right and 
on time. While we don’t have a large 
staff, we get lots of work done— 
mostly by ‘floating’ the big 
among the staff. That’s one 
why the final statement done 
by the 10th of the month. 

“Other steps follow naturally: fol- 
aging of re- 
returned mer- 


jobs 
reason 


we get 


lowup on collections, 


ceivables, controls on 


chandise, etc 


“We 


more 


C. V. Powell, sales manager: 
getting now- 
business. 


need—and we're 
repeat, consistent 

“As sales manager, my job is to 
help and to guide the salesmen. We 
try to keep man going in the 
search for new business. Without 
sales reports—broken down by vol- 
ume, gross profit, basic commodities 
and type of management 
is better able to help each man keep 
a sales balance with customers. 

“We have good control of quota- 
tions We insist on knowing 
what's happened to our bids within 
15 days—and if we lost out, why. 
We have also set up an expeditor to 
coordinate orders and deliveries—all 
in the effort to provide better service 
from Keps.” 


each 


accounts 


now 
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“Salesmen are not allowed... 








to make the same mistake .. . 


Each Salesman—A Purchasing Agent 


Through an incentive system, outside salesmen at Milner Electric 








more than the first time.”’ 





have become purchasing agents and quotation men. Controls 


INCENTIVE is an 
Mil- 


NDIVIDUAI 
important function stressed at 
ner Electric Co. of Cleveland. 
In fact, the system, which is built 
around the outside salesmen, enables 
them to act both as quotation men and 
in a purchasing capacity 
“Its important and 
stress this type of individuality in a 


necessary to 


small organization,” Sales Manager 
G. Edgar Milner says. “We have 
found that our system has proved 


beneficial over the past 20 years. As 
yet, nothing seriously has gone wrong. 


And the less you tinker with a sys- 
tem that’s good, the better it will 
work 

“This system is traditional with 


Milner Electric, having been inaugu- 
rated by its founders, G. S. Milner and 
J. A. Milner.” 
e Salesman at Helm—Basically, the 
system applies only to drop shipments 
and large orders. In general, the sales- 
man is on his own and has the 
authorization to discuss price of ma- 
terials with a manufacturer. In turn, 
he then can quote the job himself 
If the customer accepts the order, 
management will authorize purchases 
from those manufacturers 

“Normally, there is no question on 
the part of management as to the 
purchase and selling price each sales 
man works out,” Milner explains 


“Each is allowed to use his own judg- 
ment 


at least up to a certain point.” 
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over the system, however, are firmly stressed by company officials 





how about 


Milner 


Vital— But 
this system? 


e Control 


controls on says 


that although the outside personnel 
are urged to use as much initiative 
as possible, they are far from free 


salesmen 

For instance, each salesman can ne 
gotiate purchases only from the firm’s 
authorized manufacturers. In addi- 
tion, he must within the es 
tablished credit structure 

Milner that 
not allowed to cut prices whimsically, 
and that the system will work only it 
they a reasonable profit on the 


job. 


lance 


operate 


stresses salesmen are 


show 





Milner Electric Co. serves northeast- 
ern Ohio. Twelve outside salesmen 
travel for the firm while nine salesmen 
take care of the inside operation. 
Located near the main business section 
of Cleveland, the company maintains 
a floor space of 24,000-sq ft. 





“As fal 
cerned the firm has 
over this,” he continues 
of an error resulting in an abnormally 
low profit, we see to it that the sales- 
make the mistake 


as profit margin is con 
a definite control 


“In an event 


man does not 

again.” 

e Follows Order—With this par 
ticular set-up, each salesman works 


on the entire order himself. After his 
quotation has been accepted, he writes 











the order designating the best sources 
of supply, and cooperates in problems 
which might arise in expediting and 
paperwork 

He also attempts to assist the cus- 


tomer with any difficulties involving 
materials shipped trom the manufac- 
turer 

This system does not affect Mil- 
ner’s purchasing for normal ware- 
house stock, which is supervised by 
Robert S. Milner, general manager 
Also, it does not alter the firm’s me- 


thods of maintaining a perpetual card 
which was put into 
stock maintained 


inventory system 


effect recently for 
at the office 

This policy depends largely for its 
success On the qualities of each sales- 
man,” Milner “The salesman in 
the final know his 
customer best. We must depend on the 
fact that his bid on a job will reflect 
the knowledge he has about that cus- 


Says 


analysis should 


tomer and the job 
t's important 
personnel know thet 
to be able to give them proper service 
in quoting and to quote the right price 
a price which will show profit for 


that our outside 


customers well 


us.” 

e Cuts Overhead—In a sense, Mil 
ner has found that this system has 
cut down on overhead to some ex 


tent. In another sense—because sales 
men perform more than selling func 


Continued on page 112 
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Meee 
THE SYSTEM 
system. After an order i 
from the file and placed on 

The order then i ylac the 
impression made. Bottom 
are not auth 


store charge 
taken 


containing trays of charge is patterned after ; spartment 
Plates mplete 


a code number showing the 


THE SETUP consists of a file 
plates for each of Eacc customers 


name and address of 


writter arge plate 


the rinter r p of the file 


have c 
customer, 


type of discount he lighting fixtures and a code case blank printer, and 


t he is required t pay tax on the 


receive n 


number indicating whether or r charge plates of 
certain items customers wh ilege 


Charge Plate Controls Credit 


That's the system used at Eaco, Inc., to keep tabs on credit cus- 
tomers and to help inside personnel eliminate much paperwork 


is the standard rule at Eaco, 
Inc., of New Orleans. 

This system of keeping tab on all 
customers, as well as speeding up vari- 
office procedures was put into 
effect several months ago by officials 
of the distributing firm in an attempt 
and eliminate inside costs. So 
system has worked 


MN: CHARGE plate, no credit,” 


ous 


to cut 
far, the 
torily 

“Take one instance in which this 
system has helped our organization,” 
Bill Brown, manager, says. “A 
customer has learned to know that 
he cannot credit from us if 
he does not have a charge plate or 
if his plate has been pulled from our 
files because of credit risks to us.” 
e Flags Stop Credit—First of all, 
Brown says that it is impossible for 
all of the firm’s personnel to remem- 
ber the credit customers 
With the complete tray of plates at 
the counter, however, each counter- 
man can tell at a glance whether the 
customer charge his order or 
whether he is on c.o.d 

Whenever a customer falls behind 
in paying his bills, a small red flag 
is placed on his charge plate and put 


satisfac- 


sales 


receive 


ratings of 


can 
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into a separate file box. This is an 
indication to the counterman that the 
customer no longer has credit privi- 
leges and must accept his goods on a 
c.o.d. basis. 

“This has worked extremely well,” 
Brown says. “It helps the officials and 
credit department to maintain a per- 
sonal relationship with the customer, 
and has eliminated many 
headaches. 
eMust Have Approval—‘The count- 
erman does one of two things when 
he sees the red flag on the plate. First, 
he can bring the order to me or to 
some other official for approval on 
credit. If we think it should be ap- 
proved, the order is initialed and the 
customer can use the charge plate for 
that particular order.” 

Second, Brown explains that the 
counterman can tell the customer that 
an Official talk with him 
This gives company officials the op- 
portunity to find out just why the 
customer’s charge account has been 
limited or voided 

After the situation has been cleared 
or the customer gets back on a regular 
payment basis, the red flag is removed 
from the charge plate, and it is return 


credit 


wants to 


ed to the drawer of the 
charge file at the counter. 

eSmall Initial Cost—Charge 
made for all credit customers 
when the system was put into opera- 
tion. They include the name and ad- 
dress of the customer, whether or not 
he buys lamps and what discount he 


regular 


plates 


were 


is to receive 

Brown cost of the 
Each charge 
fifty cents 
the system 


plates as 


says the initial 
operation nominal 

plate cost the company 
There is no other 
purchasing new 


Was 


cost for 
except for 
new customers are added 

“Irrespective of whether an account 
not, if he doesn’t have a 
approval by an official of 
made before 


Brown 


is good o1 
plate, an 
the company has to be 


he can 
“This gives us a lot of valuable in- 
formation about the customer to 
whom we are going to extend credit 
privileges. In addition, it 
opportunity to make personal 
tact with him.” 
Prior to the 
names 


receive one,’ Says 


gives us an 
con- 


system, both 
and addresses of customers 
were written either in longhand or 
typed on original and file copies of 
the orders a problem 


new 


This presented 
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THE OK must be given by an official the company for a charge order from a 
customer whose charge plate has been removed from the active fi jrawer because 
f delinquent payments on past charge accounts. A red flag on a charge te 
indicates to the counterman that the customer cannot charge ar rder. A 

the customer gets back on a regular-payment basi the flag is removed ar the 
plate returned to a the regular file drawer. Here, Bill Browr ft 


at the Counter 


By Robert S. Bush 


for personnel in committing many 
typographical errors. 

Now, however, the information 
from the charge plates is stamped 


on the orders, eliminating the possi- 
bility of errors 100%. 

e Speed Mailings—The charge plates 
are not used entirely for credit pur- 
poses. For mailings, Brown says they 
form the most complete and up-to- 
date list the company has ever had 


“They are invaluable in making 
our regular mailings,” he explains 
“Instead of making up a list each 
time we want to make a mailing, 


our list is already available. Instead 
of having to type each name and ad- 
dress on envelopes, all we have to do 
now is use the plates to print this on 
the envelopes.” 

Along with the institution of the 
charge-a-plate system, Brown began 
stressing a billing policy, with a mini- 
mum set at three dollars on purchases 
made at the counter. The sales mana- 
ger states that any sale less than this 
amount would the company 
money in processing the order 

In addition, a $25 minimum charge 
has been set on all truck shipments 
Prior to the start of this policy, Brown 


cost 
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says that about 25 of orders for 
shipment were less than five dollars 
each 

‘We lost some customers when we 


started these policies,” he adds, but 


they were customers we didn't want.” 


e Eases Overall Operation—Since 
Eaco began using charge plates, busi 
ness has almost doubled, Brown ex 
plains. Also, he says that the over 


all operation has been speeded up be- 
cause of less red tape, and that per- 
spend more time on 
other than preparing 


sonnel 
office 
invoices 


can now 


duties 


“We want a profit out of what we 
are doing,” Brown says. “We believed 
that the charge-a-plate system would 
one method in 
costs so that we could operate within 
a given volume. And that’s the 
it has worked out 

“The system has been the biggest 


help we have ever had. If all distrib 


be cutting interior 


way 


utors would use this procedure, it 
would give them the best ready 
reference within a given area that 
they have ever had. It would speed 
up their operation, solve a lot of 
their credit problems—and give them 


the margin of profit they deserve 









How Charge Plates 
Are Used By 
Other Distributors 





A Kendall Electric Supply, Battle 
( reek, Charge plates serve a doubpd!l 
purpose; they control credit and pro 
vide an up-to-date mailing list 
Countermen ' Hugh Ogden 
é se plates to stamp correct 
names ] dares On orders If 
customer s risky nis plate goes to 
special Nile n credit manager's office 
tor person-to-pers € ew 
Kendall Elect Ss ses plates 






tor 


14 














ok EDING edit sales at 
counter was the initial aim 
Tristate 


charge plate 





designa contractol 


rn 


occasional mailings. ( 






olor 






















the 
when 


te Electrical Supply adopted the 


system in its three main 
houses about two vears izgo 
Counterman John Porter (ahove) 
of Hagerstown, Md. branch. holds one 
of plates ready to insert in stamp 
machine 
Plates contain name and correct 
address of customer, code number 
for salesman. Date in machine is 
changed daily If customer's credit 


Ss question 


ele 


ible plate is marked “R.O.” 


to office) If credit is bad, it’s 












What It Takes 


To Sell Me 


By John Martin 


HAT does it take to sell your customers? 

To answer this question and to find out 

how they see you, rate you, and what 
they expect of you, EW has prepared this first- 
hand report 
e Typical Town—To research it, we selected 
a mid-New Jersey city and interviewed many 
distributor customers. From them, we selected 
six for this section—two each in the industrial, 
contracting and dealer fields, as might be 
typical of the calls a salesman makes in a day. 

In the selling tradition, again, we called on 
these people by pre-arrangement when possible, 
“cold turkey” when not 
e What They Thought—No doubt many of 
these comments will seem familiar, but per- 
haps just as many will not. All of them were 
unrehearsed and as a group tend to create that 
feeling of “This is what customers say after 
you leave their office.” 

The area where they were obtained was 
thought to be representative. Roughly 200,000 
people live in it and its environs; its industry 
is ample and diversified; and its contractors 
and dealers are progressive and plentiful. 

What were their reactions to questions about 
the same salesmen who call on them every 
week? Some customers (not the ones covered 
in this section, however) allowed that that was 
something they'd never really thought about. 
“What do you mean ‘What do I look for in a 
salesman?” asked one. “A salesman’s just a 
salesman. I don’t see any difference in them.” 
e High Pressure Out—There were other 
views just as categorically stated. “I won't go 
into what it takes to sell me,” thundered one, 
“but I can tell you what it takes not to sell 
me: high pressure; as it goes up, my buying 
goes down.” 

Still another point blank feeling: ‘“Personal- 

ity, man! All other things being equal, I want 
a salesman I like.” 
e Similar Views—More typical were the views 
of the six customers who make up the panel of 
opinion on these pages. In common they have a 
high regard for service and the quality of a 
product—yet they’re still mindful of the impor- 
tance of price today 

Most of them report they are happy to see 
salesmen most of the time (a lament: “too bad 
they’re not around more”); one wants them 
only when he calls. But all of these distributor- 
customers had ideas—definite ones—on selling 
and fortunately, were glad to express them. 
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CONTRACTORS (2) 


Electrical contractor specializing in residential work. 


“Price, service or quality of the product?” asks this 
customer. “They’re all in the same category—it’d be 
pretty hard to say which is most valuable. But here’s the 
thing about service—right now I don’t need it, that is, I 
don’t need someone rushing supplies on the job. One rea- 
son is that because the union insists contractors work only 
as supervisors, I have spare time—I can go to a distributor 
and pick up the materials I need myself. I can study 


products—pick and choose 








INDUSTRIALS (2) 


Manager of electrical engineering department at large 
pharmaceutical manufacturer. Duties include specifying 
and requisitioning (but not buying) electrical supplies 
for his company. 


“What's the important item? Stock. If a distributor 
hasn’t got it he can’t help you.” This customer has other 
views on what sells him but stock is first on his list. 

“Distributors, as I see it,” he says, “sell one thing: 
service. The manufacturer sells the product. But too many 
distributor’s salesmen are just order-takers; they don't sell 
constructively.” 

” As an example of this failure, he cites the following: 
“I was ordering the fixtures we use here from a distribu- 
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“Another reason,” he adds, “is that a couple of times 
when I did have materials delivered to the job, I got 
either the wrong thing entirely or a substitute, and I don't 
like substitutes. In fact now it’s pretty hard for salesmen 
to find me—lI prefer to buy at the counter. I only trust 
small items—locknuts, for example—to delivery. Actually 
there’s more time wasted on delivery than there is in pick- 
ing up items yourself. If I'm going to start a job tomor- 
row, I get the materials I need in advance.” 

This contractor feels that a distributor with a com- 
prehensive inventory, who had all necessary supplies on 
hand, would have little trouble selling him. “There’s one 
place here in town,” he points out, “that'll get us anything 
we need within two days—but many times that’s just not 
fast enough. What do you do with your men while you're 
waiting? It’s pretty rough to pay somebody $4.50 an 
hour just for waiting.” 

Because he does most of his buying at the counter he 
looks for good counter service. “There's nothing as help- 
ful,” he says, “as an ace counterman. But there are 
some who don’t know a locknut from a bushing. There's 
one place here in town,” he adds, “that changes counter- 
men every month or two months. They no sooner learn 
the business and start to become really helpful than they 
leave or are transferred.” 

This contractor keeps a certain amount of stock on 
hand in his own shop for things that he does “over and 
over.” He thinks even that might be unnecessary if there 
were such a thing as a distributor that offered top ser- 
vice, quality products and complete stock——“but who ever 
does?” 


Large electrical contractor who handles diversified com- 
mercial and industrial jobs. 


(The absence of a picture here indicates this customer 
means what he says. He said he was too busy at the time 
and he meant it. Some of his outspoken comments fol- 
low): 

“I’ve got a sign up in my office that says ‘I shoot every 
third salesman on sight and the second one just left.’ ” 
That’s one view of salesmen that this customer, who's 
been an electrical contractor since 1916, may not hold 
to literally—but the figurative meaning is clear. 

“I don’t like to be bothered by salesmen anymore than 
I can help it,” he comments. “My way is to let them visit 
me every fourth, fifth or sixth month to check complaints. 
If a new salesman calls on me, I'm courteous with him, 
take his card, and tell him he’s welcome to send new 
product news through the mail. But I tell him not to 
contact me unless I contact him first 

“If he disregards my wishes and comes back in a week 
or two or a month, though, I pull out his card and tell 
him, ‘Now you were here on such and such a date and I 
told you at that time not to come back in person unless 
you wanted to drop off some literature. This once Ill let 
it go, but if you come back a third time I'll throw all your 
literature in the wastepaper basket.’ ” 

This contractor is equally definite in his other views 
that relate to the electrical distributing field. “Quality is 
the thing that counts first,” he says. “I like good products 

with name brands—and good distributors, and I've 
been in the business long enough to know what I want.” 





tor who never had them in stock. I kept asking him why 
he didn’t stock them. So finally he ordered 100 of them. 
As it turned out we haven’t had any use for them yet. He 
keeps asking when I need them, and I've sort of kidded 
him by asking why he doesn’t go out and sell them 
otherwise he’s just order-taking.” 

This customer thinks a good way for distributor sales- 
men to keep up with their accounts is to have a contact 
man back at the office who's acquainted with the prob- 
lems of the accounts. “It’s just about impossible,” he says, 
“to catch up with the salesman at his office and otherwise 
you only see him once a week or so. It naturally helps 
when there’s someone at his office who knows enough 
about his accounts to fill in.” 

He feels that in his position—in which he makes stock 
recommendations to his company’s purchasing depart- 
ment—that personalized selling means little. “Actually,” 
he says, “I just follow a simple principle. If a salesman 
calls on me and leaves a catalog sheet telling about a new 
product, I file it. When the time comes that we need 
that new product, I try to see that it’s purchased from 
that salesman. I follow the same principle when I call 
a distributor for information. If he gets it for me—and 
we decide to order as a result of that information—I 
try to see that he gets the order. 

“So, really,” he emphasizes, “it’s just a matter of stock. 
If a distributor has what we want and if he’s been the 
first to tell us about it, he gets the order. It isn’t the 
number of times anybody takes me out to lunch, or the 
type of personality he happens to have. Purchasing is 
done in the best interests of who's doing the buying 
not who’s doing the supplying. It’s who helps us that 
counts.” 
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Maintenance buyer at large tape and glue manufac- 
turer. Buys all electrical supplies for his company. 


Quality of merchandise is a particularly vital considera- 
tion with this buyer when he buys any of the $50,000 
worth of electrical supplies his company annually pur- 
chases. “Any plant delay or shutdown,” he explains, 
“could be disastrous. Quality equipment 
time—is the best guard against that.” 

And speaking of “delivered on time,” he adds this 
thought: “If a salesman promises me a shipment and 
then doesn’t make his delivery on time, we can be in 
trouble. However, one mistake doesn’t mean that much 
Only if a salesman repeatedly falls down do we drop his 
business. That seldom happens. Just the same, making 
good on promises is important—if they're not kept, | 
hear about it so I also let the salesman hear about it.” 


delivered on 


Continued on next poge 
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What it Takes To Sell Me (cont.) 





Continued from preceding page 

[his customer feels that a salesman’s having a thorough 
knowledge of his plant's operation is not essential. “In 
many cases the less they know, the better, because the 
knowledge might get to our competitors. However, the 
more product knowledge a salesman has the more he can 
help us.” 

Chis purchasing agent buys supplies from three dis- 
tributors who supply him with regular maintenance 
items and motor controls. In the case of the latter group, 
he feels that “it's important that they (motor controls 
suppliers) have an electrical engineer to work with our 
plant staff on engineered products.” 

When quick service is the issue, he says he naturally 
checks first with his regular suppliers for the desired 


items. “If I can’t get it from them when I need it,” he 
says, “I check around. This is about the only time I buy 
from someone other than my regular suppliers. And if 
this someone helps out in need, I try to see that he gets 
some of our business from time to time.” 

“But when a new man calls on me,” this buyer 
continues, “I tell him what the situation is—that I’m 
happy with my present suppliers. The fact that he’s a 
nice guy doesn’t change it, although he’s free to call 
on me at any time.” 

He adds a parting thought on sales sincerity. “I don't 
mind a bit,” he says, “if a salesman’s the apologetic 
type, that is, if he doesn’t know too much and admits 
it. Very often, if he is, he’s just the one who'll get us 
the information we need.” 





DEALERS {2 


Manager of appliance store. 


“A salesman should know his product line. He's 
usually got one; we sell many.” This thought is one that 
this customer thinks many salesmen would do well 
to remember. And he further thinks salesmen should 
work at imparting that product knowledge to dealer- 
customers 

“How many salesmen,” he asks, “will come in and 
help you sell? But in a way you can’t blame them 
what with the large territories and limited time they 
have.” 

This manager feels, however, that the general discon- 
tinuance of fair trade has substantially changed the 
whole appliance picture and that price, rather than 
quality, is now foremost in the customer’s mind. “Most 
of them read Consumer’s Guide, pick out the model 
number they like and start shopping for price. They 
don’t care about gas—they want a ‘deal’ 

‘Some of these shoppers,” he continues, “go to so 
many places they know more about the appliance they're 
looking for than the salesman who’s waiting on them.” 
Sales literature, he thinks, can hardly be effective against 
this deal-mindedness 

As a result, he feels that it is now not so much sales 
manship that sells him as it ts price. “With the situation 
what it is.” he says, “I'm looking for a deal myself 
But I still look for quality—the items I get the most 


service calls on I stay away from.” 
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Salesman-buyer at appliance store. 


“If a salesman who’s trying to sell me is a good one,” 
says this customer, “I won’t know it.” Paradoxical as 
that sounds it’s a conviction that he can readily ex- 
plain. 

“It’s this way,” he says. “A good salesman will be 
telling me his product is better than a competitive one 
but I won't realize he is telling me that. If I realize it 
then I can rationalize it, and he’s not supposed to 
let me rationalize it. 

“I’m supposed to look for what kind of merchandise 
the man is selling, not how good a salesman he is, and 
the good salesman realizes this.” 

He also feels that if a salesman irritates him, “there’s 
something wrong,” because “irritation can mean more 
things than just the salesman’s manners. It might mean 
he’s saying too many good—but not necessarily true 
things about his product.” 

He thinks the really helpful salesman, as far as he’s 
concerned, is the one who'll explain thoroughly what 
his product does and how it operates. “But he’s really 
helping himself,” this buyer explains, “because his 
explanation makes it easier for me to sell his piece of 
equipment and he naturally benefits.” He says he also 
appreciates outside sales help with promotion and 
special sales but says, “you only get this help from 
certain salesmen. Most of them are interested in their 
selling, not ours.” 
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Lights! 


hn 
Action! 


Camera! 


Cecil B. DeMille? Not at all. That's Sales Manager Bill Miller at 
work on a prospective customer. It's called ‘Polaroid Promotion. 


ROMOTING with a Polaroid 

that’s the current specialty of ma- 

jor appliance sales manager Bill 
Miller of Hermitage Electric Supply 
Corp., Nashville, Tenn 

As Miller puts it, “I believe in 
promotion, period. But promoting 
with this camera is the best thing yet.” 

And how does he do it? “Well, it’s 
like this,” Miller, “I walk into 
a dealer’s, introduce myself and say 
‘Uh, mind if I take your picture?’ 
[hat really stops ‘em. So then I take 
the picture—it’s ready a minute later 

show it to them, and wait for their 
comments.” 
e Generates Enthusiasm 
ally, they’re very enthusiastic,” 
Miller. “Sometimes they ask me if 
they take a picture themselves 
One man said it was the first picture 
he’d had made of himself in 15 
years.” 


e The Offer- 


Says 


“Usu- 


Savs 


Can 


The next 
Miller asks the dealer if he 
wants the camera—free. If the dealet 
yes, as almost anyone 
Miller explains the “then all you have 
to do part. It entails this: the 
must agree to take on any 
combination of dryers, washers, and 
automatics that totals 15 of the line 
handled by Hermitage 

e The Clincher—lIf the dealer 
itates about taking on 15 at one time 
Miller explains that is not necessarily 
the case. “The dealer can have up to 
five months,” he take on 


step 1s the 
big one 


says would, 


dealer 


hes- 


says, to 


April, 1958—ELECTRICAL WHOLESALING 


the 15. Periodically, we mail him a 
notice of how many of our appliances 
he has taken on and how many he 
needs to go to win the camera. As 
a matter of fact, if he takes on 25 
appliances he gets two cameras.” 
Since the “Polaroid program” be- 
gan November 13 Millet 
more than 200 appliances have been 
thus moved. But Miller’s efforts don't 
end there. He and his men give deal- 
ers sales pointers, make retail 
with them, suggest display ideas, aid 
in advertising and promotion 
e Sales Philosophy—Miller is a firm 
believer in personalized as 
promotional selling. “When you can’t 
compete on price,” he 
have to compensate for it 
thing ‘Something 
might mean helping a dealer promote 
In one sent our field 
to help a dealer on one of his spe 
cial promotion fact they 
manned the 
“Or it might mean keeping one of 
his customers happy. One of our 
had a woman customer! 
kept claiming repeated trouble 
her washer. We checked it time 
again. Finally, we called in a manu- 
facturer’s representative who saw that 
But our thinking 
was aimed at just two things: to keep 
the dealer happy and our own name 
clean.” 
e New 
Miller 


last says 


calls 


well as 
Says, “vou 
-do some- 
special. special’ 


case, we force 
days: in 


sale 


dealers who 
with 


and 


she got a new one 


Promotions—FEven 
s looking ahead to new 


now, 


pro 


motions. When the current 
promotion Miller intends to 
work out a similar campaign in which 
he'll offer the Polaroid extras 
light meter, flash attachment. “I hope 
well as the first one,” he 


camera 


ends, 
case, 


it goes as 
comments 
e Much Interest—The 
motion has elicited much interest, re- 
Miller, not only in the Nash- 
ville from further-distant 
points. “I got a letter from a man 
in Indianapolis who wanted to know 
all about it,” he “and many 
other inquiries. It’s very gratifying to 
know that people think enough of the 
write us about it.” 

present promotion 


current pro 


ports 


area but 


Says, 


idea to 
On another 
ler has 


Mil- 
selected a cutlery set as the 
premium. “Sure, it’s a gimmick,” he 
says, “but it’s an effective one. They’re 
eyecatching and they're proof to the 
customer that he’s getting something 
extra—and for nothing. And, 
me, people like getting something fot 
nothing. As small a thing as it may 
seem at the time, it’s just the thing 
that can tip the balance in our 
favor. It ‘the guy 
who offered us such and such’ in the 
mind. And it’s personal.” 
Miller 
vance guard of the Hermitage sales 
force. His promotions, he 
made only to pave the way for other 
salesmen, and when finished, he turns 
his promotional philosophy in 


new 


believe 


sales 


sets you apart as 
customer's 
In actuality, acts as an ad- 


Says, are 


some 


sales direction 
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~~ 


ef 
SUBSTANTIAL STOCKING 


President Robert Muller points te 
that 


Sturdy 


nduit rack illustrate adequate 


TEAMWORK 


Salesmen Neal Ward, left 


ager Larry 


Chase as 


they 


By applying these simple principles, Twin State proved . . . 
The Common Sense Approach 


OW DO YOL 
late business theory 
pr actice ? 

One answer apparently has been 
found at Twin State Electrical Supply 
Co., White River Junction, Vt. There, 
in the span of eight years, a 
floundering company has 


income and 


successfully trans- 
into business 


once- 
than 


has 


more 
doubled its 


“fathered” 


TOSS 


two other lucrative busi- 
nesses to boot 

e From Scratch did it all take 
com 


More simple was the company’s 


How 
The answer is 


P somewhat 


place 
plex 
problem before present President Rob 
ert B. Muller purchased it 
an annual gross (actual figure in 1950, 
Muller’s first year: $388,000) 
Paydirt—By comparison, the 
1956 was $950,000. In 1957 
$903,000 but the 


too small 


e To 

gross in 
the gross 
two businesses which had grown out of 
branch in 
River ap- 
which 


Was just 


years a 
White 


added grosses 


profits of other 
Keene, N. H 
pliance 


and a 
store 
made it the biggest single gross income 
year vet: $1,698,000 
Muller, who had 
buy,” 


‘been looking for 
purchased Twin 
Although he had had 


the electri- 


a business to 
State in 1950 
no previous experience in 
cal wholesaling field, he had a certain 
interest in it relating to his own elec- 
Feeling 
was largely a matter 
Muller set out to 
his employees. He 


trical engineering background 
that 
of common 
enlist the aid of 
explained to them what he proposed 
to do and asked for their cooperation. 
team’ effort,” Muller 
“Everyone really worked 


businesss 


sense,” 


“It was a Says 
in retrospect 
hard to make the business go 

e Systematic Approach—Muller set 


out to “re-capitalize on a sounde! 


58 


footing.” He felt that “the 
had suffered from ‘arm’s length’ man- 
agement and the surest way to improve 
was to get some direction in the op- 
let the employees know what 
them and how to 


company 


eration 
was expected of 
accomplish it.” 
This done, Muller 
pand Twin State’s sales area. And he 
did—from an area that included cus- 
tomers in only one-fourth of Vermont’s 
9,278-sq mi, he soon had the whole 
state covered sales wise. And with the 
ultimate addition of a branch in Keene, 
N.H 
in the state-next-door 
e Select Lines—*At the 
organized the company,” says Muller, 
[win State had 
lines. We added some new ones but for 
internal control we cut down our total 


decided to ex- 


he “made sharp sales inroads” 
time we re 
a pretty good set of 
number, tried to pick the right brands, 
and made sure there was a continuity 


Doing this made our job a 
We've avoided duplication 


of lines 
lot easier 
and always know where we stand. As 
fact our stock 


1950.” 


matter of is double 
what it was in 
To make room for the additional 
stock—usualy $200,000 worth is on 
hand—the Twin State building 
expanded by 3,600-sq ft in 1952, 
1,100-sq ft in 1957. 1952, by 
the way, expansion year in 
other income that 
was $639,000, enough when coupled 
with 1951’s growth to permit opening 
of the Keene branch 1952 
And in the same year 
Willis firm, 
large 
Hampshire 
today 
e Expansion Potential 


Was 


another 
Was an 
year 


ways. Gross 


also in 
salesman Gene 
and 


invasion 


started a 
of New 
1S continuing even 


joined the 
scale sales 


which 


Besides actual 


[win State 
growth. A 
fromthe 


prepared {Or 
sizeable lot 
Twin 


expansion, 
even more 
across the street 
State building has been purchased and 
is large enough to accommodate any- 
thing presently within the company’s 
pipe dreams 
Following a 
Muller has 
ordered by customers are shipped the 
All bil 
ling is done the following day. If an 
item must be backordered, the 
tomer is sent a postcard which explains 
why the item shipped and 
when it will be 
e No ‘Red Tape’—Still 


sideration-to-customers 


service policy, 


items 


speedy 
seen to it that all 
same day the order is placed 
cus- 
was not 
another con- 
gesture is the 
company’s non-red tape policy on re- 
turned items. Each salesman is author- 
ized to make his 
items, which obviates the customer’s 
having to write a letter. “We’ve found 
it’s worked a lot better to have sales- 
men handle a problem on the spot, 


especially as far as customer relations 


own decisions on 


go,” comments Muller. 
Another! Muller in 


the company’s resurgence has been the 


factor cited by 
competence of inside phone men Don 
Harlow Lolly Daniels, whose 25 
years combined 


enables 
them to see that the company’s quick 


and 


experience 


shipping policy is carried out 

e Shipping Crossroads—Speaking of 
shipping, Muller [win State’s 
location is “priceless.” Three trucking 
major terminals in 
and four other 


access 10 


Says 
companies have 
White River 
trucking cOmpanies 
them. In addition, three railroads serv 
ice the tri-town area (other towns 
Hanover Lebanon, N. H.) of 
which White River is part. And 


Junction 


have 


and 
some 


ELECTRICAL WHOLESALING—April, 1958 











; Bh; “" 


CLOSE COORDINATION 


Staff meetings witness a turnout of inside as well as outside 
salesmen, here getting a spirited talk from President Muller Burnham, her a tant, do a win State 


Pays Off 


time within the next 10 years, three 
major throughways—Oone each origin- 
ating in New York, Boston, and Mon- 
treal—will provide cloverleaf access 
to the town and Twin State. 

e Growth No Problem—tThe Twin 
State staff has grown from nine to 14 
during Muller’s eight years. But not 
one of the nine original employees 
has had to be replaced. “That's why 
so much credit is due the ‘old corps’,” 
says Muller. “They gave us the nucleus 
to build around.” Bob Riley, one of 
the original number, has become 
branch manager and a vice president 
at Keene. 

Treasurer Mary Wheeler, who's been 

with the company 18 of its 20 years, 
has likewise been invaluable to the 
company. She and assistant Katherine 
Burnham handle all billing for Twin 
State, its Keene branch and the ap- 
pliance outlet. 
e Eager Approach—Looking back on 
his early days with the company, Mul- 
ler cites eagerness as one of the in- 
gredients Twin State employed to build 
up business. “In 1951 says Muller,” 
we set out to get more industrial ac- 
counts. It’s 40% of our business today 
whereas it was 10% then. In 1957 we 
did $100,000 worth of business with 
just six industrial accounts—machine 
tool builders. Of course, they are only 
part of our industrial business.” 

In building this business, Muller 
was faced with what he called “an in- 
flux of new competitors. Seems to be 
a very popular area with distributors,” 
he smiles. But in meeting their chal- 
lenge and pulling his own operation 
up by its bootstraps, he appears to 
have successfully translated business 
theory into profitable practice 
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Making Publicity Pay .. . 
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To keep its customers apprised of new developments on the Twin 
State scene, the company publishes a monthly newspaper. Begun 
in 1953, “Twin State Electrical News’ now has a circulation of 1,000- 
plus. It is sent out to its customer mailing list once a month. 

President Robert Muller and Sales Manager Larry Chase do all the 
paper's writing, re-writing and excerpting from industry magazines. 
Costs, says Muller, come to roughly $100 per month, a sum that 
includes mailing and handling. 

Muller uses his own Polaroid camera for all pictures and sees 
that a liberal sprinkling of them appears in "Electrical News." The 
slick paper used in the tabloid guarantees good pictorial reproduc- 
tion, says Muller. 

At first, Electrical News" appeared in mimeographed sheets but 
after several months Muller shifted to the printed format. The only 
major change since has been green print in place of the black that 
was originally used. 

“We find," says Muller, “that the newspaper is both a good 
public relations tool and an effective advertiser." He adds: "We 
even sent out a questionnaire to find out our customers’ reaction 
to it." The response? "Very encouraging.” 











Busy 
Inside 
Boss 


That's R. V. Freshour of Stokes Elec- 
tric Co., Inc., whose title of warehouse 
manager covers a multitude of duties. 


VER feel like you could use a few extra hours during 
the working day? So does R. V. Freshour, a jack-of- 
all-places warehouse manager at Stokes Electric Co 
Inc., Knoxville, Tenn 
Behind the counter, on the shipping dock, at his desk 
taking inventory, buying warehouse stock—Freshour gets 
around to these places and does these things with the 
agility his 23 years of experience at Stokes have given him 
Because these duties in many cases overlap, Freshour 
attempts to kill as many operating birds as he can with 
one stone. If he’s handling a shipping order, for example, 
he'll check the inventory that’s involved. And he'll do 
the same thing while he’s working the counter. (This is 
an example his countermen also follow). “It’s only prac- 
tical to stay on top of your inventory,” Freshour com- 
ments, “and we're not so specialized we can’t do a couple 
of things at one time.” 
e Counter Counts—Freshour feels that solid counter 
service is crucial. His desk, as a matter of fact, is 
situated that he can easily survey the counter, thus know- 
ing when he’s needed. “If we can help it,” he says, “we 
If a shipping 
order comes in and it’s his job—well, it becomes somebody 


never call a man away from a customer 


else’s job until he’s free.” 

Sidetracking a moment on the subject of the counter, 

Freshour philosophizes: “It’s a funny thing. You get three 
customers asking for the same item and you get three 
different names for it. To tell you the truth, we like a 
description better than a number.” 
e ‘Wanted’—Keeping tab on different items is a round- 
the-clock job Freshour has found, but it’s not so hard to 
do, he thinks, with the help of a “want-list” folder. “I try 
never to get further than one day behind on it,” he com- 
ments. “If we're out of something one morning, I try to 
have it by the next morning—it’s important that I clear 
the list each day 

When special delivery circumstances arise, Freshour 
must see that driver Willie O’Bryant is alerted—not 
always such an easy task, when you consider that O’Bryant 
may be making previous deliveries. But its up to 
Freshour to trace him through shipping tickets, and get 
driver and truck back to the dock for the special delivery 
shipment 
e Other Phases—Other duties Freshour handles include 
buying warehouse supplies and supervising their final dis 
position. And one other essential this busy inside boss 
manages to squeeze in also counts—that friendly talk with 
the customer, any customer 


CHECKING INVENTORY in 13,000-sq ft Stokes’ 
warehouse is now-or-anytime job for busy warehouse 
manager R. V. Freshour, here looking over a few of the 
thousands of items his employer carries reshour makes 
a practice of checking inventory each time he fills an 
order, thus maintaining a perpetual one. Complete inven- 
tory is taken once a year. Freshour’s warehouse philoso 
phy: keep related items together, or at least close by 
“Conduit and couplings logically go together,” he says, 
‘so do cable and wire. Heaters and fans the same way 
Why not keep them together in their natural order? 


WITH MANUFACTURER’S REP, Robert Paul 
Freshour discusses items he has the prerogative of buying 
as he’s in position to purchase all warehouse stock. “The 
first thing I make sure of,” says Freshour, “when a manu 
facturer’s representative or a factory salesman calls on me 
is that I'm up to date on catalog information. I may not 
buy anything right then but I want to know about it s« 
that when the time comes that I do want to buy it, I have 
the information.” Freshour must also check invoices as 
they come in from manufacturers to see that the unit price 
is right—actual quantity is checked in the office 
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SHIPPING DOCK iis scene for one of Freshour’s 
less-frequent assignments. Ordinarily it’s handled by one 
of the Stokes’ countermen but in pinch-hit position 
Freshour steps in. Here, he checks over shipment with 
driver Willie O’Bryant, who doubles on regular and special 
delivery service. If O’Bryant is already on road when 
special delivery order comes in, Freshour traces him 
through shipping tickets, alerts him to new assignment 
System has so far, Freshour reports, worked to the satis- 
faction of everyone. “And that includes the customers,” 
he says. “It’s their satisfaction that counts.” 


SOCIAL MOMENT gives Freshour both an opportu 
nity to relax and talk with Stokes outside salesman R. I 
Lay (left) and contractor W. D. Ward of Knoxville’s 


Electric Service Co. Customer-contact “can’t help but 
help you,” says Freshour, whose schedule ordinarily makes 
the contact more business than pleasure. The Stokes policy 
of free soft drinks to both employees and customers 
enhances such friendly gatherings as this one. “I think 
everybody enjoys the chance to talk on a personal basis,’ 
says Freshour, “and if there’s a little business mixed in 
it—so much the better.” 
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AT COUNTER, versatile Freshour in old hand 
experienced translator! I custome! 4 n I 

position to aid regular countermen both verbally 

physically from his desk, situated at it commands 
panoramic view of counter. Counter, he feels, is nerve 
center of inside operation Therefore, he thinks, any other 
should play 


inside duties—shipping, receiving ventor 


no more than second fiddle t e needs of counter 
customer at any time. Never! should a counter 
man be called away from a custome! it can be helped 


which is one reason Freshour’s often at the counter 


AIDING COUNTERMAN 
helps select correct cable size 


Freshour, duties of other Stokes’ war 


Clyde Floyd, Freshour 
As is the case with 
ehouse employees 
overlap into many phases of the inside operation. Freshour 
holds reins with light grip, leaves much up to the initiative 
of men under him. Countermen, as a matter of fact, come 
to work at 7 a.m., one hour earlier than Freshour—get 


everything ready for the firm's regul rning 7:30 a.m 


opening. Freshour arrives at 8 a.m., but st one hour 
longer than his assistants 


of the way before the next 











Adequate lighting was essential for success of night harness racing at this track near Cleveland. 


Ist 


di OU REALLY have to engineer a lighting job to 
make a successful sale and to make it pay off for 
the owners,” Howard J. McCullough of Westing 

house Electric Supply Co. at Cleveland, says 

By supplying engineering data on floodlighting equip 
ment and providing free engineering service, the light 
ing engineer was successful in obtaining a job to flood 
light a new horse racing track at nearby Northfield 

Ohio 

McCullough’s problem was to floodlight the track 
adequately and evenly in its entirety. His goal was to 
maintain an average intensity of 26-ft-c in a total lighted 
irea ol 171,600-8q tt 

e Focus All Floodlights While negotiations were in 

progress between the distributor and customer, McCul 

lough referred the owners to a similar project on which 
he had engineered and sold floodlighting several years 
previously 

In addition, he explained that at the completion of 
the installation, Westinghouse would supply engineers to 
supervise the focusing of all floodlights by directing the 


linemen so that they could aim each floodlight at tar 
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Engineering Know-how Helped to Sell 


gets on the ground. Each target was positioned after 
careful measurements 

A total of 628 floodlights were used to illuminate the 
straightaway, perimeter of the track and edge of the 
grandstand roof. Seventy 20-ft steel poles and one 60-ft 
steel pole were also used [he floods were equipped 
with swingover brackets for ease in installation and 
maintenance, assuring the return of the floodlight to its 
original position of focus after cleaning or relamping 
e An Added Factor—“Selling lighting is often the 
means to additional business,” McCullough says. “In this 
instance, we also obtained sizeable orders for transform 
ers and other materials such as circuit breakers, cut- 
outs, wire and conduit.’ 

For the extreme outer edge of the grandstand roof, 
McCullough suggested that twelve 500-watt floodlights 
be installed to throw light directly downward to light 
the apron area in front of the stand and club house 
(He explains that this area must be well lighted to dis 
courage personal side wagers sometimes made _ there) 

For the perimeter floodlighting, two lights were 
mounted on each pole inside the inner track rail around 
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4-OUTDOOR 





For perimeter floodlighting, 140 lamps were mounted on seventy 20-foot poles. 


This Race Track Lighting Job 


the first turn, back stretch and far turn. The poles are 
20 feet high and spaced 25 feet apart. Mounting height 
of the lights on the poles, grandstand and club house 
was about 60 feet above ground and approximately 120 
feet back from the center of the track. 

The angles and distances, as well as beam patterns, 
were figured in order to put the maximum amount of 
light with even distribution on the active part of the 
track. This was about 45 feet from the inside rail all 
along the straightaway. 

One feature McCullough stressed was the mounting 
of the pole platforms and towers at an angle of 15 de- 
grees. This method, he says, was devised to give drivers 
and horses maximum eye comfort since they are run 
ning somewhat away from the light rather than into or 
across the beams. 

e Spill Light Decreased—The control of spill light 
was also given consideration by the salesman, especially 
the amount falling on or near the totalizing board 

“The wording and numerals on the board are illu- 
minated from behind,” he explains. “Therefore, any 
appreciable amount of light on the board would make 
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it difficult for the spectators to read the board. Because 
we were able to control the amount of light falling on 
the board, it can be read easily.” 

McCullough says that because this track was built 
for night harness racing, the floodlighting installation is 
definitely tied in with the livelihood of the owners 

“TI feel that a pleasing effect was achieved in this in 
stallation,” McCullough says. “It’s a pleasure to see the 
colors of the caps and coats of the drivers in a well 
lighted area, and the beauty of reflected light on the 
trees on the near turn.” 





Each month, EW is presenting case studies of winning 
entries in the distributor division of the 1957 Inter- 
national Lighting Competition. All winners were an- 
nounced in the December issue. The competition was 
sponsored by EW and two other McGraw-Hill maga- 
zines in cooperation with the National Lighting 
Bureau. A distinguished panel of nine lighting author- 
ities selected winners. Next, residential winners. 














Lighting Competition Winners (cont.) 








Color-corrected lamps were mounted to spread 


light evenly over this miniature golf course. 


2nd—An Unusual Approach to Lighting 


A‘ ASUAL conversation with a design engineer con 
cerning the lighting for a new outdoor miniature golf 
course eventually led to a sale for K. I Taylor, sales- 
man for Westinghouse Electric Supply Co. of Amarillo, 
Lex 

When the engineer suggested that he was looking for 
something new and unusual in lighting, Taylor suggested 
color-corrected mercury vapor lighting for the project 
e Presents Project Data—Going to work immediately 
in an attempt to get the lighting job, Taylor layed out 
plans to scale, determined the amount of lights necessary 
ind located them on the plants. Working closely with a 
contractor, he obtained the necessary technical data 
ind then specified the cost of the job, and included de- 
tails on what types and amounts of materials to use 
This data was the big selling tool for the salesman 

At a later meeting with the owners, the salesman ex 
plained the advantages of using mercury vapor lighting 
ind stressed that although the initial cost would be 
higher, the operating and maintenance cost would be 
lower. Shortly afterwards, the job was approved and 
given to Westinghouse 
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Since the surface of the course was irregular, prob- 
lems arose in overcoming the possibility of having deep 
shadows or very bright spots. This was remedied by 
mounting the lights 26 feet above the higher outside 
edge of the course, giving the 52,000-lumen color-cor 
rected lamps a chance to evenly spread and overlap 
their patterns 

For appearance, Taylor used underground cable in- 
stead of overhead wiring. To add a final touch of color, 
six 20,000-lumen color-corrected lamps were mounted 
on three steel poles, 30 feet above the ground. This 
helped to accent the color of the brick retaining walls 
and the small lakes on the course 
e Artistic Appearance—“We were able to maintain 
an average lighting intensity of 5-ft-c in an area of 
115,646-sq ft,” Taylor says. “The shape of the fixtures, 
in addition, blends harmoniously with the entire project, 
giving the impression that the job was layed out around 
the lighting 

“The whole theme is elegance and beauty. Levels of 
illumination are adequate and comfortable and _ the 
overall brightness ratios are extremely good.” 
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3rd—An Application 
of High Level Lighting 


A [ THE request of the owner of a new supermarket 


William Huyck, sales engineer for Westinghouse 


Electric Supply Co. of Des Moines, Ia., layed out a light 
ing job for the parking area at th’s project 

e Lighting Intensity High—Huyck’s goal was to pro 
duce a high level of light which would not be spectac 
ular, and to fit it in architecturally with the appearance 
of the building. The use of 700-watt mercury vapor 
floodlighting luminaires produced a relatively high foot 
candle level for parking areas 

“In the drive-through area, I used 100-watt fluores 
cent lamps for outdoor application to give a color cor- 
rection between the outdoor parking area and the in 
door lighting,” Huyck says. “This result produced a very 
artistic appearance.” 

The completed lighting installation produced an ay 
erage maintained intensity of 7.6-ft-c, using the 700 
watt uncorrected color mercury Vapo! lamp at a mount 
ing height of 30 feet. In the drive-through area in front 
of the supermarket, an installation of luminaires was 
used to produce an average intensity of 20-ft-c 

[he customer’s purpose in using good lighting was 
to become a leader in his field in the local and sur 
rounding area, Huyck says. “As it turned out, the final 
effect was more than adequate, and very pleasing 

[he customer has remarked to me often that his 
customers continually compliment him on the well 
lighted parking lot which gives a very artistic appear- 


ance.” 
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4th—Using Light for 
Protective Measures 


B> STRESSING the conomy of mercury vapor light 
ing [ 





aS a means of extern floodlighting, Hammond 





Gelman, salesman for Downtown Light & Fixture Co. of 










Philadelphia, was able to provid new lighting installa 
tion for a manutacturer of electric storage Datteries 

[he purpose of the lighting job was to provide pro 
tective lighting that would facilitate night policing ol 
the plant, and permit outdoor work odicall € 
quired by the shipping departt nt Gelman says that 
in the areas around the plant and in tl parking area 
the average illuminatior t vulnerabk pots is now 
maintained at one-half-tt-c his level of illumination 
























was obtained with the conventional type { street light 
ing luminaire whose distributio tter! vides col 
centration of light along the pound es of the ylant 
e Provides Adequate Protection—The new installati 
now provides excellent protection for tl ) t, Gelman 
explains He adds that I navies the Vatcnn nto view 
the entire parking are t nigl from tl guardhouse 

Sixteen 400-watt luminaires we! sed I mounting 
height was 25 feet. Each lumu ( quipped witt 
single lamp exterior type b st which ts mount 
the pole 

This cannot be classified as tistic job in appc 
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mum of gliar 


Los Angeles area NAED electrical 


distributors have taken a big first step in 


building a practical, yet basic product 


and application education program 


designed to speed the turning 
out of well-prepared supplies salesmen. 


Here's the complete story of this .. . 


The Faculty .. . 


Teaching staff for distributor employees’ training course con- 
sists of Fred E. Cooper (1.), 


a consulting engineer, and weekly 


lecturers like G.E.’s Fred Cozens and Joe Miller, application 


engineers 


51 manufacturers’ men teach course 


Area Approach to Training 


HE PROBLEM of speeding up 
the training of young men for re- 
sponsible jobs in electrical supplies 
distributing is well on its way to 
being solved by the NAED whole- 
salers in the Los Angeles area. 
Fifty young men—mostly office, 
warehouse and sales-trainee person- 
nel from 15 NAED distributors—are 
now in the 27th week of a 37-session 
“Electrical Supplies and 
Product and Application 
Los Angeles 
College. 


course in 
Equipment 
Knowledge” at the 
Trade-Technical Junior 

Conceived, developed and 
sored by Southern Area, Western 
Region, NAED distributors, the one 
night weekly 3-hour course 
is designed to meet “. . . the same 
problem faced by every member of 
and the industry at 
Shortage of experienced 


spon- 


session 


the association 
large—the 
personnel” 

In giving the reasons for the pro- 
gram, Kenneth Hartley, chairman of 
the local NAED education commit- 
tee, pointed out to the NAED na- 
tional education committee that: 

1. The nature of the electrical 
wholesale distributing industry _ re- 
quires an unusually extensive amount 
of product and application knowl- 
edge 


A 
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2. Distributors are having prob- 
lems in recruiting—many of those to 
whom distributors offer employment 
are weighing other job opportunities 
with shorter learning periods. 

3. The learning period for trainees, 
once they are employed, has to be 
accelerated and the employee ad- 
vanced to keep him satisfied and a 
permanent member of the organiza- 
tion. 

4. Distributors must have more 
experienced personnel, more quickly 
than they are being produced. 

5. The historical pattern of the in- 
dustry shows that with each decade, 
electrical supplies distributing — be- 
comes substantially more technical 
and more difficult to keep pace with 
+—forcing the distributors to develop 
more skilled employees in each de- 
partment. 


now 


The junior college course in elec- 
trical supplies and equipment prod- 
uct and application knowledge was 
the outcome of the Los Angeles dis- 
tributors’ desires to overcome these 
problems. 

To develop the course, southern 
region chairman C. O. Armstrong in 
early 1957 appointed a committee 
headed by Kenneth Hartley and _ in- 
cluding George Smith, Harold Thrane, 


Bob Thompson, Seymour Brown and 
Walter Matzinger. Working with J. 
W. Morosi, coordinator of the eve- 
ning division of the L. A. Trade- 
Tech J. C. (a unit of the Los An- 
geles public school system), the com- 
mittee arranged for a course to be- 
gin on Sept. 17, 1957 with the fol- 
lowing arrangements: 

e NAED agreed to provide indus- 
try sponsorship with responsibility for 
providing an outline for the course, 
selecting an industry man to serve as 
instructor, providing students at 
least 16 and preferably 25 or more 

e The college agreed to schedule 
the class, provide a classroom, make 
existing school equipment available, 
pay the instructor and provide super- 
vision—all at no the NAED 
sponsoring group or to the students 
(other than $3.00 registration fee). 


cost to 


e Sought Know-How—Although an 
instructor for evening courses in trade 
and technical subjects may be ac- 
credited if he has a minimum of a 
grammar school education and five 
years experience in the subject he 
will teach, the NAED group sought 
“a graduate electrical engineer 

with broad knowledge and a person- 
ality “zing” that would make the class 
session “move.” 


ELECTRICAL WHOLESALING—April, 1958 





The Students... 


Education committee chairman Ken Hartley welcomes students 
to the course on behalf of NAED southern area, Western Re- 
southern area 
Wesco, now heads education committee securing 


gion. Hartley is now chairman, 


zinger 


who 


Walter Mat portance 


aims at training off 


experienced speakers like A. H 

riented students from di 

of the electrical distrit 
iin 


above 


tributing firms n the im 


utor in the industry. Course 


4 


warehouse ar ale trainee 


Tomorrow's Salesmen »y towards. emerson 


The choice was Fred E. Cooper, an 
electrical engineer in the consulting 
engineering firm of Lloyd, Jones & 
Cooper, Los Angeles. His job is to 
provide much of the training in basic 
electrical knowledge, to administer 
the course and to inject continuity. 

To handle each field with special- 
ized product and application knowl- 
edge, the committee procured the 
assistance of 51 electrical manufac- 
turers’ sales managers, sales engineers 
and representatives to serve as guest 
speakers—actually more participated 
because many of the manufacturers’ 
men assigned as guest speakers 
brought one or more other men to 
help him with their presentations. To 
open the course on Sept. 17, the com- 
mittee had A. H. “Bill” Gudie, presi- 
dent, Trade Service Publications, 
orient the class with “The Importance 
of the Distributor in the Electrical 
Industry,” with coverage of distributor 
functions, products, sales factors and 
the industry’s future. Gudie will be 
the guest speaker for the closing ses- 
sion on June 17, with coverage of 
pricing methods and a summary of 
the course. 

Only one distributor is scheduled 
as a guest speaker, Kenneth Hartley, 
president, Elec. Corp. of Calif., who 


April, 1958—ELECTRICAL WHOLESALING 


will devote his three hours on June 
10 to “order entry” covering freight, 
title transfer, F.O.B. shortages, and 
adjustments. 

e Specialists, Too—The use of spe- 
cialists recruited from the manufac- 
turers’ ranks to serve as the guest 
speakers has worked out very satis- 
factorily, the education committee re- 
ports. The only problem has been for 
these specialists, so much involved 
daily in their own products and their 
own company policies, to speak gen- 
erally on a subject without involving 
their own goods 

They all, however, approached 
their first class well briefed by the 
education committee which gave 
these instructions: 

“1. You are requested to teach 
basic, elementary and _ application 
knowledge in your field. This is a class 
for beginners. Assume they have no 
prior knowledge of the subject. 

“2. Show in a broad way how your 
product fits into the electrical system. 

“3. The principle objective is to 
give the students a good working 
knowledge of everyday common 
items. Give them enough knowledge 
to intelligently take orders. DO NOT 
teach design engineering. Spend very 
little time, if any, on specials and 


odd-balls. It is much better for stu- 
dents to go away with a clear under- 
standing of standard series than with 
confusion 

“4. At introduction and closing, 
your company affiliation will be men- 
tioned. Please do not mention it 
again—or do any advertising. 

“5. Your are representing an in- 
dustry. Please present a fair, industry- 
wide picture, covering principle, 
standard products. Do not ‘load’ your 
talk with arguments for the favorite 
design features of your company’s 
products.” 

These guest lecturers are required 
to bring an outline of their talk with 
enough copies for distribution 
Space is provided beside each topic 
for the student to make brief notes 
e S.R.O.—Long before the course 
ready to start, the maximum of 
50 people permitted for any class in 
the junior college, had been signed 
up and there was a waiting list, 
although the only publicity had been 
in the NAED area meetings 

NAED had intended to publicize 
the course to non-members, electrical 
contractor personnel, electrical manu- 
facturer sales representatives and in- 
dustrial buyers—all potential sources 


class 


was 


Continued on page 110 
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THE SALESMAN’S TECHNICAL NOTES 





FUSIBLE SERVICE UNITS Way combine 
plug fuses and pullours fo provide 2- 
or 3-wire branch crrcurrs a7 severa/ 
vol 4a ge Corb 17ALIOV7S. 














PLUG 
FUSES 115/230-v LINE ct 


ba l | | a PULLOUT 
i \en 


4s = ns-v 


LIGHTING 
+<\>, CIRCUIT the 
2 7 
po \ 9 ] MAIN PULLOUTS 


1 NEUTRAL 


pA 
» PULLOUT 
~~ UNITS ¢-- 
Pane/ may combine 


CIRCUIT fuses arid circurr 
yr tgyer handle tie ¢s asdally usek 
effecr simu(sanecous Wripprag of 
PULLOUT- TYPE 12, breaker Poles. 
MAIN SWITCH 
(s Aisconnected Ly 
lemoving From Dane /, 
TOVETS1179, arra 3-wiRe 
SOCTISOCTI ITI nd SINGLE - PHASE LINE 
LaNC/ APS? 


0}, Cows. 


) 


\ a eel Pat lees 
FUSE PANEL as service uns : ' 

Plug tuses provide protection for 

lighting and appliance branch 

arcurrs. 


































































































DOCH 








Bottom 4 
breaker /n- 
apper SeCc- 
a breaks 
al oarcairs 


i? fower 
secrvor. 





























_——— 




















SPLIT- BUS PANELS Aave Ave sec- 
trons. Breakers in upper secrrory, 
4Litled with he pandes, serve 
SERVICE PANELS w/% 6 or as rnains and provide jine-jo-line 
Jess protective devices 7ay vo/ tage. Lower breakers teed /ine-7e 
Le used withoisa r7a17 Sur7eh. neutra/ voltage 7o general-daty CrurAs. 


ELECTRICAL WHOLESALING—April, 1958 























68 





Pinpoints the Information You Need on . 





Service Equipment 


By J. F. McPartland 
and W. J. Novak 


CEQ ERVICE EQUIPMENT” is a 
term most commonly used to 
describe special panelboard as- 

semblies which incorporate service 

entrance disconnect means and over- 
current protection for the service and 
for feeder or branch circuits. 

Here the term is used to cover the 
assortment of equipment and _ hard- 
ware used for single-phase services to 
residential and small commercial oc- 
cupancies. 

This includes: service masts, weath- 
erheads, meter 
switches and 
boards. 


service 
panel- 


sockets, 


service entrance 


Service Panelboards 


[hese panelboards are designed to 
simplify service entrance installations 
up to 200 amps at 120/240 volts, 3- 
wire, single-phase ac. For a very wide 
range of applications, such panels 
provide control and protection for 
the incoming service feeder and for 
the circuits into which the incoming 
power is broken down. 

[he internal construction is ar- 
ranged to subdivide the total power 
capacity of the panel among load cir- 
cuits. A variety of arrangements is 
available to meet common circuiting 
requirements on small services. 

One of the most important advan- 
tages of service panelboards is that 
they provide ready compliance with 
a number of requirements of the Na- 
tional Electrical Code. 

Article 230 of the Code requires 
that a set of entrance con- 
ductors be provided with a “readily 
accessible means of disconnecting.’ 
For this disconnect, typical 
panelboards include a main switch or 
circuit breaker through which all 
power must pass to the load circuits. 


service 


service 


Six Subdivisions 


Section 2351, however, permits the 
use of up to six switches or six cir- 
cuit breakers connected in parallel to 
the service entrance conductors and 
serving as the disconnect means. 

The six devices must be manually 
operable and located at a readily ac- 
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cessible point nearest to the entrance 
of the conductors, either inside o1 
outside the building. The six switches 
or CB’s may be mounted in a single 
enclosure, such as a service entrance 
panelboard, or each may be mounted 
in a separate enclosure 

According to the 
rule of the Code, the disconnecting 
requirement is satisfied if the service 
entrance can be com- 
pletely from all load 
circuits by operation of no more than 
six devices. The Code itself says that 
complete disconnecting must be made 
by no more than six 
the hand. 

In typical 
boards, each of the six 
to disconnect the 
may be a One-pole or two-pole switch 
or CB. And two single-pole devices 
(or even three 
may be considered to be a single de- 
vice provided they are equipped with 
a common tie which makes 
it possible to operate all of the poles 
hand motion 


six-subdivision 


conductors 


disconnected 


operations of 


service entrance panel- 


devices used 


service conductors 


single-pole devices) 


handle 


with one 


Overcurrent Protection 
Modern also 
provide overcurrent 
the service entrance conductors. The 
requirements for such protection are 
set forth in section 2371 of the NEC 

Each ungrounded service entrance 
conductor must be provided with pro- 
tection against operating overloads 
and fault currents due to shorts and 
grounds. The general rule is that the 
rating or setting of the protective de- 
vice in series with each conductor be 
not greater than the current carrying 
capacity of the conductor. 

One set of 
breaker may be as the service 
overcurrent protection where a main 
switch or CB provides the disconnect- 
ing means. However, where up to six 
used to subdivide the 
total capacity, the 
Overcurrent protection requirement 
may be satisfied by the total capacity 
of protective (fuses) 
ated with the switches which supply 
the load circuits 

Where up to six CB’s are used for 
disconnecting means, the same CB's 
constitute the service overcurrent pro- 
tection 


panelboards 


protection for 


service 


fuses or one circuit 


used 


switches are 


service service 


devices associ- 


Although the NE Code permits the 
six subdivisions of 
this 


sections of the 


use of the service 


as described above, arrangement 
is disallowed in 
country 
nect switch is required 
Service panelboards are 
in both circuit types and 
switch and fuse types. Almost any ar 
rangement of appliance circuits and 
lighting circuits can be quickly assem 
bled from inexpensive 
components in_ standardized 


some 
where a single main discon- 
available 
breake! 


mass-produced 
enclo 
sures 

In typical CB five 
2-pole CB’s may be provided for spe- 
cific range heater, 
dryer washer, etc.—with a 
sixth 2-pole CB feeding a section of 


panels, up to 


circuits water 


clothes 


bus from which single-pole CB’s tap 
general purpose lighting and appliance 
circuits 

In a 
pullout-type 
might be used for disconnect and pro- 
tection, with five of the switches sup- 
plying individual 
and the sixth supplying plug fuse gen- 


fuse type panel up to SsIx 


2-pole fused switches 


appliance circuits 
eral purpose circuits 

Another advantage of the 
panelboard is the engineering integra- 
tion of the components. Current rat- 
interrupting and other 
factors of compatability of parts are 
accounted for in the design of the 
units. This contributes to economy of 
equipment installation 

In any residential wiring layout, the 
size and makeup of a service entrance 
panelboard will depend upon the size 
the house. Where loca 
tion of the service entrance is close to 
the heavy appliance 
laundry and kitchen, and where large 
home runs to the service can 


service 


ings, ratings 


cost and cost 


and layout of 


loads—such as 
capacity 
be kept short, a single panelboard can 
be used for all of the functions of 
service and distribution. In large 
homes where the use of a single panel 
board at the service location would re- 
quire long home runs for both 
appliance circuits and general purpose 
circuits, it is frequently more econom- 
ical to provide one or more additional 
panelboards at load Such 
panelboards can be fed from the serv 
ice panel by thereby 
minimizing branch circuit home runs 


very 


centers. 


a single feeder. 


Next Month: 
Service Equipment-—il 

















The Year Advertising Helped — 











This editorial message was first published by 











N 1954 we had a business recession in the United 
States. Sales fell about 4% during the year. If man- 
agement had followed the historic pattern of busi- 

ness ups and downs, advertising volume would have 
fallen much further 

But in 1954 the volume of advertising did not fall. It in- 
creased over 5%, and expenditures in all major advertising 
media rose. Every effort was made to stimulate sales when sales 
were needed to sustain prosperity 

This was something entirely new under the sun. It had 
a powerful influence in making the recession of 1953-54 
one of the mildest on record. It helped greatly to speed 
business on to the record-breaking levels it attained in 
the years 1955-57 

There are several reasons why America’s business man- 
agement attacked this decline in sales with more adver 
tising. One of them grew out of the greatly strengthened 
position of the American consuming market. Consumers 
income after taxes has been rising an average of over $10 
billion a year since 1946, and this rising income is more 
widely distributed than ever before. Furthermore, con- 
sumers had piled up reserves of about $200 billion in cash 
or its equivalent. These reserves offered a new and power- 
ful inducement to increased selling and advertising effort 
even in the face of a possible decline in consumer income 
(At the end of 1957, consumer reserves were $225 billion. ) 


Taking the Longer View 


However, the principal reason why a sales decline was attacked 


McGraw-Hill two years ago. It describes ad- 
vertising’s dramatic contribution to the Ameri- 
can economy during 1954. The theme of the 
editorial—that advertising can help promote 
economic stability by stimulating sales at a 
crucial time—is even more pertinent today. 

As our economy grows, it is constantly 
changing. The conditions business faces today 
are not the same in every respect as those it 
faced in 1954. But business again has the op- 
portunity, through advertising and other sell- 
ing efforts, to help sustain a high level of eco- 
nomic activity. At the same time, it will be 
building markets for the period of renewed 
expansion that is sure to follow. 

This editorial is reprinted exactly as it ap- 
peared in 1956 except for minor editorial 
changes to bring it up to date. Permission is 
freely extended to newspapers, groups or in- 
dividuals to quote or reprint all or parts of 


the text. 
NeuatAl MWGrem— 


PRESIDENT 
McGraw-Hill Publishing Company, Inc. 











with increased advertising 1s management's new-found convic- 
tion that good advertising 1s essentially an investment in the 
development of a market. Successful development requires 
sustained investment. The inclination of business man- 
agement to take this longer view is, of course, motivated 


-« 
Me Graw-Hill PUBLISHING COMPANY, 


—_— H BEA De VU AR TERS FOR 
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Kill a Business Recession 




















by the fact that the American market, with over 3 million 
consumers being added annually, is growing at a pro- 
digious rate. 

Ten years ago only a handful of companies had plans 
for investment in new producing facilities extending 
beyond the current year. Today almost all leading com- 
panies have investment programs running some years 
ahead. And keeping pace with these long-range invest- 
ment plans has been the development of sales and adver- 
tising programs to reach tomorrow's greatly expanded 
markets. 


Advertising’s Key Role 


This crucial role of advertising in providing driving power 
for our economy is gaining greater recognition every day. 
In his book, “People of Plenty,’’ Professor David M. 
Potter of Yale University remarked: “‘Advertising is not 
badly needed in an economy of scarcity, because total 
demand is usually equal to or in excess of total supply, 
and every producer can normally sell as much as he pro- 
duces. It is when potential supply outstrips demand— 
that is, when abundance prevails—that advertising begins 
to fulfill a really essential economic function.” 

Today abundance so completely prevails in the United 
States that it has been conservatively estimated that as 
much as a third of everything offered for sale falls in the 
realm of “‘optional consumption.”’ That is, consumers 
can “take it or leave it’’ without any immediate personal 
inconvenience. But if they decide to “‘leave it,”’ a terrific 


economic depression will not be far behind. In such 
circumstances, advertising —in which, in all of its forms, 
we are now investing over $10 billion annually —clearly 
is of crucial importance to our continued prosperity 

In performing its key role in past years, American ad- 
vertising never realized its full potential. It successfully 
promoted sales. But it never was called upon to promote 
an overall economic stability as a direct outgrowth of 
increased sales 

By successfully promoting both sales and economic sta- 
bility, as it did in 1954, advertising surely has added new 
strength to the American economy. It has also added a 
great new and constructive dimension to advertising itself. 





One of the surest means of expanding your sales 
volume in today’s industrial markets is through 
dominant advertising in the publications directly 
serving your major Customers and prospects. 
McGraw-Hill’s business and technical publica- 
tions can give you quick access to the men who 
initiate, specify and approve the purchases of in- 
dustrial products and services. Because all are 
leaders in their respective fields, you are assured a 
maximum return on your advertising investment 
when you concentrate in the McGraw-Hill publi- 


cations serving your most important markets. 
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This picture shows why... 


Anaconda’s Duralox Cable 
cuts customer's installation 
costs up to 50% 


Duralox needs no conduit— 


saves your customers time, money, manpower. 


Duralox* is already enclosed in durable, vet Duralox is easily moved and is 100‘, sal- 
exible, metal armor. Thus, it can be in vageable — makes customers plant opera 
stalled without conduit—in long runs ove tions more flexibl 
and around obstructions, in trays, indoors 
And Duralox’s lower reactance in higher 

or out. , , 

voltage S because ol the CLOSE spac Ing ot 

conductors—results in reduced voltage drop 


and more efficient powel distribution 


} 


Be ready to supply new business with 
Anaconda Duralox Interlocked Armor 
Cable. It's available in all popular sizes and 
voltages copper ol iluminum conductors 
with rubber plastic or varnished-cloth in 


sulation 


Talk to the Man from Anaconda about 
the profit opportunities in Duralox. And ask 


tor: 


BULLETIN DM5606 
Duralox ( able oO! WI 
conda Wire & ( 


25 Broadway, New 


MM THE FLEXIBILITY of Duralox Cable enables 
neat. efficient installation and facilitates 


equipment and terminal connections 


Gn Better SS 


FITTING NEATLY AROUND BEAMS, Anaconda “ormce™ SEE THE MAN FROM 
4 Duralox Cable is installed at Louis Allis Com 


pany, Milwaukee. Cable is 600 volt, 500 Mem 
cable varnished-cloth insulation NAC NJ 


FoR DURALOX POWER CABLE 





a 


THIS sien @ mares THE MAN 
WITH THE BEST LAMP SALES IN TOWN 


He has Theres heavy advertising support 


that presells his customers... pre-packaged 
=e) [=> 


that get his message directly to his customers... 


and expert help 


to tailor-make plans and 
promotions to his individual 
needs. And this 

emblem (appy) represents 
the program that's 

helping him get a bigger 
share of industrial- 
commercial and 


residential lamp sales. 
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Clampmatic 


control 


guarantees positive switching, 


longer switch life 


For quick-make, quick-break action... 
absolute switching security . .. you can’t 
beat BullDog’s Clampmatic Control 
switch unit. Featured in BullDog bus 
plugs, safety switches, power panels 
and switchboards, it meets today’s 
electrical needs with more efficiency, 
less maintenance, greater safety than 
any other available switching unit. 


The exclusive Clampmatic action on 
line and load jaws doubles the pressure 
on the movable contact slug. It as- 
sures bolt-tight electrical contact when 
charged . . . and accelerated break 
when de-energized. The result is cooler 
operation which provides long and 
trouble-free switch life. In addition, 
the Vacu-Break® enclosing head smoth- 
ers arcs, minimizes pitting and burning 
of contacts. 

Give your clients positive switching 
security with BullDog Clampmatic 
control. For complete details consult 
your BullDog field engineer or write 
BullDog Electric Products Co., 
Detroit 32, Michigan. BEPCO 


“Off” position; switching to ‘‘on’’; ‘‘on’’ 
position—Ciampmatic Control assures bolt 
tight contact, quick-break action. Circuits open 
with minimum arcing. 


Tr 


Car 


Bull Dog Electric Products C ompany, 
Detroit 32, Mich. BullDog Export Di 


ida: Bull Dog Electric Products Co 


Clampmatic-controlled 
Vacu-Break Bus Plug, 


Division of I-T-E Circ: 


Canada 


7 


ision: 13 East 40th St 
Lt 


RO ¢ 


‘Neu York 16 


iyson 


] 


loronto 1 


The BullDog field engineer demonstrates large scale model of 
Clampmatic principle shown at left. 
switch units include (top to bottom): 
Safety Switch and units for switchboards and panelboards 


BOGCG0008 


jreaker Company 


N.Y 


», Ont 





















































Sola specialty transformers solve 
line voltage variation problems... 


FOUR product lines 
to stabilize voltage 
for lighting, electrical, 


and electronic equipment 
bach 
ANT WATTAGE BALLAST | 


Constant Wattage Mercury Lamp Trans- 

formers (illustrated at the right) are rap- 

idly becoming the accepted standard by 
engineers and contractors. The reason is 

superior performance at lower overall cost 
Engineers, for example, like these features of the 
Sola regulated ballast for a single, H-1, 400-watt 
mercury lamp: lamp wattage regulation of +1%... 
line current that never exceeds normal operating 


current positive starting even at minus 30° F 


efficiency of 89.2%. 


, 1 
Your contractor customers (and your stock men) 
? 


will like the easier handling of this transformer. It 


weighs only 34 pounds and is 9 inches high 


You'll like this ballast and all Sola ballasts — 
because they are dependable and cost no more than 
conventional non-regulating types. You won't have 
any return-merchandise problem. Your contractor 
customers won't have call-backs to the job 


Indoo1 nd ) ) 1odel ro! all popula! 


lamps l write to 1 ind ask for the facts 


Constant Wattage Fluorescent Ballasts { Constant Voltage Transformers for ac regu- Constant Voltage DC Power Supplies for 
positive tarting of ind yutdoor ation of electronic and electrical equipment outputs in the “ampere” rangc regula- 
ighting ui cool, fu ted lumer stabilize output voltage within l tion l with 10 line input variations 
. ions up to 15‘ easy for pulse, fluctuating, or voltage-sensi- 
load no moving or adjustable parts 

no tube compact and reliable 


nd 
ind 


itput eve ’ SO it ist tor A ' M it} I uctuat 
CBM specificat exist M certif te t o mechani adjustment no tive 
a ¢ tart t r no tubes e° 


ipid 


Sola Electric Co., 4633 W. 16th St., Chicago 50, IIl., Bishop 2-1414 + Offices in principal cities * in Canada, Sola Electric (Canada) Ltd., Canmotor Ave., Toronto 14, Ont 


fi. bers | five... J 
OLA 


guide | 


. 


MERCURY LAMP TRANSFORMERS FLUDRESCENT LAMP BALLASTS CONSTANT VOLTAGE TRANSFORMERS REGULATED DE POWER SUPPLIES 
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Electrical Contractors 


DEPEND ON 


RO RUBBER 


ELEeEctTRIC 


JACKETED CORD 


Sales prove it . . . among leading electrical con- 





tractors, the trusted name in portable cord and cable 
is ROYAL. You can cash in on this nation-wide 
acceptance, by stocking the complete ROYAL line of 
Rubber, Neoprene, and Plastic Jacketed Cords — 
Thermostat Cable — Lamp and Fixture Wires — 
and Heavy Duty ‘“Powr-Kord” Extensions. Take ad- 
vantage of Royal Quality Products and Quality Pack- 
aging now for faster selling . . . easier identification 
. simpler stocking ! 


Talk over the sales and profit 
potential of the full Royal line with 


your local Royal representative. 


Made Right... 
to be Right on the Job! 


ROYAL ELECTRIC CORPORATION 


an associate of International Telephone and Telegraph Corporation 


PAWTUCKET * RHODE ISLAND 





\ 











These NEW BUCHANAN products Mean 
More PROFITS to you... 


a al 

















Horas VY ! 
\ The NEW BUCHANAN 
hu! pres-SURE Romex connectors 
iA \N are the EASIEST and FASTEST connectors 
to install . . . NO screws, — NO locknut 
ONLY one piece to handle, — Just squeeze them on! 





e /s"' Trade Size - fits /2"' Knockouts. : the 
e Approved for 14/2, 14/3, 12/2, 12/3 and 10/2 -— 
Non-Metallic Sheathed Cable. ~ “Ty jl Pol ia 


Write for distributor information on pres- Romex Connectors and 
other acceptance-proven Buchanan products. 
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ELECTRICAL PRODUCTS 








A ar ; CORPORATION 

é % a 
One-Piece eavy Duty edium Duty Coble Staples Wigs. HILLSIDE, NEW JERSEY 
Terminal Blocks pres-SURE-blo 


cks pres-St cks — 
a a ee 2 1. Pe 
a 
His 


Representatives in principal cities throughout the United States and Canada 
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NEWS FOR THE INDUSTRY 





Distributors Participate in Program 


GIVING the conference 
Electrical Supply Co., St. Louis. The 
Wiring Bureau told the conferees that 
reminded us that this 


lved by unified action as an industry 


ummation is 


wiring 


Lester E. Barrett 
chairman of the National! 
“speaker after speaker 


problem is one 


RECEIVING the 
Achievement 
A. McNamara 


Barrett 


that must be lis, whe 


adequate wiring tr 


1958 L k 
Award 
(right 
for h 


phy Richard P. Harn Look 


accepted 


M 


Magazine Merchandising 
for Electrical Distributor is Richard 
Argast Electric C Indianar 


enting the annua 


Farrell 
company Pre 


Wiring Conference Looks Ahead 


S GUIDES to the industry’s fu- 
ture success, E. O. George, vice 
president, The Detroit Edison 

Co., asked the approximately 300 per- 

sons attending the 14th annual confer- 

ence of the National Wiring Bureau to 

remember these 4 “C’s” 

e Cooperation—‘‘that industry uni- 
fication, industry togetherness is the 
key to progress.” 

¢ Communication—‘that 
ing, that selling the consumer is the 
only way we can break the industry 
bottleneck.” 

© Continuity “that 
ong-term efforts are needed to ac- 
complish our objectives. Crash pro- 
grams are not the answer.” 

e Complete—“that we must think, 
talk, and sell in terms of a complete 
package—electric living.” 

George described the 
wiring and Live Better Electrically 
programs as “long-term efforts de- 
signed to crack the wiring barrier now 
and for all time. To do this, they have 
to be continuous. For wiring or elec- 
tric living is not a goal to be achieved 
Like maturity, it is something continu- 
ally sought after but never reached. 

“For who can tell where the end is,” 
he said. “Who can foretell what new 
uses for electricity will be developed in 


educat- 


continuous 


industry’s 
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the future. Who can imagine what will 
constitute electric living in the thous- 
ands of tomorrows that lie ahead of us.” 
e Bigger Share—Taking stock of the 
present, Frank Roby, vice president in 
charge of sales, Square D Co., cited 
figures showing that electrical installa 
tions are getting a bigger share of the 
residential building dollar. 

rhese figures, developed by the Chi- 
cago Metropolitan Home Builders As 
sociation, indicated the wiring and 
fixtures in a $10,000 home cost only 
2% of its selling price in 1950. Be- 
cause of intensive industry wiring pro- 
motions, he pointed out the figure had 
risen to 3. in 1956, 4% in 1957, 
and 4.3% in 1958. 

“Don’t become too well satisfied 
with the results,” cautioned Roby. His 
reason: home wiring is still not keep- 
ing pace with increased appliance us- 
age. From 1941-56, the number of 
wired homes increased only 75%, he 
said. During the same 15-year period, 
sales of electrical appliances increased 
450%. The great bulk of these appli- 
ances must be appearing on the over- 
loaded wiring systems of homes built 
before 1941. Thus, present living 
standards call for much re-wiring 
e Contractor's Attitude—Results of a 
that re-examined the electrical 


270 


survey 


contractor's attitude toward residential 
re-wiring presented by Milton 
Allen, vice president in charge of sales, 
Philadelphia Electric Co. They were 
return of 674 question- 


were 


based on a 
naires from a mailing directed to 16,- 
000 employing electrical contractors 
Some highlights 

e 426—or 63.2 
promoting re-wiring ol 


they are 
eXISt- 


said 
actively 
ing homes 
e Nearly 25 

76-100% of their 
tial re-wiring. Another 
for less than 25%; around 
that 26-50% of thei 
business is in this field; the remainder 
put residential into the 51 
75% bracket 

e 394—or 94.7% of the 416 who 
answered the “Are your 
home modernization jobs profitable,’ 


that between 
business is residen 


25% say it 


said 


accounts 
28% estimate 


re-wiring 


question, 
said “yes.” 
in which 


seem to be 


e There are a few states 
electrical contractors 
especially active in residential wiring 
modernizaton. California accounted 
for the largest number of returns from 
any one state, with Illinois running a 
close second, and Michigan third 
“The proved once more,” 
Allen “that national ad- 


survey 
concluded, 


Continued on page 80 
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way UPI!I!I? 


SALES OF THE 
NEW INTERMATIC 
T-RATED SWITCHES 


. . . GROWN BY LEAPS AND 
BOUNDS SINCE THEIR IN- 
TRODUCTION. EVERYBODY'S 
switching to the T-Rated 
Switch! 


ind engineered 

> life;’ . .. “built 

J vations .«. 

pend upo! . . and so they're 

saying — the men who KNOW and 
BUY time switches! 


TUNGSTEN RATED 10 
CARRY INRUSH SURGES 
UP 10 8 TIMES THEIR 
NORMAL AMPERAGE RATING 


y Intermatics assure maxi- 
l yn hest jobs 
they save 

» an re It all adds 
st PLUS i me switches 

making the most of it? 
jor catalog 


ind describ- 


w R-nave ci 
w' o-page * 


illustrating 


1§-Ot, 
ne Switcl odel 


INTERNATIONAL REGISTER CO. 


2624 W. Washington Blvd. - Chicago, III. 
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“Oh, 


Wiring Conference Looks Ahead 


Continued from page 79 
must be followed up by in- 
tensive local promotion.” 

e Wire Now, Pay Later—An 
trical contractor’s experiences 
the Housepower program were 
scribed by John Waitus, Bond 
tric Service, Cincinnati. He prefaced 
his talk with the note that his com- 
pany finances 96% of its work through 
Cincinnati Gas & 
“Wire-on-Time” plan 

He discussed fou 
the average rewiring contractor: a 
policy, a working inventory, a train- 
ing program, and customers. For 
firm they solved by, respectively, 
a policy of “quality” work; dealing 
with a single local distributor instead 
of “shopping”; sending men to train- 
classes and Housepower Forum 
sessions; and cooperative advertising 
through the Electrical Assn 
e C/I Wiring Potential—Three con- 
ference speakers devoted time to the 
outlook for wiring and rewiring com- 
establishments and _institu- 
tions, or “c/i” wiring, as it is 
designated by the NWB. 

Fischer Black, editor and _ pub- 
lisher of Electrical World, led off 
with an estimate of the commercial 
wiring market potential. 

A recent survey, he reported, shows 
that of the 102 utilities who an- 


vertising 


elec- 
with 
de- 


Elec- 


Electric Co.’s 


main needs of 


his 


are 


ing 


mercial 
now 


yeah, and will ya write me up one 60 watt frosted?” 


swered, “73% have found trouble 
cial cooking load be- 
cause of inadequate wiring. This same 
problem exists with 65% of them in 
boosting their basic lighting load; 57% 
in air conditioning; 54% for apart- 
ment houses; 41% for general store 
equipment and 7% for office 
equipment 
“Certainly we 
dence of the 


boosting commer 


even 3 


need no better 
need for work in 
field,” Black stated. Later he 
that “utilities themselves that 
commercial load could be increased 
an immediate 10 to 15% if there was 
no inadequate wiring problem.” 

For the future he stressed that 
many utilities are now prepared to 
supply higher voltage to larger com- 
mercial customers and that this can 
provide a way of raising the capacity 
relative to cost of wiring/rewiring. 

e How to Promote and Sell—Nor- 
man D. Ferguson, president of Cali- 
fornia Electric Works, San Diego, re- 
ported on “How an_ Electrical 
Contractor Promotes and Sells in the 
( ommercial Wiring Market.” 

see it in our firm, 
the job of promoting and selling wir- 
ing really begins with an attitude in 
the firm itself the first step in 
real selling is in being sure you have 
a product or that customers 
want.” 

Business development at Calewo is 
Continued on page 99 


evi- 
this 
added 
Say 


as we 


service 
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with quality Columbus fittings ‘oe 


Customers will keep coming back for de- Cotumbus warehouse networ! 
pendable Cotumbus brand conduit fittings. bution centers in 11 


l major 

Rigid manufacturing inspections assure per- the country. This means fast service 
fect dimensions, gauge and tapping. Preci- regular as well as emergency 

sion chamfering and reaming make starting at all times. 

easy ... fishing and wire-pulling fast. You 
can sell Cotumbus fittings with complete 


confidence in the quality. 


Columbus brand fittings 
efficient handling and storage 


boost repeat sales... and profi 
In addition, you have the advantage of the 


Sold only through recog 


BRAND 
CONDUIT FITTINGS 
CONDUIT PIPE PRODUCTS COMPANY -—-— COLUMBUS, OHIO 


PIPE COUPLINGS ¢ PIPE NIPPLES ¢« ELBOWS, RIGID @& E. M. T. 
RUNNING THREAD « GOOSENECKS «+ WALL PLATES 
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BUSINESS INDEX for January 1958* 





NATIONAL PICTURE: 


» - 
~ - 
mm, « ~ 


INVENTORY 





% CHANGE 
Jan. 1958 Je Jan. 1956 on. 1955 1958 from 1957 
Sales 133 143 128 14 
Inventory oe 133 138 118 0 


REGIONAL PICTURE: SALES INVENTORY 





(% Change) % Change) 
EX From From r From 
(ls 1 Pig Dec. 1957 Jan. 1957 Dec Jan. 1957 


NEW ENGLAND 48 29 17 
MIDDLE ATLANTIC 
EAST NORTH CENTRAL 


WEST NORTH CENTRAL 
SOUTH ATLANTIC 
EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 13 


*For electrical apparatus, supplies distributors. Source: Bureau of Census. **One month 1958 from one month !|957 
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THE HEART OF 


“The Heart 


= 


. gris 


SHELL & CORE 


CAPACITOR 








“The Heart 


RADIO FILTER 





= 


ie co Oe 


COILS 





ADVAN-guard 








4) Constructed of high- 
grade silicon steel, 
punched to exacting toler- 
onces ond precision assem- 
bled. Core ond shell are an- 
nealed to insure lowest wat- 
tage losses. 


& Capacitors for Power 
Factor correction and 
phase displacement are of 
highest quality construction. 
Rigid inspection ond factory 
testing assure uninterrupted, 
dependable service. 


¢e Built-in filter corrects 
line feed back to the 
radio from the lamp through 
the power line and prevents 
direct radiation from the 
electric supply line to the 
eerial circuit. 








4 Coils ore firmly 
wound ond are of 
identical size, shape, weight 
ond operating characteristics. 
The complete assembly is 
vacuum impregnoted with a 
thermal setting phenolic 
varnish. 


4 
oC A thermally oactucted 
== protective device that 
prevents ballast operation at 
obnormal temperatures thus 
increasing fivorescent lamp 
ballost life. Advanguard op- 


tional ot additional cost, 





INDEX 


WHOLESALE PRICE 





Copper Wire, bare 
Buiding Wire, type RH-RW 
Non-metallic Sheathed Cat 
Varnished Cambric Cable 
Flexible Cord type SJ 
Lighting Panelboard, fuse type 
Lighting Panelboard, circuit breaker type 

Safety Switch, 2 pole, type A, 250-volts 

Safety Switch, 3 pole, type C, 575 volts 

Air circuit breaker, 250 volts 

Power Pane fuse type, 250 voits 

Power Pane circuit breaker type 

Motor Cor | -. 25-30 hp., 400-440 volts, combination starting 
Motor C - hp., 220 volts 

Motor Control, ¢ 0 hp a 
Motor Contro 

Motor Contro 

Renewable 


115 volts 
110-115 
220-240 vo 

polyphase, induction, 3 hp., open sleeve bearing 
polyphase, induction, 3 hp., ball bearing 
rc olyphase induction, 10 hp., open sieeve bearing 
polyphase, induction, 10 hp., ball bearing 

c 


> hp 


diameter, direct connected 


production 
production line 


production line 


volts. Inside-frosted 


Dry 


Dry Cell Battery D 
Dry Cell Battery, portable r dio ''B" pack 67'/2 volts 


Dry Ce Battery eneral purpose, No. 6 type |'/2 volts 


ches, 0-300 volts 


( oking ange stana 
Washing Machine, nor 
Wash nag Machine automat 
lroner table mode 
lroner, portable mode 
Vacuum Cleaner, upright 

Vacuum Cleaner, tank 

Refrigerator, capacity 7.4-9.5 cubic feet and over 
Home Freezer Chest, 8-12.4 cubic feet 

Water Heater, 52 ga n tank, 230 v 


Radio, table mode 

Hi i Phe noar aph console 
Rad portable model 
Television, table mode 
Television, console mode 


Radio-television-phonograph 


changes are increase Decr are indicated by minus sigr 


reo 


120.9 
120.3 

78.2 
146.0 
134.0 


132.3 
139.1 
172.4 
180.5 
179.7 
143.5 
149.6 
184.6 
174.6 
199.0 
172.9 
191.4 
125.7 
126.3 
114.3 


174.5 
114.1 
110.4 
142.8 
140.1 
165.1 
158.5 
192.4 


121.8 
164.8 


127.5 
120.2 

99.8 
200.0 


160.5 


138.8 
130.2 
149.7 


189.1 
146.3 
179.7 


201.5 
195.9 
180.8 


100.5 


1958 Jan. 1958 


120.9 
120.3 

78.2 
147.5 
134.0 


132.3 
139.1 
172.4 
180.5 
179.7 
143.5 
149.6 
184.6 
174.6 
199.0 
172.9 
191.4 
125.7 
126.3 
114.3 


174.5 
114.1 
110.4 
142.8 
140.1 
165.1 
158.5 
189.8 


121.8 
164.8 


127.5 
120.2 

99.8 
200.0 


160.5 


138.8 
130.2 
149.7 


189.1 
146.3 
179.7 


201.5 
195.9 
180.8 


91.5 
100.5 


106.0 
112.3 
107.1 
122.6 
85.3 
108.4 
100.0 
91.2 
95.1 
96.2 


95.5 
102.2 
93.8 
69.8 
69.6 
83.8 


ELECTRICAL 


Change Feb. 1957 % Change 


0.0 152.1 20.5 
0.0 136.1 —I1.6 
85.4 — 8.4 
164.0 —11.0 
140.4 4.6 


131.0 
136.3 
159.0 
168.6 
179.7 
143.6 
149.5 
177.6 
163 

189 
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An improved 


Combinatio 
Starter 


for extra safety 


While the changes in the new Allen-Bradley Bulletin 
712 and Bulletin 713 starters may be relatively minor, 
they were made in your interest—to give you the best 
control on the market. 

The new operating lever has been attractively restyled 
and structurally improved. Now the disconnect switch 
can be locked “open” or locked “closed” —with three 
padlocks of any kind. For the maintenance engineer. 
a concealed latch pin is built into the lever, which per- 
mits opening the door of the cabinet without opening 
the disconnect switch and stopping the motor. The 
door can also be padlocked shut independently of the 
operating lever. 

With the disconnect lever in the “off” position, the 
cabinet door can be opened. At a glance, it can be seen 
that the movable contacts are open. An added “safety” 
feature—the incoming line connections are covered 


with an insulating plate to prevent accidental contact. 


ALLEN-BRADLEY 


MOTOR CONTROL 


Allen-Bradley Co. 
106 W. Greenfield Ave., Milwaukee 4, Wis. 
In Canada: Allen-Bradley Canada Ltd., Galt, Ont. 
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NAED REPORTS TO INDUSTRY 





careers 


— 
Electtih’ 
pistributio” 


Secut vy 


pavancerent 


; 
prompt pecoent? 


iii HERE is my next salesman 


coming from?” That's a one man) to step 
shoes eventually. 


question you've probably 


asked yourself at one time or another The “rub off” 


You're not alone. 

It seems to be a universal problem 
in our industry, this need for new 
blood of the type and caliber suited 
for sales work. And, contrary to pop- 
ular belief, salesman are made, not 


In the old days it was a matter of 
grooming the stock boy or the order 


filler or the counterman (in some fact, it has been 


houses all these jobs were handled by 
into a salesman’s 


method of training 
was used—handle the products, get to to blame for this lack of depth in 
know what they’re used for, study the their organizations. It could be that 
catalog, ask questions 

By the end of a five- or six-year 
period, your new “salesman” would 
be ready for the road. 
born. A lot of good sales and sales man- 
agement material of today sprang up to attract the right kind of steady 
from this patient training process. In young men—at least to have them 
estimated that as 





Because EW believes in keeping 
our 11,200-plus readers up on 
developments in NAED’s pro- 
gram of service to members and 
the industry, we devote this 
department to NAED-prepared 
material covering today’s big 
subjects. 











many as eight out of every ten per- 
sons holding executive and sales jobs 
in the industry have “grown up” this 
way in their respective companies 

Is 1958 any different from the 
“good old days?” Many distributors 
caught in the manpower and sales- 
power squeeze of the past few years 
think so. They look through their or- 
ganizations and find it scarce of po- 
tential salesman material 

It’s just a sign of the times. Attempts 
to attract the right kind of young 
people for the business have been 
futile. These youngsters just out of 
high school (college graduates are out 
of the question for the average elec- 
trical distributor) are either looking 
for greener pastures offering the “fast 
buck” or are biding their time waiting 
to be called into the service. 

Maybe distributors, themselves, are 


their efforts to “get a bright young 
fellow to put on out back” have been 
catch-as-catch-can, not planned in ad- 
vance. 

How to plan a successful campaign 


Continued on page &8 





Careers in Wholesale Distribution 


HERE ARE SOME FACTS about the career opportuni- 
ties in the general field of wholesale distribution: 

Wholesale distribution is one sector of our economy 
in which career opportunities are expanding. The field 
has always provided a substantial number of job oppor- 
tunities and relatively stable employment—both seasonal 
and through times of economic difficulty. 

The only period when employment in the wholesale 
field declined was during World War II. The expanding 
armed forces depleted the labor force of men — and 
women, too 

Since those years both the quality and quantity of 
career opportunities in the wholesaling field resumed its 
natural upward course 

In 1957, for the first time in history, the service indus- 
tries—of which wholesale distribution is a major part 
employed more people than the manufacturing industries 
This trend is expected to continue 


86 


Seasonal fluctuations of jobs within the wholesale indus- 
try are less extreme than in either manufacturing or 
retailing. Monthly employment is almost constant when 
measured against yearly averages. At the same time, the 
wholesale trade offers a variety of occupations, many of 
which are challenging to high school graduates and college 
trained people. 

Salaries in the wholesale distribution field vary from 
one section of the country to another. Comparatively 
speaking, they are above those paid in manufacturing and 
retailing. Comparisons of salaries must always be con- 
sidered in the light of differences arising from the nature 
of the work, the kind of business, the type of operation. 

Impartial authorities agree that wholesale distribution 
appears to be considerably superior to manufacturing in 
this respect. Also, since the average salaries in manufac- 
turing are higher than those prevailing in retailing, the 
wholesale distribution field offers better careers 
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work faster and easier 


Blackhawk EMT Fittings have full, true, perfect threads for ease and speed of installation. 
Bodies of heavy steel — cadmium and zinc finished to eliminate corrosion on the unit itself. Blackhawk’s 
new EMT fittings are rain tight. Quality controlled at every phase of the manufacturing. In demand for 


electrical jobs large and small because they're easy to use. 


Blackhawk’s new EMT fittings are a product of continuing Blackhawk research and automated methods of 
manufacture. Order a stock today to meet the demand for these quality made, EMT fittings. A complete 


range of sizes is now available. 


Blackhawk Industries, Dubuque, lowa e Where the new ideas come from 
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Here is why more 
distributors are 


e 


LOWER INVENTORY/HIGHER PROFIT 
With “in-between” sizes a 15% lower inventory 
cost enables you to offer a starter for nearly 
every horsepower requirement. You are per- 
mitted to sell all classes of customers and main- 
tain a rapid turnover. 


QUALITY PRODUCTS 

Furnas Electric motor controls are designed, 
manufactured and tested for superior perform- 
ance and maximum service. 


FEATURES THAT SELL 

“In-between”’ starter sizes (giving 10 instead of 
usual 5 starter. choices through Size 4), ease of 
installation, dual voltage coils on starters, inter- 
changeability of parts and many others. 


SELECTIVE DISTRIBUTION 


There is a minimum number of distributor ap- 
pointments in a given trading area. 


ENGINEERING HELP 

Our field representatives and factory sales engi- 
neers are always ready to help you with diffi- 
cult applications. Our testing and research fa- 
cilities are also available. 


WRITE TODAY FOR FREE PORTFOLIO 5412 
for full information on Distributor Franchise advantages. Furnas 


Electric Company, 1069 McKee St., Batavia, Illinois 


FURNAS ELECTRIC COMPANY 


BATAVIA, ILLINOIS 
SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES 








NAED Reports to Industry 
Continued from page 86 


knock on the doors of electrical dis 
tributor firms for a job interview 
has been studied for some time by the 
Education Committee of NAED. 

The committee feels that electrical 
distributors are not only in competi- 
tion with themselves but with those 
companies in other distribution fields 
and with manufacturing firms for the 
wealth of training talent now coming 
out of our high schools and trade 
schools. 

he first step in this recruiting pro 
gram, then, is to glamorize the elec 
trical distribution business and make 
it appealing to these youngsters—as 
so many of these other industries have 
done for their members in the past 

[he direct result of the Education 
Committee’s work is a brand new 16 
page booklet called Careers in Ele« 
trical Distribution, the first of its kind 
in our industry. This two-color pub 
lication, written to high school grad 
uates, explains the job opportunities 
in the electrical wholesale distribution 
industry and the future in store for 
those interested in making a career in 
this industry. 

The booklet answers such questions 
as: 

e What is an electrical distributor? 

e Why should you consider a caree! 
in electrical distribution? 

e What is the electrical distribu- 
tor’s employment policy? 

e What jobs are open to you 
now and in the future? 

Under this last heading, the reader 
is taken—by actual pictures and in- 
teresting copy—through the various 
jobs he will be called upon to fill 
during his early training in the ship 
ping department, warehouse, city 
counter on through to the more re 
sponsible, better paying positions in 
office sales and outside sales 

[he major emphasis is placed on 
jobs leading up to inside and outside 
sales work although it is_ stressed 
throughout the booklet that there are 
many important non-sales jobs open 
to those who feel that selling or sales 
management is not the career for 
them. 

[he impression left with the young 
reader is that an electrical distributor 
performs a vital function in our 
economy, is a solid citizen in his com- 
munity, provides the alert young 
ster who has an eye to the future with 
a job that offers security, prompt rec 
Ognition and advancement in an ex 
panding industry 

Distribution of the booklet will 
be through our own NAED membe! 
firms. They will see to it that enough 
copies are delivered to high schools 


Continued on page 112 
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LET'S GET DOWN TO EARTH 4 


I fom - tales Am al- (asl -t- SemaleMeotolahael-jislMeil-issl-s 





Just the best in wire and cables. 


PORTABLE CORDS - WELDING CABLES - MINING MACHINE CABLE 
LAMP CORDS - THERMOSTAT WIRES-- POWER SUPPLY CABLE a 


\ 





When you call for cable, call for Carol 


CAROL CABLE COMPANY -« Division of the Crescent Co., Pawtucket, Rhode Island 

















jvery clever 
/ instrument 


but 
do only 


one 
| job 

| scratch 
} my back, 


you scratch 
| your back 


still 
only 
one 


job! 


*RS-3 DO THREE JOBS 


i 


About 300 persons attended each of 10 symposiums. 


Some of the 12,500 visitors look at the more than 200 exhibits. 


Lighting Show Draws Many 


N! ARLY 12,500 persons attended 
the first National Lighting Exposi- 
tion which was held for four days last 
month at the New York Coliseum 
For the first time in the history of 
the industry, all gathered 
under one root to attend the exhibi- 


segments 


tion and the industry-wide conference 


aimed at modernizing the nation’s 


lighting Representatives from 33 


states and six foreign countries at- 
tended 

A three-day series of 10 symposiums 
were conducted by noted American 
authorities in every 
major field of design and architecture. 
The symposiums sought to bridge the 


and Canadian 


gulf between current engineered light- 
ing practices nationally and new de- 
velopments and techniques in_ the 


lighting industry 


e A Broad Program—Harold Meyer. 
president of the exposition, explains 
that the show was designed as part of 
a broad program by the industry to 
accelerate remedy sub- 
standard lighting conditions nationally 
He adds that these conditions plague 
three out of four schools, two out of 
three offices and factories and nearly 
four out of every five homes 

Recent studies by leading utilities, 
manufacturer associations and engi- 
neering groups show that despite 
dramatic progress, actual lighting con- 
ditions are as much as six times below 
the recognized minimum standards set 
by the IES 

On exhibit were 7,000 types of 
lighting in more than 200 major ex- 
hibits The show 
Lighting Lamps and Electrical Manu- 
facturers Salesmen’s Assn., Inc. 


study and 


was sponsored by 
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DIAMOND PORTABLE CORDS 
in RED-D-Prene® and BLACK DIAMO 
Portable cords for mill and plq 
signed with tough, oil-resista 
(Mill Duty) neoprene shea 


dustrial Red for ready 
durable Black Diamond ao ae 
Vu 


DIAMOND g 
Small Diameter § 
Flame and moig 
DTW is thermg 
size lets you 
isting cond 
colors. U 


DIAMO 

Cable ( 
May be 
to building & 
places not su 
Listed by Unde 


DIAMOND DUF’ T 
Thermoplastic insulated 
metallic sheathed cable 
and has excellent resista 
corrosion, fungus, abrasion. 


DIAMOND ABC Armored Bushed Cd 
Flexible steel armored cable ideal 

for general lighting and wiring in no 
proof homes. Two, three or four condu 


DIAMOND RANGE CORD SET 
Diamond three-wire range cord sets are 
36” long. Have rubber molded cap,molded 
on rubber jacketed cable— are complete 
with steel strain relief. UL approved. 
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e Wire and Cable 
<< 


nown for Reliability 
Performance and Delivery! 


Diamond Wire Products are accepted as being 
the best in the industry. A continuing program of 
production control, research and product 
development helps maintain this reputation. And when 
your order for a Diamond product comes in 


. the goods go out, promptly and with no delay. 


DIAM ON D 


WIRE AND CABLE COMPANY 


Sycamore, Illinois 
Birmingham, Alabama 
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move 
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and hide 
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RS-3 DO THREE JOBS 
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Distributors tour plant as part of their training in. . . 


Keeping up to Date 


OR the sixth consecutive year, 

Cutler Hammer, Inc., has present- 
ed its distributor sales seminar in 
Milwaukee 

[wo meetings, consisting of three 
days each, were held last February. 
\ five-day advanced seminar was 
presented last month 


The purpose is to acquaint our 














“THIS MEETING has been the best yet 
We need more just like it.’’ C. M. Pagen, 
Milwaukee. 


“INFORMATION we receive here is 
sable in passing along to our cu 


C. J. Bockes, Dubuque, fa. 


distributors with the lines, to stress 
product application and show distrib- 
utors how to sell the products more 
effectively,” G. A. Rauch, distributor 
sales manager for Culter-Hammer, 
Says 

About 25 distributors from all parts 
of the nation attended each session 
Following are some comments 


“PRODUCT knowledge is extremely im- 
portant, and this is the place to get it.”’ 
R. P. Wilson, Greenville, Miss. 











“‘THESE SESSIONS are invaluable in help 


ing us to sell to our customers.” }. R. 
Conley, Pocatello, Id. 
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King of the Sales Row... 
is the man who promotes 
and sells Quality... se// 


THE BEST COSTS LESS INSTALLED 








coeeeecces 
Quality ... is the one convincing sales feature that answers strictly 
price competition. And when you display, stock, and sell Republic 
ELECTRUNITE® E.M.T., you offer electrical contractors positive 
installation advantages based on qualities that prove—the best costs 
/ess installed. 

ELECTRUNITE “Inch-Marks” for easy measuring; ‘“Guide-Line” 
to help keep bends in an accurate plane; and “Inside-Knourling” 
that reduces wire pulling as much as 30%—are positive selling 
advantages you can demonstrate and sell. 

ELECTRUNITE is often imitated but never duplicated because - “GUIDE-LINED”... newest sales feature for 

‘ : ‘2. * : > 3 . easier bending alignment and better visi- 
quality is built-in. ELECTRUNITE is produced by one integrated, bility. Eliminates “wows.” On sizes 2", %”, 
responsible producer, Republic, who controls quality from the i” and 1%". 
mine, through the mill, to manufacturing. 

And as a Republic ELECTRUNITE distributor, you are a “monarch 
of merchandising”’’, supported by powerful national and regional 
advertising designed to reach your key customers and prospects. 
Further supported by the largest direct mail, merchandising, and 
sales program in the industry. 

Be a “king of the sales row’’. Stock, promote, and sell Republic 
ELECTRUNITE E.M.T., the quality raceway conduit. Call your 
Republic Steel and Tubes representative and get started today! 


REPUBLIC STEEL 


STEEL AND TUBES DIVISION 


“INCH-MARKED”® . . . an exclusive sales 
feature that teams up with the ELECTRUNITE 
Bender for easier fabrication and installa- 
tion. In sizes Yo”, %”, 1” and 1%". 


eeeeeoeeeeeee eee eee 


INSIDE KNURLING .. . cnother ELECTRUNITE 
exclusive. By actual tests makes wire-pulling 
: 1 ul ” 

easier. In sizes 2", %4” an 





ACCEPTANCE... first in preference by brand 
name in unbiased surveys... an ELECTRUNITE 
feature. 
BENDING INSTRUCTIONS 
eee for the ELECTRUNITE® 
bending system... an 
FLECTRUNITE extra. 


Cleveland 8, Ohio 


eeeeeeeeee eee eeeeeeeeeeeeeeeeeeeeeeee 
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well as volts and amps. Just think 


that measures current, resi 


cuits, tests for opens, checks relays, 


Amprobe RS 


ymmeter range 








“New” 


oosely it’s getting shopworn. Bi 
A MPROBE 


new. It gets extra sales for you because it mea 


th 





e 










do three jobs... 





a wo 


N= hr. » 


rd 


; | 


tance and voltage! 


$5 


50 with rotary 


ohms midscale 


scales 


qyaaaay | 
— 2 = 


* 


that’s used so 
sut 
tS-3 is 


1] 
o reauy 


sures ohms as 


one versatile instrument 


It traces cir 


armatures, field resist 


th ohmmeter attachment 


irrent ranges 0 


VOLTMETER 
AMMETER 
OHMMETER 


in fact, it handles 99.9% of all your customers’ test 
needs. There’s new business waiting 


ances... 


for you on the RS-3. 
You don’t have to se/l it—just tell your customers you’ve got 
it. For details write to | imid Instrument Corporatio 

Lynbrook, New York, manufacturers of famous REMCON 
simplified low-voltage switching devices 
In Canada. 


’ 


. Atlas Radio Corp., 50 Wingold Ave., Toronto. 


15/40/100/300 amps $ voltage range 


voltage test leads and genuine cowhide | 





Employees* at Empire Supply Co., ready for customer-greeting 


GS «+s. 


Product Clinic Pays Off 


HEN 200 of your best custo 
mers devote a Saturday to learn- 
ing about the products you sell 
and your business immediate 
response from it, some good thinking 
and organization have made it so. Par- 
ticularly if this happens in a small 
town 
Empire Supply Co., Inc 
such a result in the first 
product clinic of its kind ever held 
in the middle San Joaquin Valley of 
California, ordinarily an agricultural 
district. It was done, however, by 
careful organization and planning and 
a well-thought-out system of inviting 
the right people. 
e Four Aims—Frank |! 
young president of the 10-year-old dis- 
tributors of electrical, plumbing and 
industrial supplies described the phi 
losophy and the plan as follows 
“We had four major objectives in 
mind. Although we now have a staff 
of 14, including field salesmen calling 
on our industrial and contractor ac- 


shows 


achieved 
industrial 


Johns, Jr., 


counts, we felt it would be good for 
our customers to know us better 

“First then, we felt we wanted to 
impress Our customers with our phy 
sical facilities to serve them, our or- 
ganization and our sincere interest in 
the problems that they face in their 
own field. 

“Secondly, we selected five manu 
facturers whose products have a basic 
interest to all of those whom we in 
tended to invite. We felt if we could 
bring in the responsible individual 
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trom these companies Or organiZations 
to meet the representatives of the man 
ufacturers, our customers would have 
individual 


applications 


a chance to discuss their 
problems and 
with the 


product 
manufacturers’ representa 
tives 

“They would also have an oppor 
tunity to hear from them and to see 
what Is new in person. Our salesmen 
do not always have the opportunity 
to contact the right person in each 
of these firms. By inviting the man- 
agement people we hoped to bring 
them to us for that contact 

“We wanted our customers to know 
our purchasing policies, the standards 
of quality of our materials and to 
meet those responsible from our 
sources of supply. It had been found 
in our past experience that when we 
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DEMONSTRATION of time lag character 


istics of motor protection fuses was made 


by manufacturer's rep Nick Beyer, right 


MAKE YOUR SALES 
EFFORT PAY-OFF 


with 
Hi LINE! 
é Til ° 


PLASTIC 
SCREW 


THE MODERN ALAA ANCHOR FOR 
USE IN ANY MATERIAL YOU CAN DRILL 


SHELF CARTONS or PLASTIC KITS 
K-6 


ANCHORING KIT 


@ 100 No. 12 
Plastic Anchors 
@ 100 Sheet Meta! Screws 
@ One '4," Carboloy Tipped Drill 


“Hi" Plastic Screw Anchor Kits are making 
a terrific hit with all tradesmen . every 
contractor and plant electrician is a pros- 
pect! 5 LOW COST KITS FOR SCREW 
SIZES #5 to #12 (Two kits include screws) 
“Hi” offers colorful counter displays and 
free sample packets, etc. for your use 


BIG MONEY MAKERS! 


MACHINE SCREW 
NEW Leap ANCHOR KITS 
CH ss 
K-24 KIT \ = 


© 100 Size 10-24 ¥ 


Lead Anchors “— 
SCAM 


@ 100 No. 10-24x%4" 
Alin 


Screws 
* Spring Action 
Setting Too! 


Everything the tradesman needs for lead anchor 
mountings in one handy transporent plastic kit. 2 
KIT SIZES, 10-24 and '/4-20 SELL ON SIGHT 


OTHER ‘Hi’ QUALITY PRODUCTS 
@ Wire Connectors and 


“LOK-IT" Wrench 
® Tape-Mate Winder AND MANY 
MORE! 


@ Fish Tape Reels 
eConduit ‘''Snap- 
Straps" 


MAIL TODAY FOR 
1958 “Hi” CATALOG 


NAME 
TITLE 
FIRM. 
STREET 


Lal | 
iad B\ HOLUB INDUSTRIES, Inc. 


450 ELM ST. - SYCAMORE, ILL. 
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—— 


Profitable for .... 
Electrical Wholesalers 


Increasing demand by the residential builder on the Electrical 
Contractor to supply concealed TV wiring with plug-in wall 
plates is providing new profits for the Electrical Wholesaler. 


Easy to handle with TeVco kits 





Convenient package at less than the cost of bulk materials 


There is a TeVco Kit containing all necessary materials to 
completely wire a home with the specified number of wall 
utlets. TeVco Kits are especially designed for the Electrical 
Contractor and requireno special tools or technical knowledge 
to install concealed TV wiring in new construction. 


TeVco Kits are sold only thru Electrical Wholesalers 


TelVeo INSULATED WIRE | 0: Pp: 


A HOUSE NOT WIRED FOR TV IS ONLY HALF WIRED 





Product Clinic Pays 
Continued from page 95 


could do this our customers have 
greater confidence in us 

“Third, we felt that it would give 
the manufacturers and suppliers a 
chance to find out themselves any dif- 
ficulties or problems our customers 
and theirs as users were having with 
their equipment. It would also give 
them an opportunity to advise them 
on better equipment to meet their 
problems or select the proper equip- 
ment where it had not been chosen 
before 

“Our fourth advantage was to our 
own people. It is almost impossible to 
have all of our own people enjoy the 
Same opportunity as management to 
meet our customers and to learn from 
them as well as become personally ac- 
quainted with many with whom they 
have had only telephone or letter writ- 
ing contact.” 
e Teamwork Vital—Steps taken by 
Johns and his staff to bring this selec- 
tive group to their place of business 
give an idea of the close organization 
needed for its success and may serve 
as a pattern for others contemplating 
similar promotional programs 

First step was to make a careful 
selection of the names of management 
personnel in the companies and or 
ganizations in the area 

Once this was accomplished a for 
mal invitation was sent to each one 
personally telling what the clinic would 
offer, where it would be, when, and 
containing also a map to show them 
how to reach the Empire Supply Co 
in Visalia. An acknowledgment card 
was included. This mailing was made 
on Jan. 10. On Jan 
reminder was sent to those who had 
not responded 


[he complete list of the prospec 


a follow up 


tive attendance was then sent to each 
of the five manufacturers whose prod 
ucts would be displaved They were 
asked, in turn, to write a similar in 
vitation to these people on a staggered 
mailing schedule so that the recipient 
would get an invitation ; 1- or 5 
dav intervals. On Jan. 28 a reminder 
was sent to all, urging them not to 
forget the date Feb. 1, a Saturday 
e Repeat Performance—The pro 
gram itself was so arranged that the 
three speakers who were to make a 
presentation gave one performance 
in the morning and repeated it in the 
afternoon. Thus, anyone who could 
not be at the morning session or who 
came in late to one of the talks 
could remain over to the afternoon or 
come in after noon and get the sam¢ 
talk and demonstration 


Dividing the two sessions was an 
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Buy your Hylugs and Hylinks 
in Burndy’s handy new 
FLIP-TOP BOXES—the 

best way to keep them in 
your kit,..the best way to 


use them on the job! 


% 
y/o 


Ask your 
Burndy Distributor 
or write Burndy, Norwalk, Connect. 


or Toronto, Canada 
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Exclusive, clean cut action 
for studs and bolts— 


a feature of the new 


also CUTS WIRE 
STRIPS WIRE 
CRIMPS CONNECTOR 
CLOSES INSULATION GRIPS 


CHASES THREADS 








TOUGH PROBLEM 


a 


pad ae 


2-Point and 3-Point “PRA” Primary Resistor Starters at Sears Oil Co., 


one of nation’s largest independent oil and gasoline distributors 


by New “PRA” REDUCED 
VOLTAGE STARTERS and 


on-the-Job Service 


The Sears Oil Company, Rome, N.Y., had to con- 
trol and protect large horsepower motors for pumps 
providing a flow into and out of storage tanks at its 
multi-million dollar deep water storage depot. Local 
power company regulations made reduced starting 
voltage a “MUST.” Arrow-Hart was called in to 
solve this problem. Working with John Reed, local 
electrical contractor, Arrow-Hart field engineers 
came up with the answer — new Arrow-Hart Type 
“PRA” Primary Resistor Reduced Voltage Starters 
Providing the necessary control and protection, they 
also met all local regulations governing low-voltage 
starting. All equipment used was sold through an 
authorized Arrow-Hart distributor 


Small, light weight “PRA” Motor Controls, with 
“RA” Magnetic Starters, provide dependable, eco- 
nomical control. “Ribflex”* and “Edgeohm’’* resis- 
tors assure correct starting current limitations. Over- 
load relays are A-H bi-metal type. Starters can be 
wired for 2-wire automatic control or 3-wire push 
button control 


Whether your need is the right product for the job, 
or on-the-job assistance — or both — Arrow-Hart can 
serve you 


Write for more data on “PRA” Resistor Starters 
and complete information on A-H Sales Engi- 
neering Service to the Arrow-Hart & Hegeman 
Electric Co., Dept. EW, 103 Hawthorn St., Hart- 
ford 6, Conn. 


TRADE MARK OF WARD LEONARD ELECTRIC CO 


HES 


DEVICES 


By. AH 

; 

‘] yy 
‘a 





Product Clinic Pays 
Continued from page 96 


excellent catered luncheon staged in 
the warehouse of Empire Supply, a 
large area of which had been cleared 
for a meeting room 

[Types of customers invited were 
managers, purchasing agents, operat 


ing heads, plant superintendents, chiet 


eng'neers from the wineries, milk and 
dairy concerns, olive processors, food 
canners, irrigation districts, cold stor- 
age plants, packing houses, feed mills 
public utility districts, city, county and 
state political subdivisions, hospitals, 
U.S. government agencies such as 
Forest Service, Department of the In 
terior and Bureau of Reclamation. 
city managers, business administrators, 
school district superintendents and ad- 
ministrators, superintendents of pris 
ons and of colleges 

In all, 237 acceptances were re 
ceived from 399 individual invitations 
to 182 firms, of which 104 responded 
At the noon luncheon, when all were 
gathered, there were more than 275 
served. In addition Southern Cali- 
fornia Edison Co. cooperated fully 
and all of its local consultants were 
present 
e Unusual Demos—Special power 
facilities, the loan of transformers and 
the assistance of crews was given by 
the Edison company through its dis 
trict manager, Dana L. Clancy, and 
division manager, L. R. Quimby. The 
fire department and the police pro 
vided 24-hour watch over the build 
ings for protection of the equipment 
and displays 

Che five manufacturers participat- 
ing were Bussmann Manufacturing 
Co. showing fuses, Fusetrons and 
Fustats; Crane Co., valves: General 
Electric Co., lamps and lighting equip- 
ment; Milwaukee Electric Tool Corp.. 
electric hand tools, and United States 
Rubber Co., hose and mechanical 
rubber goods 
e Stress Electrical Nick S. Beyer. 
district manager. Bussmann Manufac- 
turing Division of McGraw-Edison 
Electric, San Francisco, offered a 
demonstration of fuses and overload 
protection for motors and equipment 
Another electrical speaker was E. P 
Homer. district lighting engineer, G-I 
Lamp Division, Oakland, who was ac- 
companied by J. W. Billings, manager 
of Pacific sales district, large lamp 
department, and C. P. Farnham, local 
sales representative. Robert J. Currie 
of Milwaukee Electric Tool Corp.., 
San Francisco, conducted demonstra 
tions of a variety of portable tools 

At the conclusion each one attend 
ing was given a package including 
lists of the electrical, plumbing and 
industrial equipment carried by Empire 
Supply 








Wiring Conference Looks Ahead 
(Continued from page 80) 


a four-step operation, 
planed. The steps: 

e Advertising—‘a series of special 
campaigns all complementing each 
other” with emphasis on direct mail. 

e Promotional Material - “de- 
signed for use by our salesmen in 
making individual contacts—when 
they're making cold-turkey calls, or 
when they’re actually closing a sale.” 
Basis is sales presentation jacket tell- 
ing Calewo story, with “technical data 


Ferguson ex 


bulletins” describing each major de- 
partment in detail. 
e Community Activities “aside 


from contributions, we’re active in all 
manner of community affairs. Our ex- 
ecutives and salesmen are urged to 
belong to service clubs—not just to 
attend meetings—but to become really 
Anything we can do to 
help our community and its people 
can’t help but ultimately — benefit 
Calewo.” 

e Personnel Development “the 
most important factor in building busi- 
profits for Calewo: the 
people in our organization.” Facing 
tough sledding just after the war, 
Calewo hired a management con- 
sultant; a survey showed “we had a 
major re-organizing job on our hands 

we were operating seven almost 
autonomous businesses under one 
roof and these separate businesses 
just weren't getting along together 
Today we have a team spirit at 
alewo that’s hard to beat.” 

¢ Philosophy Summarized—' First 

‘personality’ you want 


active 


ness and 


decide what 
your firm to have, then make sure 
everything you do _ contributes to 
maintaining that ‘personality 

‘Second, try to cover all bases 
List the various segments of the busi- 
ness and industrial community you 
want to contact, and set up a control 
system that enables you to contact 
them regularly 

‘Third, plan your advertising and 
public relations ahead, but keep your 
program flexible so you can move 
fast when special opportunities open. 

in the final analysis, sales 

building public relations activity 
simply means doing a superlative job 

then telling the right people about 
it.” Ferguson concluded 
e “Usepower”—E. P. Werley, chair- 
man of the NWB’s Commercial Task 
Group gave a visual presentation of 
the bureau’s commercial wiring pro- 
gram. He reviewed the “Let’s Talk 
Business” plan book, Housepower rat- 
ing sheets and similar forms, and then 
announced a new “How-To” kit and 
slide presentation emphasizing “Use- 
power” for the c’1 market (see page 
114 for details) 
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Because 
SAFETY 
ALWAYS 
SELLS, You'll 






ARROW -HART 
LOUVRE LIGHTS ana 


uiette TAP ACTION 
SWITCHES 


Wiring devices that help your customers offer im- 
portant extra value always sell better. And no value 
is more widely appreciated than ADDED SAFETY 
That’s why A-H Louvre Lights will move from your 
shelves fast! Installed on stairways and landings and 
in bedrooms, nurseries and sickrooms. . . everywhere 
that darkness can be dangerous. . . these devices pro- 
vide subdued illumination that insures safety. Avail 
able in several switch and pilot light combinations 
with brass, stainless steel, brown or ivory plates and 
brown or ivory handles. 











Ideal companion to the Louvre Light—-and to every 
fluorescent or incandescent light and convenience 
outlet—is the A-H Tap Action Quiette Switch. Turn 
ing quietly on or off with a touch of the finger-tip, hand 
or elbow, these switches provide your customers a 
lifetime of electrical convenience at no additional! 
cost. Fits any standard toggle wall plate. Available 
for 15 and 20 amp, 120-277 volt service, ac only 
Write for free literature to The Arrow-Hart & Hegen 
Electric Company, Dept. EW, 103 Hawthorn Stree 
Hartford 6, Connecticut 


ARROW © HART 


Kuali] wae 1890 











MOTOR CONTROLS ENCI SEI SWITCHES 
APPLIANCE SWITCHES + WIRING DEVICES 











MODEL 


SOO 


QUIET SWITCH 


seconds to wire 


One-Hand Split-Second 
Wire Release Without 
Special Tools 


THE SLATER #600 push-wire 
switch installs 2 minutes faster than 
screw terminal types. That means 
more profit! Patented side release 
leaves wire straight, clean, ready to 
rewire. 

ASK YOUR WHOLESALER FOR SLATER 


OR WRITE THE PLANT FOR DETAILS ON 
THE SLATER #600 QUIET SWITCH. 


* PAT. 2,795,677 


later. 


Lifetime Wiring Devices 


SEA CLIFF AVENUE « GLEN COVE, NEW YORK 
ORIOLE 6-1100 








Florida distributor speaks up on... 


“This Mess We Are In’ 


“An editorial to myself" 


is just how H. M. Long 


of McDonald Distributors of Florida, Inc., Ft. Lau- 
derdale, characterized the letter he addressed to 
fellow industry members and forwarded to EW. 


HIS MESS of more and more 

volume with less and no profit! 

Who got us into this mess? We did! 
Of course, the manufacturers helped 
considerably but primarily the respon- 
sibility is ours. Naturally we blame it 
On everyone else but if we analyze the 
cause, the fault is predominantly ours 

Why do we do these things to our- 
selves? Why do we build up the dis 
count houses and help them put our 
bread and butter dealers out of busi- 
ness? Why do we make it possible 
for the sharp, “price only—dquality 
sacrificed” contractor to squeeze out 
the “live and let live” contractor with- 
out whom we could not exist? 

Why do we do it? We do it because 
we have become so indoctrinated with 
the theory of volume that we com 
pletely lose sight of the idea of busi 
ness for profit. We are told that if 
we don’t each year increase our vol 
ume we are stagnating and on the way 
to oblivion. We are schooled in the 
theory that volume and more volume 
is the answer to profits and the charm 
to ward off all evil 

So what do we do! Let’s take a 
look at the traffic appliance business. 
Let’s also take a look at the discount- 
ers. We as distributors are the dis- 
counters’ best friend. We made them 
what they are today. Sure, we had 
lots of help from the manufacturers 
but essentially we did the job almost 
by ourselves. 

How did we do this? First, we are 
so obsessed with the idea of volume 
that we far overemphasize the savings 
produced by volume and we utterly 
ignore the services and values we pro- 
vide as distributors in the pattern of 
distribution 

As a result we set up pricing 
schedules based on volume that en- 
ables the large discounter to buy his 
requirements at up to 10 to 12%‘ 
below the last column suggested prices 
of the suppliers 

On top of that the manufacturers 
make available advertising conces- 
sions, offered to all, of course, but 
primarily taken by the discounters be- 


cause this is definitely up their alley. 


The net result is that the large dis- 


counter enjoys a cost differential of 
up to 15 better than the ordinary 


dealer. He can do business at a profit 


( 


on that 15 differential, so, of course, 
he can afford to sell at prices at which 
] 


the ordinary dealer buys and he comes 


out all right 


How do we get selling the dis 
counter in volume at margins as low 
as 3 to § out of stock? We don't 
except for the fact that our sales to 
our regular dealers help average out 

If or when the regular dealer gives 


up, we then have the alternative ot 


dropping traffic appliances because 
they are no longer profitable or we 
come to our senses and raise our costs 


to the discounters 


Does the discounter object? He 
certainly should not since haven’t we 
as distributors been responsible Lor 
eliminating much of his competition? 

Of course we all recognize this 


situation so why do we blindly con 
tinue along this path? We have volume 
phobia We just can’t bear to say NO 
to an order! Joe Blow is selling at 
those discounts and if Joe Blow can, 


by gosh! we can! It wouldn’t be so 


bad to think that we are doing this 


to ourselves but what does our con 


science Say ibout doing this to our 
best customers? 
Now, of course, this same situation 


exists in the wiring supply end of the 
business except that it doesn’t show 
up as prominently because the price 
differentials are not advertised to the 
public anywhere near as much as in 
the case with the discounters, depart 
ment stores or other large buyers | 
the traffic appliance field 


Nevertheless it exists and it offers 


an undue advantage to the large Elec 


trical Contractor! who, due to the 


volume of his purchases, is able to 
extract Irom s volume price differ 
entials all out of proportion to the 


savings afforded by volume 

[The same condition exists in the 
case of some few manufacturers who 
offer volume price differentials rang 
ing as much as 10 between normal 
purchases and quantity purchases, to 
their distributors in multiple distribu 
tron areas 

These differentials are, of course, 
offered to all, based on the size ol 
order, but in any given area the dis 
tributor who can command a 10% 
differential « his competitor around 
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to CIRCLE 





ONE SURE SOURCE OF SUPPLY 
for all your wire and cable needs 


This bird’s eye view shows why working through a Circle distributor is your 
best assurance of quality products, ample stocks, and all-out service. 

Take quality! It’s assured because Circle controls every step in the manu- 
facturing process —from the basic metals mined and refined by Circle’s ow? 
parent company, Cerro de Pasco — down to the finished product 

Stocks? Circle’s huge plants turn out over a billion feet of wire and cable 
yearly —enough to keep its many centrally-located warehouses fully stocked 
to meet all your wire and cable needs. 

Service? Many contractors already know that Circle distributors get fast 
action with a simple telephone call—the result of a distributor policy that’s 
out of sympathy with “red tape” and stuffed shirts. 

Why don’t you make a Circle distributor your “one sure source of supply.” 
Many other satisfied customers do. 


WIRE & CABLE 
a subsidiary of 
Cerro pe Pasco Corroration 


PLANTS: Maspeth and Hicksville, N. Y SALES OFFICES & WAREHOUSES: in al! principal cities 


RUBBER COVERED WIRES & CABLES © VARNISHED CAMBRIC CABLES * PLASTIC INSULATED CABLES 
NEOPRENE SHEATHED CABLES © “CIRTUBE” EMT 





MR JOBBER: Tie into this big contest! 
Your customers are reading this 
ad in their favorite magazines... 


4 





25 miles to the gallon. Thousands of dollars worth of the world’s 
most modern motor-vehicle engineering. And it’s free to the 
man who submits the most imaginative and practical use of 
REMCON on an actual installation 


Just pick up your Entry Envelope (with entry blank, full in- 
formation and helpful suggestions) at your REMCON dis- 
tributor — or write REMCON Division, Pyramid Instrument 
Corporation, Lynbrook, N. Y 


WHATS NEW WITH 





Office Building Lights 
Have Low-voltage Control 


A new 15-floor State office building 
in Richmond, Va., successfully in- 
corporated two recent developments 
in lighting technology: 277-v fluores- 
cent lighting and 24-v, Class 2, relay 
switching 

Low-voltage switching provides two 
advantages in this application: (1) the 
need for bringing 277-v_ wiring 
through room _ partitions to local 
switches is avoided giving safer oper- 
ating conditions; and (2) partitions 
may be moved with less work and at 
lower cost than with conventional 
wiring 

The building’s electrical consultants, 
Wiley & Wilson, of Richmond, esti- 
mated that approximately $25,000 in 


| electrical construction costs were 


saved by adopting the 480/277-v serv- 


| ice with low-voltage switching. Elec- 
| trical contractor was E. C. Ernst, Inc., 


Richmond 


Significance to you: This is one of 
many office building applications for 
low-voltage control which rule against 
use of standard toggle switches and 
boxes, and in favor of simple low- 
voltage equipment. 


Multi-building Plant Has 
Unusual Electrical Layout 

A modern high-capacity electrical 
system for the multi-building plant of 
Southwestern Industrial Electronics 
Co., Houston, one of the Dresser In- 
dustries, uses a load center layout fed 
by high-voltage interlocked armor! 
cable in an underground tunnel. It is 
described by Weldon W. Henderson. 
associate of the consulting engineering 
firm, Bernard Johnson & Assoc.. 
Houston. Howard P. Foley Co. acted 
as electrical contractor 

Electric energy supply to the prem- 
ises—when completed: 11  burldings, 
280,000-sq ft—is made by an over- 
head 12-kv line to a _ service pole 
behind the central refrigeration plant: 
conductors are carried underground, 
In concrete-encased ducts, into pri- 
mary switchgear in the refrigeration 
plant. Distribution is then made to 
load-center substations in the various 
buildings 


Feeders from the central refrigera- 
tion plant to substations in other 
buildings are interlocked armored 
cable carried on cable racks from the 
primary switchgear down into the 
utility tunnel and out to the buildings 
This tunnel provides passage for heat- 





YOUR CUSTOMERS 








These items were digested from 
a recent issue of Electrical Con- 
struction and Maintenance, a 
McGraw-Hill publication, Their 
purpose: to alert you to develop- 
ments and trends reported in 
the operation of two of your big- 
gest customers—electrical con- 
tractors and plant electrical men. 











ing and air conditioning pipes as well 
as electrical feeders 

Final selection of interlocked ar- 
mored cable was based on careful 
study of the possible ways to distribute 
the high voltage energy and the lower 
installed cost of this distribution 
method 

Also important: selection of second- 
ary voltage for the unit power centers 
serving the buildings. For the central 
refrigeration plant, the heavy concen- 
tration of motor loads dictates use of 
a 460-v substation unit, installed as an 
extension of the primary switchgear 
For lighting and appliance loads here, 


120/208-v, 3-phase, 4-wire circuits are | 
derived from delta-wye transformers | 


energized from one of the motor con- 
trol centers. 
Other buildings use 120, 208-v for 


the secondary, an advantage due to | 


an unusually heavy concentration of 
tools, appliances and equipment rated 
for use on this voltage 


[here is sufficient space for future 


expansion at all vitai power centers 


Significance to you: Carrying high- 


voltage as close as possible to load 


. . . | 
means less wire and conduit invest- | 
ment per kilowatt of power delivered. 


New Methods Simplify 
Branch Circuit Work 


Extensive use of concealed metal 
troughs and exposed metal wireways 
at distribution centers has simplified 
branch circuit installations on projects 
of the Continental Electrical Con- 
struction Co., Chicago 

Originally used in a large mid 
western shopping center development, 
the trough and wireway technique has 
become standard design and _ installa- 
tion procedure for the contractor on 
department store and shopping center 
projects 
e Benefits—This combination of 
troughs, in effect, provides a complete 
metal conductor enclosure with one 
section concealed in the slab and the 
other section projecting below Major 
considerations were: saving space and 
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a new concept in 
Remote Control Switching 
by Remcon 


This most beautiful switch of all tells at a glance whether lights are 
on or off anywhere in the house. It’s the ultimate in remote control 
light. Each switch on the hi-fashion Remcon plate has its own tiny 
6-volt gem-light. The pilot lite circuitry employs the three wires 
used for wiring switch; no additional wiring or transformer 
needed. That’s real convenience ... real remote control. That's 
Remcon. On your next job, use easy-to-install Remcon Pilot-Lit 
switches and relays. Just a few pennies mort than conventional 
switches. See your jobber or write Pyramid Instrument Corpora 
tion, Lynbrook, N. Y., makers of the world-famous AMPROBE. 





J. 1. C. Boxes and NEMA Type 12 Cabinets 


af ae 


BOSS Boxes 


Smooth corners . . . all sizes 
from 4%” x 5” to as large 
as needed. Surface or flush 
mount, with hinged or screw- 
on covers. 


“The Line of Least Resistance” 


BOXES AND WIREWAY 
Be sure of QUALITY, positive of excellent SERVICE on stock 
or ‘‘specials’’, with the complete line of BOSS Boxes, Wireway 
& Fittings. UL approved. 


BOSS Flangeless Hinged Cover Lay-in 


Assemble and lay 
in wire after wire- 
way is installed — 
no wire pulling or 
risk of damaging 
insulation! 


BOSS Flanged Hinged Cover 


Flanged on both 

ends .. . any 

number of sec- 

tions can be put % 

together. Knock- + bbe >» — 
outs on sides . ‘ oa ' ‘eg FG 
and back. — 


Equipped with 
protective screw 
shields. Cover has 
keyholes for easy 
removal without 
entirely removing 


screws. 


Sold thru leading distributors. Write for new complete line Catalog. 


THE HUENEFELD CO. 


2703 Spring Grove Avenue CINCINNATI 25, OHIO 





What’s New With Customers 


trim 
froughs, replacing conduit he 
simplified the complexity of a typical 
modern installation. They provide the 
needed access for frequent changes 
and expansion; they also minimize in 
stallation labor since no conduit bend 
nvolved. An additional advan 
tage: fill requirements are easie! 
Significance to you: A_ distributor 
often can provide from stock the 
exact wireway needed for such an in- 
stallation; he could even handle the 
contractor’s order for fabrication of 


the specially constructed trough. 


Vandal Alarm System Is 
Protecting City’s Schools 


iudio surveillance system Is now 
luty to inform city (location with 
police headquarters of intrusions 


t 
during the 


ondition 
norma 


in the 


th 
m DUZZC 


eadquarte! 


Stuart 
EW N 
Significance to you: As noted then, 
electrical distributors’ salesmen can 
perform a public service in seeing that 
such alarm systems are considered in 
plans for new school buildings and 
modernization of existing structures. 
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Tidewater Oil Company’s 
“Refinery of the Future”... 


é 
4. — 
‘ 


<< 


~ 
ia he) 


rN 
T.yPr * 
a 
al 


The gigantic new refinery of the Tidewater Oil 
Company near Delaware City, Delaware, boasts a 
number of noteworthy features. It is the largest 
refinery ever built at one time; six of its eleven major 
processing units are the largest yet constructed; and 
the amazing capacity of this remarkable installation 


totals 130,000 barrels-per-day. 


One of the important requirements for this advanced 
refinery was electrical wires and cables of the 

highest quality. That’s why Phelps Dodge bare wire, 
TW, RH-RW and rubber-neoprene cables, paper- 


insulated cable and arc welding cables were used. 


On every wiring job where top-quality performance, 
expert workmanship and experienced “know-how” 
are called for, it pays to rely on Phelps Dodge and 


your Phelps Dodge distributor! 


PHELPS DODGE COPPER PRODUCTS 


SALES OFFICES: Atianta, Birmingham, Ala., Cambridge, Mass harlotte, Chicag 
Cincinnati, Cieveland, Dallas, Detroit, Fort Wayne, Greensboro, N. C Houstor 
Jacksonville, Kansas City, Mo Los Angeles, Memphis, Milwaukee, Minneor 
New Orleans, New York, Philadelphia, Pittsburg Portland, Ore Richer 
Rochester, N. Y., San Francisco, St. Louis, Seattle, Washingt D. < 
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POWERFUL GREENLEE 


PROFIT BUILDERS 


new, high-speed, high-power, 


lightweight hydraulic tools 


im the quality line electrical 


contractors know and want 


Hydraulic Conduit and Pipe Benders 


Here's the finest new heavy-duty lightweigh 
I ¢ al ! Makes 90° ber ds 
1 one ram stroke .. govt ach rif pipe 
easy one-n ] tup, Oper 10n, 1 port- 
Operated with GREENLEE pS tel 
Smaller mode] available for 
uit hand-pump or power 
GREENLEE /x ine of condutt 
customers’ 
tandard sizes 4g" to 6”. Attach- 
ubing, thin-wall conduit 


s meets all of your 


Hydraulic knockout punch driver 
and full line of punches 


because they pay for themselves 
tractil jobs! ¢ 

ng conduit 

lete line of 


Opera- 


cut 


Timesaving power boring tools 


en 


Aad BDA 
<a) 


Green.ee Power Bits and Extensions, like 
Greencee Auger Bits and Auger Bit Exten- 
sions, are known everywhere for their fast, 
smooth, dependable performance on the job 
Chis complete line is one of your steady profit- 
pullers and meets all your customers’ needs 
with the top quality your customers want 


GREENLEE TOOL CO., 


106 


1844 COLUMBIA AVENUE, 





Fast-approach hydraulic power pumps 


Exclusive Greenvee fast ram approach fea- 
ture minimizes costly time loss while oper- 
ator waits for ram to contact work! 

This and numerous other special advantages 
put you far ahead of competition with these 
dependable, fast, completely modern pumps. 
Easy one-man portability and operation. 
Greentee hydraulic power pumps operate 
Greenveze Hydraulic Benders three to five 
times faster than hand pumps. Built-in 
electric motor. 


2.9 


Hand benders for conduit, tubing 


Form small-radius bends without @attening | 
or kinking, eliminate many misiliadaneed 
fittings, save up to 75! © in time and material. 
Models for rigid and thin-wall conduit. 


WRITE for catalog, data sheets, and 
prices. Catalog shows many more time- 
saving GREENLEE tools for electricians. 


ROCKFORD, ILLINOIS 


“This Mess We Are In!” 
Continued from page 100 


the corner surely can freeze him out 
and quickly 

We got into the Mess right up to 
our necks! How do we get out of it? 
IF we ever get out of it, it will only 
be because we relearn arithmet‘c, the 
arithmetic of doing 
profit. And with this arithmetic must 
necessarily go a real transformation, 
a transformation of backbone. If we 
as a group cannot learn to say “NO” 
to orders with no profit, we will never 
learn the proper arithmetic. 


business at a 


Let me give you a short example 
mental arithmetic. You are an inde- 
pendent distributor doing $1 million 
per year in volume, probably littie 
more than breaking even, perhaps not 
even that if you included all the fac- 
tors. 

You're going to make a profit this 
year come hell or high water. The 
only way you are told it can be done 
is to do more volume so you set out 
to do an extra 10% or $100,000 
You figure that this extra $100,000 
should net you a possible 5% or $5,- 
000 which after just 30% taxes leaves 
you $3,500 

Fine!—if you make it without drop- 
ping your gross profit percentage and 
increasing your operating expense, 
if you do this! But, you are an inde- 
pendent distributor operating on your 
own money 

Have 
in order to do an extra $100,000 in 
volume you will have to find $20.- 
000 additional capital or working 
money? You don’t come by $20,000 
of working capital very easy and you 
may well wind up losing enough cash 
discounts to offset the possible $3,500 
you might make on the extra $100.- 
000 volume 

Oh, of course, nothing ventured, 
nothing gained! And this type of think- 
ing leads to stagnation—but why not 
instead of exerting every effort to get 
that extra 10% or $100,000 volume 
why not put a little thought into raising 
the gross profit margin just 42%. 

[his would provide the extra $5,000 
net profit without the need for extra 
without the risk of poor 
credits, without the possibility of in- 
creased overhead and with much less 
wear and tear on your own hyper- 
tension 

We, as distributors, have spent years 
of effort in selling the public on our 
indispensability in the pattern of dis- 
tribution 

We perform a 
assembling merchandise with the at 
tendant large investment, expensive 
storage facilities, credit functions, de- 


you stopped to consider that 


capital, 


valuable function in 


Continued on page 108 
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ree-Coil Overload Protection 





ould Have Prevented These 


Motor Burn-outs 








MOTOR No.1. Even though this three-phase motor was 
equipped with a 2-coil overload relay, the motor burned out 

. and here’s why. Like the vast majority of three-phase 
motors in use today, this motor took its power from a wye- 
delta transformer; and an open phase condition in the trans 
former primary caused one high and two low motor currents 
The 2-coil overload relay could not save this motor because 
the high current was in the unprotected line. When you wire 
three-phase motors be sure they are equipped with 3-coi! 
overload relays . . .the only dependable overload protection 
for all open phase conditions. 


MOTOR No. 2. This three-phase motor was operating at 70! 
full load with a 40° loaded single phase motor connected in 
parallel when one of the incoming power lines opened. Once 
again the 2-coil overload relay failed to detect any trouble 
However the motor current in the winding without a thermal! 
element rose to 152°; full load current, while the current in 
the phases with the 2-element relay did not reach tripping 
value. This caused permanent damage to the motor winding 
This motor could have been saved with full three-phase over- 
load protection. Be sure the three-phase motors you wire 
are completely protected from the hazards of all open phase 
conditions with dependable 3-coil overload relays 


MOTOR No. 3. This 1 Hp, three-phase motor was working 
in parallel with a 10 Hp, three-phase motor when one of the 
incoming power lines opened. While the 10 Hp motor was 
not adversely affected by this circuit unbalance, the motor 
current in one line of the 1 Hp motor reached 140°% full load 
current resulting in a burned out winding. As in the other 
examples, the 1 Hp motor’s 2-coil overload relay proved in- 
effective because the overload occurred in the one line left 
unprotected. Don’t let this happen to your customer’s 
motors. Install 3-coil overload relays on all three-phase 
motors, largeorsmall... only 3-coil overload relays provide de- 
pendable open phase protection under all operating conditions 


Cutler-Hammer Three-Star Motor Control of- . a — 
fers 3-coil overload relays in all starter construc- = rathaad-o ht il. 
tions and enclosures. Cutler-Hammer Motor rn 

Control with a 3-coil overload relay requires no Teh del Mel bi -tolt 
special effort to install and uses the same space : ‘ , 

as a starter with a 2-coil overload relay. For 

complete ordering information write for the 

C-H Merchandiser. CUTLER-HAMMER Inc., 

1327 St. Paul Ave., Milwaukee 1, Wis. Associate: 

Canadian Cutler-Hammer, Ltd., Toronto. 


> Siad 
‘7s ‘x 
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INDIVIDUAL PROTECTION STATIONS 


SAFELETS 


now available with a wide variety of 
receptacles and circuit breaker ratings 


The Heinemann Safelet is a compact unit that neatly com- 
bines circuit-breaker safety with plug-in convenience. It has 
hundreds of applications, can be used for the individual pro- 
tection of power tools, fractional horsepower motors and 
almost all general appliances. 


Now you can have the Safelet with any of a large number 
of receptacles, single and duplex, in twist-lock, polarized, “T” 
slot and other styles. 

And now you can have a wide choice of circuit breaker 
ratings: from 6 to 50 amperes, at the most commonly used 
a-c and d-c voltages. 

The Safelet enclosure is made of 16-gauge steel with an 
attractive grey hammertone finish. Units are available for 
either flush or surface mounting. 

Of course, the circuit breakers used are Heinemann 
breakers . . . long accepted by the electrical industry as the 
standard of performance. 


For full details, send for Bulletin 1000. 





ELECTRIC COMPANY 


152 Plum Street Trenton 2, N. J. 





“This Mess We Are In!’ 


Continued from page 106 


livery facilities, sales and promotion 
assistance. 

None of us is brash enough to as- 
sert that we could perform these 
functions at anything approaching a 
figure as low as 5% or less on sales 
even though the entire volume con- 
sisted of large orders. 

Then why do we tear down the 
value of our services by taking an 
ever larger portion of business through 
our warehouses at 5% or less? No one 
is doing this to us. We are doing it to 
ourselves. 

Let us first re-convince ourselves 
that our services and our function in 
distribution is of value even as much 
to the discounter, department store, 
and large contractor as to the rank 
and file of dealers, that mere size of 
order is no justification for providing 
these services, almost for free, in the 
hope that our rank and file customers 
will keep us alive 

Even if it were not good business 
sense, our collective conscience should 
prod us to play fair. 

Volume purchases and sizeable or- 
ders justify a differential in price, but 
both distributors and manufacturers 
have come to the point of differentials 
so great that no volume can justify 
the difference. 

So you ask me, if that’s how you 
feel, what are you doing about it? 

e First—I am _ not offering these 
large differentials either on appliances 
or on wiring supplies. 

e Second—I have offered all of our 
employees a plan for 1958 whereby 
they get an extra week’s salary if we 
succeed in raising our gross profit just 
% of 1%. And, if we can raise ou 
gross profit 1% over 1957 they will 
all get two weeks extra salary—pro- 
vided, of course, that the sales volume 
does not drop below the 1957 volume. 

So far the idea seems to be working. 
Our gross profit rate is running exactly 
1% higher for the same period and 
somewhat to our surprise sales volume 
is substantially higher. 

At any rate, it is perhaps a noble 
effort to arrest the ever growing doc- 
trine of volume for volume’s sake. 

So, I plead with you, let’s try at 
least to stop being our own worst 
enemy. 


NAED Elects Two Members 

NEW YORK—Two full-function- 
ing wholesalers elected to member- 
ship in the National Association of 
Electrical Distributors are The Amer- 
ican Light Co., Inc., Zanesville, Ohio, 
and Standard Electric Supply Co., 
Waltham, Mass. 
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No. 4 in a series 


Right off the Mh)tre 


Power for earth satellites could 
be supplied by a new chemical 
battery that uses a dye to con- 
vert sunlight into electricity 


A new bearing metal of tin and 
aluminum is said to combine 
the bearing qualities of one with 
the light weight of the other. 


Negatively ionized air is being 
used as a painkiller for patients 
with severe burns. After two 
exposures of twenty minutes 
each no narcotics are needed. 


Users of High Voltage cables 
should note that high molecular 
weight polyethylene can be ex- 
pected to have a voltage life 
about seven times that of stand- 
ard polyethylene. (From paper 
on Dielectric Strength and 
Voltage Life of Polyethylene, 
presented at AIEE Winter 
General Meeting, February 
1958, by Messrs. Hunt, Ware 
and Koulopoulos of Simplex.) 


A new, automatic door opener 
is installed overhead, like a door 
check, and requires no complex, 
under-floor wiring. It can be in- 
stalled in a few hours. 


Ww 


In a new cook stove the heat is 
generated in the utensil by put- 
ting it in a magnetic field. No 
heat is wasted and spilled food 
does not burn. It is said to be 
faster than ordinary electric 
stoves 

The ‘“‘cage zone’’ melting sys- 
tem has proved successful in 
purifying niobium. Under high 
vacuum the metal is melted by 
high frequency current and the 
impurities separate to be cut off 
later. 

&3 

A vinyl lining material for 
swimming pools of masonry or 
wood is in the form of sheeting 
with an adhesive back that 
sticks to the sides and assures 
complete waterproofing. 


To meet the growing demand 
for power by industry, Simplex 
has installed new equipment 
that allows cable cores of 
greatly increased diameters to 
be armored with CONDEX, 
the interlocking armor tape 
made by Simplex since 1924 


Printed pages can actually be 
made to talk by means of a 
Japanese invention. The back 
of the paper is treated like mag- 
netic tape and produces re- 
corded sounds when a reproduc- 
ing head is passed over the 
printed words. 


— 


Further information on 
these news items and on 
Simplex cable is available 
from any Simplex office. 
Please be specific in your 
requests. 

A new, thirty-nine-passenger 
bus for intercity service is 
claimed to have many advan- 
tages. It has a flat floor (no 
step-up to seats), a ‘“‘recreation 
area,” lavatory, reclining seats 
and air suspension. 

The size of electrical compon- 
ents may be further reduced by 
a process for putting tiny ger- 
manium transistors into printed 
circuits. 


Buildings are being erected 
with the use of balloons instead 
of derricks. 


L 


A method of projecting color 
pictures on a screen from black 
and white slides has been dis- 
covered. 

és 
An acknowledged leader of the 
cable industry in research and 
manufacturing skills, Simplex 
scientists and engineers present 
technical papers on a variety of 
subjects of interest to users of 
insulated cables. A _ list of 
papers read before the AIEE 
and other associations will be 
sent on request. 


“the American manufacturers of transoceanic telephone cables” 
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Underwater nerves take 
the “miss” out of missiles 


Test rockets fired from the | S. Air 
Force Test Range in Bahama 
Islands are tracked electronically from 
a series of check point ng their 
routes This close bservation detects 
the slightest variance from the missiles’ 
intended flight path. The vital com 
munications link for this work is a 
1400-mile Simplex submarine ible to 
Puerto Rico 1 product of the world’s 
most modern techniques in under-water 
cable manufacture 

For high voltage power transmission 
or the most exacting communications 
cables, Simplex’ research, engineering 
and manufacturing facilities are at your 
service 


SIMPLEX WIRE & CABLE CO. 


Cambridge, Massachusetts and 
Newington, New Hampshire 





OVERHEAD INSTALLATIONS 


4 hens ilem, [elie] +) 


SPLICES 


ODN 
Vinyl Tape } 


JUNCTION BOXES 


They'll be asking you for this 


NEW /¢czéc VINYL TAPE 
to speed tight-wiring jobs 


Here’s the latest new Porter electrical tape. It features an im- 
proved vinyl backing, made especially to speed up junction-box 
and other tight-wiring jobs. Also ideal for insulating tools—no 
outer wrap needed. Underwriters’ Laboratories approved. 


Single-wind Porter Vinyl Tape stays flexible at low temperatures, 
resists damage from harsh chemicals, abrasion and heat. A new 
high-tack adhesive and new winding and slitting techniques help 
prevent telescoping of tape and save space in tight places where 


compact winding is essential. 


Stock and sell new Porter Vinyl Tape, the latest in the growing, 
profitable Porter tape line. For complete information, write 
Quaker Rubber Division, H. K. Porter Company, Inc.; Philadelphia 


24, Pa., or Pittsburg, California. 


H.K. PORTER CoMPAny,. INC. 


QUAKER RUBBER DIVISION 





Training Tomorrow's Salesmen 
Continued from page 67 


of trained personnel for distributors 
but the course was oversubscribed 
before this publicity could be released 
However, the course will be open to 
all these groups as it 1s repeated in 
the years to come 
Because the course is designed 
specifically not to duplicate material 
in any of the many other trade-tech 
nical courses (this school also has 
courses in AC Theory, Electric Code 
and Ordinances, Electrical Mainte- 
nance, Electrical Motor Repair, and 
Apprentice Electrician Training) the 
demand is expected to become high 
from many non-distributor branches 
of the industry. On the waiting list 
for 1958-59, says Fred Cooper, 1s a 
group of 20 students from a nearby 
electrical contracting course who had 
an opportunity to “sit in” on the 
NAED course for one evening. 
e Attendance High—Student reac- 
tion has been excellent, Cooper told 
ELECTRICAL WHOLESALING. Attend- 
ance has averaged 40, he points out 
an exceptionally high percentage for 
adult courses. Arrangements _ be- 
tween the students and their distrib- 
utor employers have been on a per- 
sonal basis—with the possibility that 
some employers may be paying ove 
time, but if not, at least dinner ex- 
penses on the evening of the course 
The idea has been suggested that 
the employers offer cash bonuses to 
employees for successful course com- 
pletion, satisfactory attendance and 
examination grades, but the details 
have been held confidential by the 
NAED committee 
e Snowball Nucleus?—All this has 
been only the beginning, activity of 
the education committee of the south- 
ern region indicates. The group has 
spent nearly as much time outlining 
its procedure of organizing the course 
and reporting on its progress and suc- 
cess at the request of various NAED 
groups throughout the country, as it 
did in its original work on the course. 
Similar courses designed to ac- 
celerate the training of distributor 
personnel in “Electrical Supplies and 
Equipment, Product and Application 
Knowledge” by means of organized 
and intensive training rather than the 
traditional “rub off” method, are now 
being considered by NAED groups in 
several sections of the country. In 
Los Angeles, the committee is now 
considering an “advance course” to 


be held every two or three years 


For another view of the “accent on 
education” among electrical distribu- 
tors, turn to page 118. 
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the virden 


| . os . 
V-8046. Complete packaged ceiling $73.25 list. 
Slightly higher west of the Rockies. 


A 4’x 6’ “Packaged” Unit for Bathrooms, Kitchens 


For New Homes...Old Homes...Modernization 


The new Virden Sunshine Ceiling.* A complete package. Plan now to use it in your next job, 
packaged unit that installs quickly and easily new or old. See the model now on display at 

to any ceiling surface. Electrical channel sys- your Virden distributor, or write John C. 
tem fastens to ceiling — satin white suspended Virden Co., Dept. EW, 6103 Longfellow Ave., 
grid holds plastic diffusers (8!12’’ drop). Uses Cleveland 3, Ohio. 

six 100W incandescent lamps to flood the room 

with even, glare-free “‘sunshine’’. A sure-fire 

sales clincher in new homes. A terrific plus- Virden { 
profit maker for use in existing homes or on Distributors — Nlote! 
modernization jobs. Builders and contr 
this ad in their ma 
your model is on d 


actors will see 
€azines. Be sure 
isplay! 


Luminous ceilings promise to be the next big 
development in home lighting. Virden brings 
it to you now in a complete easy-to-install 
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DUPLEX 
RECEPTACLES 





SELL FASTER 


AND INCREASE YOUR 
SALES AND PROFITS 


ELIMINATE CALLBACKS 


SAVING TIME AND MONEY 
FOR YOUR CUSTOMERS 


4 NEW MODERN DESIGN 


NO GROOVES TO CATCH DUST 


qSTURDIER BAKELITE BODY 


FOR TODAY’S HEAVIER WIRING 


CAT. NO. 978—WITH PLASTER EARS 
CAT. NO. 977—WITHOUT PLASTER EARS 


AVAILABLE IN BROWN OR IVORY 
, UNDERWRITERS LISTED 
CSA APP. No. 6914 


<a 


mi. | HEAVY 


i) << DUTY 
ASSURES MAXIMUM f | DOUBLE 


EAGLE PRESSURE PRINCIPLE oa 


CONTACT AREA WITH PRONG 


LARGER HEAD 
BINDING SCREWS 
BACKED AND STAKED 
FOR QUICKER WIRING 
TAKE TO +10 WIRE 


» wwe 
Comeeemeag-4\\ CONTACTS 
=p } ARE 
Dg PRACTICALLY 
Diy} INDESTRUCTIBLE 


SOLD THROUGH WHOLESALERS ONLY 
SEND FOR FREE SAMPLE 








NAED Reports to Industry 





Continued from page 88 


and trade schools in their areas and 
to local offices of the Chamber of 
Commerce and other agencies hav- 
ing to do with business development 
and job recruiting 

One copy each will be mailed to 
every public and parochial high school 
in the country and to all trade 
schools. The guidance teacher in each 
school will be able to order additional 
copies from the association for any 
interested students. 

The U. S. Department of Labor 
will distribute copies to each of its 
local employment offices around the 
country. The Labor Department’s 
Bureau of Apprenticeship & Training 
will also make mailings of the NAED 
careers booklet to all of its regional 
and district offices. 

In all, close to 35,000 copies of 
this recruiting booklet will be put into 
circulation by the association’s Edu- 
cation Committee long before gradua- 
tion time in June of this year. 

If it makes high school graduates 
conscious of the electrical wholesale 
distribution industry as a means of 
their livelihood and if it makes them 
want to investigate the possibility of 
seeking employment in a local firm 
of their choice, this careers booklet 
will have served its purpose. 

After that, it is up to the individual 
electrical distributor to follow through 
on whatever course of action best 
suits his company’s needs. 





Salesman—A Purchasing Agent 
Continued from page 51 


tions—they have a closer contact with 
the entire transaction. 

Overall, Milner emphasizes that the 
policy has worked out very well, and 
has secured the company more jobs 
than it ordinarily would have received. 

“We believe that the ability of a 
salesman should be used to the maxi- 
mum,” Milner adds. “A salesman must 
be good to be of benefit to an organi- 
zation. A salesman who is good at 
selling, and can also perform other 
functions, is invaluable and can better 
assure a satisfactory profit margin for 
the firm. 





Farrell-Argast Readies 
Branch Opening in May 


INDIANAPOLIS—The Farrell-Ar- 
gast Electric Co. will open a branch 
operation in May here. A full line of 
supplies will be carried by the distrib- 
utor in the new building, which will 
contain about 10,000-sq ft. 
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... that job calls for 
COLUM BIA 


the new FLEXIBLE 
LIQUID-TIGHT 
ELECTRICAL CONDUIT 


IT’S LIQUID-TIGHT! 


Flex-Seal has been designed specifically to meet the most adverse condi- 
tions—in chemical plants, machine shops, printing plants, food plants, 
breweries—any installation, indoors or outdoors, subject to moisture, 
coolants, salt air, corrosive fumes, chemicals, greases, abrasives, and 
other conditions that create hazardous wiring with ordinary conduit 


BETTER! IT’S SUPER FLEXIBLE! 
® 


Because it bends easily to small diameters and because it fits the tightest 


MOLDED ON VINYL JACKET corners and most irregular shapes, Flex-Seal is ideal for wiring on machine 


tools, motors, pumps, air conditioning towers, outdoor amusements, 


(not a sleeve! conveyors . . . machinery of every type 


IT’S ECONOMICAL! 
JACKET CANNOT RIDE 


Because the first cost is the last cost, Flex-Seal means genuine economy 


OR SLIP BACK It eliminates maintenance and prevents costly shutdown. Flex-Seal is easy 


to install too, cuts easily on the job without special tools. And, its machine 


FITTINGS GRIP SECURELY gtey finish stays cleaner-looking longer 


2 TYPES TO MEET EVERY REQUIREMENT 


with bonding strip 
Approved by 
Underwriters 
Laboratories 


Sizes: 3% through 2” Color: Machine Grey Sizes: 34" through 14%" 
For installation with standard liquid-tight electrical fittings 





COLUMBIA CABLE & ELECTRIC CORP. 


255 CHESTNUT STREET tele) 454, oe, mai 


Non-Metallic Sheathed Cable MT. Flexible Stee! Conduit 
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INDUSTRY-WIDE PROGRAMS 


NWB Offers Slides, Kits 
THE NEW | To Boost C I Wiring Sales 
| NEW YORK—A color slide pres 


entation, available from the National 
Wiring Bureau, is designed to enlist 
local support for the bureau’s new 
commercial/ institutional wiring pro- 
gram. It is available for use by elec- 





trical wholesalers, electric associations, 
adequate wiring bureaus and other 
firms, groups or persons interested in 
promoting the wiring program to con- 
tractors, etc 
“The Care and Feeding of Cash 
Registers” points up the size of the 
commercial market: $22'% billion in 
wiring and electrical service equip- 
ment projected for the next 10 years. 
Then comes the story of how to cope 
with this market, as seen by the NWB 
The presentation includes 59 slides 
and a 20-minute script. Also available 
are copies of a “How-To” kit released 
by the bureau. One may be handed 
to each member of the aud'ence as 
a follow-through at the conclusion of 
i=. - 4 =H —) a O14 meetings where this presentation is 
offered 
i oH a Information on slides and kits can 
be secured from the National Wiring 
Bureau, 155 E. 44th St., New York 
A. me 


featuring 
A New Conception in Hinged Frames AHLI Plans to Organize 


for Recessed Lighting Fixtures = resign 


Available in two sizes—the 1014 Series chapters to promote Live Better Elec- 
(150W), and the 1317 Series (200- trically’s Medallion Home program 
300W). These units utilize ‘‘Dielux"’ and help develop the Academy of 
die cast frames employing the revolu- Lighting Arts have been announced 
tionary new ‘‘PRESLOK"’ principle which by the American Home Lighting In 
allows “‘finger-touch” opening and stitute ; 
closing. Spring loaded hinge enables Details were revealed Feb. 4 at the 
inner frame to be easily removed for first national residential lighting con- 
maintenance. Lamp and socket are in ference sponsored by AHLI at Nela 
vertical position so that the unit may be Park. Cleveland. Fifty conferees in- 
serviced with relamping pole. Units cluded fixture manufacturers—mem- 
PRESLOK’" employ critically bers of the institute—and distributor 
Principle engineered full associate members 
pass aad reflector for maxi- “We hope to activate chapters in 
Die Cast ‘ mum performance. the 25 states and two Canadian prov- 
nner Frame inces where our 106 distributor mem- 


Plans to organize local 


\ a 
. 060 *'Dielux 
Die Cast 
Outer Frame 


Con ealed Allen . P bers are located,” reported Ted Cox, 


Screw Mok P : 
nt tenes feet one — AHLI’s managing director 
(When Specified) — for 7 e Guidebook—He also announced 
‘ that AHLI has prepared an organiza- 
With a touch of the finger or lamp pole ' tion guidebook telling local groups 
changer the inner frame with lens swings \ we \ how to organize and how to tie in 
down for cleaning or relamping, yet locks with the Medallion Home program 
firmly in closed position. Special shock ab- and the academy : 
Write for your co : ad 
sorber prevents glass breakage. d 7 The chapter guidebook prepared by 
Available in a wide range of glass and lens of the Complete the institute gives specific instruct’ons 
styles as well as several frame finishes. PRESCOLITE Catalog for forming a chapter, selecting offi- 
} cers, raising funds and carrying out a 


PRESCOLITE MANUFACTURING CORPORATION program. Copies are available from 


HOME OFFICE: 2229 Fourth Street, Berkeley, California the American Home Lighting Institute, 
FACTORIES: Berkeley, Calif. © Neshaminy, Pa. © El Dorado, Ark. 360 N. Michigan Ave., Chicago, Iil. 
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never before! 


COMPACT, LOW-WEIGHT CONNECTORS 
WITH HIGH CURRENT RUPTURING RATINGS* 


PYLE-STAR-LINE 


e -« 


The new industrial series “C” Pyle-Star-Line con- 
nectors combine unique insulation and construc- 
tion characteristics which make possible extraor- 
dinarily high circuit breaking ratings for the size 
and weight of the shell 


“Sandwich Insulation’’—a resilient silicone insula- 
tion disc which floats between two rigid discs 
absorbs shock and vibration and permits the con- 
tacts to align themselves. The silicone, under pres- 
sure, reacts like a fluid. It flows into all crevices 
about the contact pins and sockets — positively 

prevents moisture or dust 


Conventional 
Plug Plug 


Receptacle 


Tough Hard Anodic Coating of shell has high di- 
electric qualities. A minimum of 1800 volts is re- 
quired to puncture it. 


Rugged, Compact, Low-Weight Shell machined from 
high tensile strength aluminum...combined with 
the unique insulation features provide a safe re- 
liable, easy-to-handle connector which is highly 
resistant to the most punishing extremes of tem- 
perature, pressure, shock, vibration, corrosive dusts 
and moisture. Advantages never before combined 
in a single, standardized connector! 

*Listed by the Underwriters’ Laboratories, Inc. in 


30, 60, 100, and 200 ampere, 600 volt A.C. cir- 
cuit breaking ratings. 


Pyle-Star-Line 


: J from passing through the 
— insulation or accumulating 
to cause failures from short 


circuits or grounds. Write for 62-page catalog, No. 1252-1 


Contact Inserts 


THE PYLE-NATIONAL COMPANY 


WHERE QUALITY IS TRADITIONAL 
1352 North Kostner Avenue, Chicago 5], Illinois 


BRANCH OFFICES AND AGENTS IN PRINCIPAL CITIES OF THE U.S. AND CANADA + CANADIAN AGENT. THE HOLDEN CO., LTD 
MONTREAL + RAILROAD EXPORT DEPARTMENT: INTERNATIONAL RAILWAY SUPPLY CO., 30 CHURCH ST., NEW YORK 7, N.Y. > 
INDUSTRIAL EXPORT DEPARTMENT: ROCKE INTERNATIONAL CORP., 13 E. 40TH ST... NEW YORK 16, NLY 


CONDUIT FITTINGS + PLUGS AND RECEPTACLES + LIGHTING FIXTURES FLOODLIGHTS 
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C@QRNISH- WIRES - CABLES 
CORD SETS 


2 
sel 
kf < 

Cvernight service ANYWHERE, from our 15 
conveniently located branch warehouses 
covering the country from coast to coast. 
You reed never be out of stock on any 
CORNISH wire products. 


Se Handle 


Portable Service Cords in popular 


packed four 250-ft. spools to’a carton, 
ndividual containers thot eliminate co 
repacking. This modern put-up speeds ship- 
ping, receiving, over-the-counter ACTION, 


COROPRENE TYPE SJO 


+ 


oe Ielentily 


CORNISH makes it easy for you to distinguish 
instantly the Service Wire wanted — by print- 
ng specifications plainly right on the jackets 
- facilitating alehale anal) ial stock and rela! the iot . 


This nationally known, all-inclusive line of Cords 
and Cord Sets—in rubber, plastic and neoprene—makes 
it possible for you to fill all requirements of Farm, 
Home and Industry — with a complete QUALITY line, 
easy and PROFITABLE to sell. 


CORNISH WIRE CO., unc. 


50 Church Street ' New York 7, N.Y. 


REPRESENTATIVES 


Rt @ CHAR TTE 
ALLA DENVER 
@ MINNEAP 

S @ SAN FRANC 








Wichman, Pritchard Have 
New Duties at Gesco 


NEW YORK—William C. Wich- 
man has succeeded Charles R. Pritch 
ard as general manager of the General 
Electric Supply Co. div. of General 
Electric Co. Wichman, a GE vice 
president, will administer his new as 
signment from Gesco headquarters in 
Bridgeport 

According to James H. Goss, vice 
president and group executive fo! 
GE’s consumer products group, who 
made the announcement, Pritchard 
has been appointed a special consult 
ant to the Gesco div He called 


C. R. Pritchard W. C. Wichman 


Pritchard “an acknowledged leader in 
the field of marketing,” and main 
tained that his “streamlined approach 
to the diverse Gesco distribution ac 
tivities has contributed greatly to the 
division.” 
e Field Experience—Goss also re 
ferred to Pritchard’s “years of ex 
perience in the field” in stating that 
he would continue to work closely 
with the division and Wichman 

Pritchard joined GE in 1918 in his 
hometown, Birmingham, Ala. From 
1920 to 1932 he was with Matthews 
Electric Supply Co. as sales promotion 
manager for the Birmingham electri 
cal distributor 

He joined Gesco at Atlanta in 1932 
and was appointed national sales man 
ager at Bridgeport i In 1949 
he was elected 
Gesco and in 1950 preside ind a 
director. He was appointed general 
manager of the distributing organiza 
tion when it became a GE division 
January 1956. In March of that 
he became a GE vice president 
e Varied Background Wichman 
was, until March 1, general manager 
of GE’s industrial power components 
div., which is be'ng discontinued. He 
joined GE in I‘ was engaged in 
industrial cost accounting at the com 
pany’s Erie, Pa Wayne, Ind 
works for many I 

In 1951 he sumed the post of 
general manager of the component 
products div. in Ft. Wayne. He held 
this position until December 1952 
when he was elected a GE vice presi 
dent and made general manager of 
industrial power Omponents div 
Plainville, Conn 
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Give Your “Old Work” A Profit Lift with 


OW RACO 
GANGABLE 


GRIPTITE BOXES» 


No. 425 GRIPTITE 
2" Deep 
Without Clamps 


@ GRIPTITES ARE EASIEST TO INSTALL 


@ WORK PERFECTLY IN ANY TYPE WALL—WOOD, 
WALLBOARD, PLASTER, CONCRETE, BRICK 


@ EXPANSION-ANCHORS FASTEN BOXES SECURELY 


® 2-GANG GRIPTITES IDEAL FOR KITCHEN 
EXHAUST, CENTRAL AIR CONDITIONING SWITCHES 


*“—) 
i 
= 


« 


ry 


> n* 
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No. 487 GRIPTITE 
2'/,"" Deep 
with Non-Metallic Clamps 


You Can Always Rely on Raco 


You get fast installation with Raco gangable Grip- 
tite boxes. Make old work installations more 
profitable. Single or ganged, Raco Griptites anchor 
securely in any type of wall. Next time make a Raco 


Griptite installation and show a profit on old work! 


Race ALL-STEEL EQUIPMENT INC. 


AURORA, ILLINOIS 
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HARVEY 


HUBBELL, 


HIGHEST QUALITY 


WIRING DEVICES * MACHINE SCREWS 


Dept.D BRIDGEPORT 2, CONNECTICUT 


ANNOUNCING 
the new A.C. 


presSwitch 


Cat. No. 1251-I 


15 amps., 120-277 volts 
Single pole A.C. “Presswitch” 
with thru-connection and ivorine nylon button 


Introducing ‘‘Presswitch,”’ the revolu- 
tionary new Hubbell press-type A.C. 
switch ... a press,it’s on; a press,it’s off 
... the smoothest, most convenient and 
most efficient A.C. switch in Hubbell’s 
famous switch family. ‘‘Presswitch’’ 
responds to the gentlest press or touch 
of the finger or nudge of the elbow. It 
is as much at home in a factory as in 
a living room. Its attractive styling 
blends with any interior and its rugged, 
precision molded construction repre- 
sents a new standard of durability and 
dependable operation. 

Now available at your nearest Hubbell 
distributor in single pole, double pole, 
three-way and four-way. 


WIRING DEVICE 
OFFICE AND WAREHOUSE 
LOCATIONS 
Bridgeport 2, Connecticut 
State and Bostwick Streets 


Chicago 7, lilinois 
37 South Sangamon Street 


Los Angeles 12, California 
103 North Sento Fe Avenve 


Sen Francisco, Californie 
1675 Hudson Avenve 


INC. 


Delles 7, Texas 
1111 Dragon Street 
IN CANADA: 


Scarborough, Ontario 
1160 Birchmount Road 





FIRST ‘‘Ferguson Electronic Scholarship” 
winner, Hugh Patrick Granfeldt (right 
receives award from Detroit distribut 
H G it erg n 


donor 


half of affiliated 


Cadillac-Ferguson Sets 
Science Scholarship Fund 


DETROIT—Hugh Patrick Granfelt, 
18, a February graduate of Cody High 
School, was named the first winner of 
a science scholarship award established 
by Cadillac Electric Supply Co. and 
Ferguson Electronic Supply Co., af 
filiated companies 

Herbert G. Blumberg 
vice president of ¢ ESCO, states that 
the grant of two scholarships per year 
(one each total $1,- 
500) to Detroit high school graduates 
is aimed at “helping alleviate the short- 
age of trained personnel in the elec 
tronics industry.” 

The scholarship award provides one 


executive 


semeste! value 


year’s tuition, plus books and supplies, 
for study towards a certificate in elec- 
tronic communications engineering at 
a Detroit technical school 

Three competed for the 
first “Ferguson Electronic Scholar- 
ship.” Each of the runners-up received 
a $25 I 


students 


S. government savings bond 


Rumsey Electric Co. Lists 
New Management People 


PHILADELPHIA—New appoint- 
ments at Rumsey Electric Co., an- 
nounced by J. B. Harris, Jr., president 
of the distributor organization, include 
William T vice president 
and chairman-management = group; 
Howard H. Sheppard, vice president 
and manager-electrical equipment 
dept.; and T. W. Lauer, sales manager 
and assistant vice president-electrical 
supply dept. 

Also, T. M 
and assistant 


Johns, Jr., 


Gottschalk, secretary 
treasurer; R. J. Keller, 
sales manager-electrical industrial 
dept.; and E. A. Bailey, assistant man- 
ager, transformer dept 
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Okocord flexible cables have proved their ruggedness and de- 
pendability on tough, demanding applications like this open 
hearth charging buggy that must operate around the clock. 
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Steel mill service... proof that your customers 
will be satisfied when they use Okocord portable cables 


tread toughness and extra flexibility that come from 
being cured in a continuous metal mold. The Okocord 
conductors have maximum flexibility because they 
are made of fine copper wires twisted together with 
a short lay. 


The charging machine above is controlled by Oko- 
cord flexible cables. They have to withstand constant 
heat and abrasion. And they’re wound and unwound 
about a small reel every time the charging arm 
enters the furnace—literally hundreds of times 
every day. 

No matter what kind of operations your customers 
have, it will pay them to remember that Okocords 
are used for tough applications like this because 
they’ve been proved in service in steel mills . . . and 
in every other kind of plant. The rugged Okoprene 
sheath has superior flame resistance . . . plus the tire- 


Add to this Okocord’s carefully-selected, tough, 
heat-resisting insulation and Okonite’s reputation for 
superior engineering and manufacture . . . and you’ll 
see why you should specify Okocord for every tough 
portable cord and cable application. Get details 
from your Okonite salesman or write for Bulletin 
WH-451 The Okonite Company, Passaic, N. J. 


*This product formerly carried the trade nome Hazacord 


where there’s electrical power .. . there’s  @ ] KO Re é TE CA =] L e 


4810 





VARIABLE VOLTAGE 


ADJUSTORS 


The tremendous increased use of electricity over the last 10 years in 
factories, commercial buildings, and stores has taxed the facilities of 
power companies. As a result, the demand for electric power has 
created such a drain upon the available supply that low voltage condi- 


tions have been created in 





many of our cities. 





When such low voltage 








conditions occur, electric 
motors fail to develop 
their required torque, 








heating equipment takes 
longer or fails to reach 
temperature requirements 





and electronic equipment 


























Line voltage variations in typical area during the course of a day's load 


on 


ine. 


(which usually is designed 
to close 
tions) often become in- 
operatable. 


voltage limita- 


In an attempt to lessen 
the extent of voltage drop, some power companys have provided dis- 
tribution transformers that supply higher than the accepted nominal 
line voltage. This then provides an over-voltage condition during 
periods of the day and causes motors to overheat, eventually resulting 
in charred windings and burn-outs. To show how over-voltage affects 
motor temperature, a locked-rotor, laboratory test was made on a 
4 hp split phase motor with thermo-couple inserted in the windings. 
At 115 volts, this motor’s temperature rose from 80° to 350° F. in 8% 


To solve these fluctu- 
ating voltage conditions, 
supply your customers 
with Acme Electric var- 
iable voltage adjustors 
Manually operated they 
can be adjusted to cor 
rect a low voltage to 
normal or correct a 
high voltage to the 
normal requirements of 
all electrical powered 
equipment. Available in 
ratings from 150 watts 
to 15 KVA. Write for 
Bulletin VA 312 


minutes. But at the 
140 volts tempera- 
ture reached 350° 
in only 3% min- 
utes. 


ACME ELECTRIC CORPORATION 


674 WATER STREET 


CUBA, NEW YORK | 
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What you should know about — 





Workshop-Forum Views 
Industry Products, Future 


ROCHESTER, N. Y.—The Indus- 
trial Electrical Workshop and Forum 
held here March 12-13 under the 
auspices of the Electrical Assn. of 
Rochester was designed to give local 
industry the latest information on elec- 
trical equipment and techniques, and 
to view the long- and short-range fu- 
ture of the electrical industry. 

e Exhibits—Over 30 booths in the 
hall at the Chamber of Commerce 
building showed recent developments 
in electrical equipment, products and 
their application. Exhibits were open 
from noon until 10 pm on both days 
of the event. 

e Dinner Meetings — Featured 
speaker for the kickoff dinner on the 
first day of the workshop was Fischer 
Black, editor, Electrical World maga- 
zine, discussing the near future of the 
electrical industry. Those attending 
the windup dinner on March 13 heard 
H. W. Poole, marketing consultant for 
General Electric Co., making a long 
range forecast. 

e Forums—Three 
uled for Wednesday evening, and 
Thursday afternoon and evening— 
covered these subjects respectively: 
plant service and distribution, motors 
and controls, and electronics and au- 
tomation. Each forum consisted of a 
panel discussion by specialists in each 
of these fields followed by a 30- 
minute question and answer session. 

The workshop and forums were for 
industry personnel only and were not 
open to the public. 

R. W. Baschnagel was general chair- 
man of the association committee for 
the event and Alvin Mueller, assist- 
ant chairman. William S. Barclay, 
sales manager for Requa Electrical 
Supply Co., was chairman of exhibits. 

Association officers include presi- 
dent Harold Linder, of Graybar Elec- 
tric Co., Inc., and treasurer R. A. 
(Jack) Whitford, also of Requa Elec- 
trical Supply. 


forums—sched- 


Rogers Electric, Dallas, 
Builds New Showplace 


DALLAS—A new $200,000 build- 
ing for Rogers Electric Supply Co. is 
under construction and should be 
finished by mid-summer. 

The two-story structure will house 
Rogers’ offices and displays in its 
15,000-sq ft with 6,000-sq ft devoted 
to showroom displays, especially of 
lighting fixtures and commercial light- 
ing equipment. 

Rogers Electric Supply was estab- 
lished three years ago. W. A. Rogers 
is president; Harold Danchik is vice 
president and lighting engineer. 
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Sealtite, attached to a Speed Regulating Amplidyne MG set, is connected to conduit embedded in con 


For Atlantic Stee/ Company .. . 


Flexible, liquid-tight Sealtite 
cuts parts replacement down-time in half! 


Sealtite’s flexibility makes any parts-replacement job quick 


and easy—especially in cramped quarters. For the Atlantic 
Steel Company, Atlanta, Georgia, it meant cutting their 
down-time in half. 

But this is only one way in which Sealtite can help you 
save. Where there’s vibration to be absorbed, where the 
conduit must flex or be moved or meet misaligned out 
lets—Sealtite* is ideal. 

It costs less to install. It often outlasts unprotect« d rigid 
conduit. Sealtite has a tough extruded polyvinyl jacket 


that resists moisture, oil, dirt. 


CUTAWAY SECTION of 
Type U.A Sealtite 


©---SEALTITE sad ae ee eee 


jacket wer flexible . 

ai \ il core Copper onduc- 
; tor wound spirally 
COPPER BONDING CONDUCTOR side conduit git 
tive ground. 


es posi 


LISTED UNDER LABEL SERVICE PROGRAM 
OF UNDERWRITERS’ LABORATORIES, INC 


FOR YOUR CUSTOMERS be re 

ask you for the genuin 

“Sealtite” every foot on the 

Sealtite— U.A. and E.I Availabl y 
standard cartons and on nonreturnable reels, at n 
cost. Free Booklet S-539 gives full information on S« 
Write: The American Brass mpany, American 
Hose Division, Waterbury 20 

Anaconda American Brass | 


Sealtite is approve d by ( 


Insist on | : (8) E 
the conduit marked 


FLEXIBLE, LIQUID-TIGHT CONDUIT 


an ANACON DA product 





Double-barrel solution 
to all wiring problems! 


aa aa . 2 £ 
. ve . 
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Longer lasting CHESTER Plasticord-Plasticote wires, and 
nylon and teflon®* insulated conductors, are available in stand- 
ard or custom constructions for every requirement. All are 
ervice-proven for complete reliability for the specific appli- 
cation for which they are engineered. And equally reliable, is 
the service behind them...from “crash” deliveries to engi- 
neering assistance on the design of 

special purpose constructions! 








t fe | 
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( ae 4 / 
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—for Smooth Pliability with Super-Durability 


LARM AND SIGNAL WIRE OFFICE ANNUNCIATOR CABLE 
ARMORED BUSHED CABLE OIL BURNER IGNITION CABLE 
CONTROL WIRES SWITCHBOARD WIRE 
FIXTURE WIRE TELEPHONE WIRE 
FLEXIBLE CORD THERMOSTAT CABLE 
FLEXIBLE STEEL CONDUIT TV LEAD-IN WIRE 
HEATER CORD TW BUILDING WIRE 
MACHINE TOOL WIRE UF NON-METALLIC SHEATHED CABLE 
NEON SIGN CABLE WEATHERPROOF WIRE 











CABLE CORP. 


_E CHESTER 


— - 


20 HILL STREET, CHESTER, NEW YORK, U.S.A. 
PIONEER PRODUCERS OF PLASTIC INSULATED WIRES AND CABLES 
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CALENDAR OF EVENTS 





APRIL 


INuminating Engineering Society 
Northeastern Conference 
Statler Hotel 
Hartford, Conn 
April 10-11 


Rocky Mountain Electrical League 
Annual Convention 
Shirley Savoy Hotel 
Denver, Colo 
April 13-20 


Illuminating Engineering Society 
East Central Conference 
John Marshall Hotel 
Richmond, Va 
April 14-15 


1958 Electronic Components 
Conference 

Symposium 

Ambassador Hotel 

Los Angeles, ¢ ilif 


April 22-24 


Electrical Maintenance Engineers of 
Milwaukee 
16th Industrial Electrical Exposi- 
tion 
Wisconsin Electric Power Co. Aud 
Milwaukee, Wis 
April 23-24 


Illuminating Engineering Society 
South Central-Southeastern Con- 
ference 
Lafayette Hotel 
Little Rock, Ark 
April 24-25 


Illuminating Engineering Society 
Southwestern Conference 
Washington Youree Hotel 
Shreveport, La 
April 28-29 


American Institute of Electrical 
Engineers 
Middle Eastern District Meeting 
Sheraton-Park Hotel 
Washington, D. ¢ 
April 28-30 


MAY 

Illuminating Engineering Society 

Midwestern Conference 

Hotel President 

Kansas City, Mo 

May 1-2 
American Institute of Electrical 
Engineers 

Great Lakes District Meeting 

Michigan State University 

East Lansing, Mich 

May 4-6 
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CLARK Type"PML'’ 
LATCH RELAYS 


— have all features of 
CLARK Type ‘PM’ Relays, 
including SECTIONAL 
POLE CONSTRUCTION 


@ LATCH MECHANISM replaces 2 
poles of Type “PM” relay directly 
above relay magnet. 


LATCH ASSEMBLY easily removed 
or replaced as a unit by removing 
wiring and only two screws. 


LATCH UNIT has its own magnet 
operates independent of relay 
magnet. No adjustment to get out 
of order. 


LATCH COIL is built for continuous 
duty—eliminates need for use of 
relay pole to cut out coil when unit 
is energized. 


SPRING-LOADED LATCH holds 
contact arm in energized position 
after relay magnet has been de- 
energized. Releases only when latch 
coil is energized. 


LATCH WEARING SURFACES are 
nylon against phenolic— minimizing 
friction and wear, and assuring 
longer life. 


@ LATCH UNIT is completely insulated 
from relay contacts. 


CLARK 
Type “PML 
4-Pole 
Latch Relay 








CLARK Type “PML” LATCH RELAY 
> 


Clark latch relay in row with Clark Type “PM” relays. Note horizontal alignment. 


OLD STYLE 
LATCH RELAY 

















Latching and non-latching relays of conventional design. 


CLARK Type "PML" 


LATCH RELAY 


saves panel space by lining up with 
standard CLARK Type “PM’ relays 


Clark Type “PML” mechanically held, latched-in Relays have the same basic 
“modular” design as Type “PM”, which have set new standards for flexibility 
of panel arrangement and economy of panel space. Contrasted with other 
latch relays, where the latch mechanism extends several inches below the 
magnet assembly, they have the same vertical dimensions as corresponding 
Type “PM” models—lining up perfectly with them, as shown above. The 
range of models shown below includes sizes and types to meet every demand 
for a 10-ampere latch relay. 


For complete eanceineaie write for Bulletin 7305-PML 


Tie CLARK € CONTROLLER Company 


Everything Under Control 1146 East 152nd Street . Cleveland 10, Ohie 


CANADIAN CONTROLL ‘ MIT . MAIN FF e AN PLANT, TORONTO 


10 POLE ALTERNATE ALTERNATE ALTERNATE 
3 POLE 4 POLE 6 POLE 


eS tiem * _¥ 








Shawmut “‘t-d” Renewables have the best time delay characteristics 
of any renewable fuse. The t-d link gives maximum time delay protec- 
tion in the higher current ranges as well as in the overload zone. 
Short-circuit operation is instantaneous, along with a reduction in 
the rate of rise of recovery voltage. The t-d link notches blow one 
after the other with rheostat-like action. 


Precision-made. No soldered, welded or steel parts. Simple, sturdy, 
dependable. Easy to install, take apart or renew. Interchangeable links, 
renewable parts. Large silver-plated contacts. Adequate 2-way venting. 


Complete fuses and/or renewal links are available for either 250 or 
600 V circuits; in ferrule ratings, from 0-60 Amps.; in knife-blade 
ratings, from 70 to 600 Amps. 


Order now or ask for t-d Bulletin 500 


*U.S. Patent No. 2,560,138 The Chase Shawmut Co. 1958 


THE CHASE-SHAW MUT co. 
374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
Subsidiary of |-T-E CIRCUIT BREAKER CO., Philadelphia, Pennsylvania 
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Illuminating Engineering Society 
Inter-Mountain Conference 
Whitman Hotel 
Pueblo, Colo. 

May 8-9 


National Industrial Service Assn. 
25th Jubilee Celebration 
Hotel Roosevelt 
New Orleans, La 
May 11-14 


Illuminating Engineering Society 
South Pacific Conference 
El Cortez Hotel 
San Diego, Calif 
May 12-13 


Pacific Coast Electric Assn. 
Annual Convention 
Hotel del Coronado 
Coronado, Calif. 
May 14-16 


National Fire Protection Assn. 
Annual Meeting 
Palmer House 
Chicago, III 
May 19-23 


Illuminating Engineering Society 
Pacific Northwest Conference 
Multnomah Hotel 
Portland, Ore. 

May 22-24 


JUNE 


National Association of Electrical 
Distributors 
50th Anniversary Convention 
Civic Auditorium 
San Francisco, Calif. 
June 8-12 
Meetings, addresses, 
conference booths 


awards, 


Edison Electric Institute 
Annual Convention 
Convention Hall 
Boston, Mass. 

June 9-12 


Construction Industries Exposition & 
Home Show 

Pan Pacific Auditorium 

Los Angeles, Calif. 

June 12-22 


Illuminating Engineering Society 
Great Lakes Conference 
Sheraton Hotel 
Rochester, N. Y 
June 23-24 

American Institute of Electrical 

Engineers 
Summer General Meeting 
Buffalo, N. Y. 

June 23-27 
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Your next sale could start here 


National advertising support... 


your own selling efforts are backed by 


This is one of many Rome ads your 
customers are seeing in important elec 
trical magazines right now. These ads 
support your own sales effort by in 
forming your customers about new OI 
improved applications of Rome wire 


and cable. 


When you stock Rome’s im- 
proved Type SE Service Entrance 
Cable, you have a versatile cable that 
you can recommend for75° C. operation 
in either wet or dry locations. As your 
customers are learning by reading the 
above illustrated ad, they can save up 
to 15% on the cost of 100-amp service 
for new housing or modernization jobs 
when voltage drop is not a problem 
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Because it has an outer covering of 
neat, flame and moisture-resistant 
glass-cotton braid, this SE cable can 
be installed directly on the outside of 
a building without conduit protection 

The advantages of Rome's improved 
Type SE Service Entrance Cable work 
tor you, too 


Easy storage. Will withstand severe 


storage conditions without getting 
tacky and with no deterioration 


ROME 


Cc h6O OR 


P O R 


regular ads in national trade maga 
zines. This advertising helps to create 
demand for this particular cable and 
that can mean faster turnover 

( able sales are surer when you Can 
show customers the cable they've read 
about. Contact your Rome Cable rep 
resentative for further information, or 
write to Dept. 371, Rome Cable Cor 
poration, Rome, New York 


CABLE 


A T O N 





PEOPLE IN THE NEWS 








NEW | TECHNICAL GUIDE | BY 


CLAYTON MARK 


HELPS YOU SELL MORE CONDUIT 











—F E c bs 
HE CONTRACTOpe’ | 
FAVOR; ROBERT j. MORS has been appointed 
general sales manager at Benjamin Elec 
€ “a "= a 


J tric Mfg. Co., Des Plaines, Illinois. He 
$ imme! joined the lighting equipment manufac 
« qa : turer in sales service more than 20 year 
ago later represented the firm tr Chicago 
and Kansas City for over 11] years. He 


~+ 


was a tant sales manager until recently 





: 1 
in SOTA ; 
al jee ’ j 
5S \ Okey Lee B. Thomas is retiring as presi- 
CIR ti to. dent of Thomas Industries, Inc., 
es ° Louisville, while continuing as board 
a . chairman and chief executive officer 
Frederick Keller, the company’s vice 
president and director of sales, has 
been elected president and a board 


member 


George Lawler has been promoted 
to general manager of Tafel Electric 
& Supply Co., Louisville, succeeding 
Paul Tafel, Sr., who is_ retiring 
Lawler has spent 38 years in the 
electrical business—28 years’. with 
Tafel, he reports 

Arch Warden has been named a 
vice president of Xcelite,  Inc., 
Orchard Park, N. Y. He will con- 
tinue as sales manager. A. J. Holmes, 


25,000 Conduit Users will see this | caledy Eeleend Stelle tn 0999. tee See 
joined Xcelite in 1957, has been 
GUIDE in QUALIFIED CONTRACTOR __ »ointed assistant sales manager 


Herbert Blumberg, vice president 

To acquaint the many thousands This colorful, illustrated guide is of Cadillac Electric Supply Co. and 
of electrical contractors, archi- packed with useful data and spe- esgueen Electronic Supply Ca. De 
‘ } . A eee . | troit, was named to the city’s new 
tects and consulting engineers cification tables. It will enable o . ” 

™ ; blue ribbon” Industrial and Com- 
with the outstanding advantages _ your salesmen to follow through mercial Development Committee. 
of its ELECTRICTUBE EMT and on Clayton Mark’s outstanding Blumberg is one of 26 leading citizens 
Rigid Conduit, CLAYTON MARK, contractor program that will in industry, business and labor named 
the pioneer in the conduit field _ pre-sell your customers. WRITE to the group, and the only represents- 

, ' nF ; ' tive from his industry division. 

for nearly half a century, is run- TODAY for copies of this useful 
ning this brand new, three-color guide. You will sell more con- 
TECHNICAL GUIDE as an insert duit by tying in with this new sales for the General Electric Co. 
or “hae ais Le. ' Ballast dept., with headquarters in 
in the April issue of QUALIFIED program. Make 1958 your most Danville. Ill 
CONTRACTOR. profitable conduit year. 


Eugene C. Pauly is manager-indoor 


Howard J. Thomas has been ap- 
| pointed manager-wholesale and utility 
Cc LAYTON MA RK & C¢ oO M PAN Y sales for the Lamp div. of Westing- 

house Electric Co. He is moving from 

1900 Dempster St., Evanston, Ill. Cincinnati, where he has been lamp 

| division district sales manager since 

ieee Pioneers in Thinwall and Rigid Conduit since 1910 | 1950, to Bloomfield, N.J., division 

Bane. | headquarters. 


LA 
cA 72 
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Outdoor lighting from one responsible source — 
Widest line of matched lighting fixtures 
simplifies ordering, billing, pricing 


Here are the facts of light: Revere’s catalog lists By ordering from one source paper work is mini- 
the industry’s widest line of matched outdoor lighting mized. Billing is simplified. Complete pricing informa- 
equipment — from poles to floodlights to street lights tion is found in a hurry. 
to airport lighting. And too, a catalog full of all types of outdoor light- 

From one responsible source you order for your ing fixtures provides quick, accurate answers to your 
customer’s needs — with shipments scheduled for your customer’s lighting problems. 
customer’s deadlines. Fixtures are matched to “fit 
together”, saving your customer time and money. 


Write for catalog covering Revere’s complete 
line of matched outdoor lighting equipment 


Revere Electric Mfg. Co., 6009 Broadway, Chicago 40, Il!., UPtown 8-7100 
Available in Canada thru Curtis Lighting, Ltd., Leaside, Toronto, Ontario 


OUTDOOR LIGHTING: Industrial . .. Commercial . . . Service Stations . . . Streets .. . Sports .. . Airports . : ; Shopping Centers 
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This symbol on 
Specification Grade 
G-E Wiring Devices 


assures you of extra features 


for handy installation and 


long, 














satisfactory service 


The GE4065 ASA & NEMA standard 
grounding outlet is a good example 
of the high quality you get in all 
G-E specification grade wiring de- 
vices 


Has convenient grounding terminals on each 
side, to permit easy carry-through of grounding 
wire. Mounting strap connected to grounding 
terminal for automatic grounding on conduit or 


armored cable circuits 


Through strap, with heavy molded base and face 
assembled to it, won't bend out of position in 


mounting. 
Double-wipe contacts 


Break-off can be removed with screwdriver, per- 
mitting outlet to be wired as: (1) Common feed, 
common ground (2) Separate feed, common 


ground, or (3) Separate feed, separate ground 


Plaster-cleaning mounting screws thread easily 
into clean or plaster-clogged box ears, and are 
extra-long (78’’) to simplify mounting when box 
is set deep. Plated screws are held in strap by 


fiber washers all ready for mounting. 


Back-wiring pressure terminals wire easily with 
Nos. 14, 12 or 10 Awg wire 


ASA & NEMA standard, 125V-15A rating. Also 
available (GE4067) with 250V-15A rating. Ivory, 
and brown. Listed by U.L., meets Federal, ASA 
and REA specifications. 


General Electric Specification Grade Wiring Devices contribute 


to the best reputation of the man who recommends or uses them. 


Choose from the high-quality G-E line for easier, more profitable, 


more dependable wiring installations. General Electric Company, 
Wiring Device Department, Providence 7, Rhode Island. 


Progress /s Our Most /mportant Product 


GENERAL 


S 


46) ELECTRIC 





MILTON WISOFF was named executive 
sales manager of Pyramid Instrument 
Corp., Lynbrook, N. Y., earlier this year. 
He has assumed direction of internal sales 
policy for the electrical test equipment 
maker according to Sam Koch, president. 


George T. Wood has joined Smith- 
craft Lighting, Chelsea, Mass., as man- 
ager-lighting sales. Prior to serving 
with Lewyt Corp., Wood held sales 
management positions with Graybar 
Electric Co., Inc., in Tampa, Jackson- 
ville and Atlanta 


Carl H. Ingwer, founder and pres- 
ident of The Ridge Tool Co., Elyria, 
Ohio, becomes board chairman and 
is succeeded as president by Joseph 
A. Frates who also becomes general 
manager. The new president has been 
with the company since 1946. 


B. F. Benning became manager- 
lighting sales for Graybar Electric 
Co., Inc. at general department head- 
quarters in New York City on April 
1. He joined Graybar at New Orleans 
in 1948. Most recently he was as- 
sistant manager, inside construction 
sales at headquarters. 


Clinton G. Gerlach, recently elected 
president of Penn-Union Electric 
Corp., Erie, Pa., joined the firm in 
1952 and has served as controller, 
treasurer and vice president. 


Charles W. Sanford has joined 
Crouse-Hinds Co., Syracuse, N.Y., as 
vice president-manufacturing. He suc- 
ceeds the late Albert H. Clarke. 


W. K. Collum is manager at 
Roanoka, Va., for Graybar Electric 
Co., Inc. An employee at Philadelphia 
since 1936, he has been manager- 
lighting sales since 1950. 


Stephen Chaika has been elected 
vice president-sales for General 
Switch Co., div. of Norbute Corp., 
Brooklyn, N.Y. 


Edward A. Murray has been named 
assistant vice president-sales for the 
American Steel & Wire div., U. S. 
Steel Corp. Murray, a former Cleve- 
lander, returns to division headquar- 
ters from Chicago where he was dis- 
trict sales manager. 
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Copper and Aluminum Paranite Service Entrance Cable 
Bare and Weatherproof Products 75°C. Wet or Dry 


From Source to Service with 


® 


PARANITE 


PARANITE WIRE AND CABLE DIVISION 


MANUFACTURING PLANTS: Birmingham, 
Essex Wire Corporation Alabama; Ancheim, California; Jonesboro, 


FORT WAYNE 6, ['N DIANA Indiana; Marion, Indiana; Tiffin, Ohio 


s —, 


Paranite Paraflex Paranite Type UF Cable 
Non-Metallic Sheathed Cable With and Without Ground 


\ I 



































Sales Offices in all Feivoledl | Cities . . Sold only through Recognized Electrical Distributors 
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The World’s 
Most Popular 
Pipe Wrench 


it was a better pipe 
wrench when first created 
35 years ago, and nearly 
every year since it has 
been improved ... in 
performance, design, 
materials, so it is still the 
most for the money. 
That’s why it pays you 
to stock and sell 

Rifai wrenches. 

Order today! 


The Ridge Tool Company, Elyria, Ohio, U.S.A. 


W. H. SATTERFIELD became general 
sales manager of Steel City Electric Co., 
Pittsburgh, during March. He has been 
associated with Clifton Conduit Corp., 
Baltimore, and Walker Bros., Consho 
hocken, Pa., during his career 


Louis A. Steigerwald, a 25-year 
employee, has been appointed vice 
president of Wehle Electric Co., Inc., 
Binghamton, N.Y. He is manager of 
the Binghamton district for the dis- 
tributor organization with headquar- 
ters in Buffalo. Howard J. Walser, 
in charge of the Buffalo district since 
1950, has been named a vice presi- 
dent. He joined Wehle in 1935. 


SALES REPRESENTATIVES 





Circle F Mfg. Co., Trenton, N.J., has 
appointed the following representa- 
tives to handle distributor sales: 

F. M. Nicholas Co., San Francisco, 
for northern California; The Agen- 
cies Co., Los Angeles, for southern 
California and Arizona; and L. S. 
Reed & Co., Denver, for Colorado 


Garcy Lighting, Chicago, lists Hal 
Beard, Memphis, as a representative. 


A. H. Massey, Inc., Derby, Conn. has 
appointed Bill Crichton, Riverview, 
Fla., as its Florida representative. 


Mercury Products, Inc., Guilford, 
Conn., announces appointment of The 
Schooler-Gorman Co., Kansas City, 
Mo., for Kansas, Oklahoma, Ne- 
braska and western Missouri; also 
Pacific Electric Sales Co., Portland, 
Ore., for Oregon, Washington, Idaho 
and western Montana 


Metalcraft Products Co., Inc., Phila- 
delphia, has named J. P. LaKarna- 
feaux and John C. Floyd as sales and 
service representatives for eastern 
Pennsylvania, Delaware and southern 
New Jersey. 


Swivelier Co., Inc., New York City, 
announces appointment of Matt Ca- 
bot and Assoc., Honolulu, as its rep- 
resentative for the territory of Hawaii. 
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STEBER MANUFACTURING CO. 


TELEPHONE //STEBER BROADVIEW, ILLINOIS 
4 Py 


Lighting Equipment 


Fillmore 4-6100 (Suburb of Chicago 


April 1, 1958 


To: All Steber Distributors 


Our ''Candid Statement of Policy" published in the February issue of 
"Electrical Wholesaling" has apparently met with the unqualified en- 
dorsement of our distributors. Such gratifying response is most 
encouraging in these days of reduced inventories. 


To put all Steber distributors on an even more equitable basis and to 
guarantee that no warehouse stock abuses result, we plan to 


1. Adda ''factory-to-warehouse" service charge for 
shipments out of warehouse weighing less than 150 
pounds. Such charges will approximate the 100 
pound freight rate from our Broadview or Los 
Angeles factories to the warehouses. This will 
equalize pricing with "'factory-to-distributor"' 
shipments of similar weight. 


Eliminate two of our five warehouse stocks within 
the next sixty days - we would gladly discontinue 
the remaining three, provided our distributors agree, 


These modifications are equitable because of the efficient processing 
of orders at our factories. Fully 80% of all orders are shipped the day 
they are received. Occasions where orders comprising the other 20% 
are not shipped within the 24 hours are extremely rare. 


In view of this, we do not encourage our distributors to carry extremely 
large stocks. More frequent placing of ''freight allowance" sized or- 
ders permits the inclusion of slower-moving items as required, thereby 
avoiding small order penalties or drop shipment charges. 


The fine response and suggestions received following our announce- 
ment of February 1 are much appreciated and we invite you to send 
us your ideas. 


Sincerely, 


Clarence L. Steber, President 
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Meeting Your 


* 
A 7 =S031 
U-GROUND 


A complete line of 3-wire 
grounding devices —caps and 
receptacles. 


ARF 


LEVITON 
SPECIFICATION GRADE 


Look for a LEVITON 5000 number on 
the devices you specify. It proves that 
you are getting a LEVITON Specifica- 
tion Grade device— your assurance of 
top quality and dependability 


= 


¢ QUIET SWITCHES 
A full line of 15 A and Heavy 
Duty 20 A—AC Quiet Switches. 


/ 
°/ ae 


LEV-O-LOCK 


A full line of 2, 3, 4-wire devices 
in 10, 20, 30 amp. ratings... for 
dependable connections. (Push- 
turn-it’s Lev-O-Locked!) 


your best jobs are done with... 


LEVITON MANUFACTURING COMPANY, INC. 
Brooklyn 22, N. Y. 


Chicago * Los Angeles * Leviton (Canada) Limited, Montreal 


For your wire needs, contact our subsidiary AMERICAN INSULATED WIRE CORP. 


NEW LITERATURE 





Cable Supporting Systems — New 
60-page loose-leaf catalog contains 
latest information on complete gal 
vanized steel line—trough, ladder and 
channel—also includes Rak-it system 
supports and accessories, and features 
new aluminum trough and ladder sys 
tems. Catalog has special vinyl cover, 
universal punching; distributors can 
incorporate all or part in their own 
binders if desired. Published by T. J. 
Cope div., Rome (¢ able Corp., Col 
legeville, Pa. 


Cable Selection How to Choose 
Insulated Cable,” an _ easy-to-read, 
pocket-sized volume condenses into 
20 pages the information needed when 
cons.dering a cable problem and hints 
for cable ouyers On selection ol propel 
cable construction. Includes handy 
check-list of technical points to watch 
Copies of Bulletin 1117 from The 
Okonite Co., Passaic, N. J 


Controls — Publication GEC-1260¢ 
(88 pages) covers complete line of 
GE general purpose control devices 
Illustrated catalog has guide form 
specifications for accurate designation 
of controls by distributors; selection 
charts, prices, wiring diagrams, dimen- 
sion and application information on 
each device aid control buyers users 
Request from General Purpose Con 
trol dept., General Electric Co 
Schenectady, N. Y 


Floodlights — Heavy duty mercury 
vapor floodlight line, recently intro- 
duced, is subject of 18-page bulletin 
in two colors, with an easy-to-read 
section on how to select ballasts for 
various floodlight types. Bulletin also 
contains a short-cut method for esti- 
mating floodlighting requirements with 
sample layout diagrams and selection 
tables. Published by Pyle-National 
Co., Chicago, Ill 


Quiet Dry-Type Transformers——-Seven 
guides for selecting and _ installing 
transformers for close proximity lo- 
cations in commercial buildings are 
contained in compact 8-page bulletin 
GED-3424. General Electric Co 
Schenectady, N. Y. 


Lighting Protection Catalog 57-A 
covers a complete line of arrester and 
terminal facilities and accessories for 
low-voltage power, radio _ receivers 
and transmitters, police and fire 
alarms, telephone and _ telegraph, 
power supervision and other low-volt- 
age circuits where uninterrupted serv- 
ice is essential. Published by Brach 
Mfg. Corp. div. General Bronze Corp., 
200 Central Ave., Newark 3, N. J. 
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ELECTRICAL CONTRACTOR: 


To sell Electrical products... 


you've got to sell Electrical men 


ee*eeeseeeeeeeeees 
Benjamin Zarin, owner of Zarin Electric 
Company, Washington, D. C., tells us Elec- 
trical Construction and Maintenance is es 
pecially helpful in supplying ideas on new 
technical developments. “It keeps me posted 
on what's new,” he says. “I have been using 
The electrical men are: electrical contractors . . . consulting your magazine tor over 30 years 
electrical engineers .. . industrial and commercial chief 
electricians. CONSL LTING ELECTRIC AL ENGINEER: 


'g } 


They design, install and maintain electrical systems. 


They specify and buy the products that go into electrical 
systems. 


Do you need three separate advertising schedules to sell those 
groups? Definitely not. 


All three are paid subscribers to one magazine: ELECTRI- 
CAL CONSTRUCTION AND MAINTENANCE, It’s the 
only publication that wraps up their professional and pur- 
chasing interests in a single package. 
. : ‘ ; Colonel F. Snyder, electrical engineer of Bur- 
Why is this magazine downright valuable to more than 37,000 bank, California, says, “Of particular interest 
electrical men who pay to read it every month? Let just three to me in Electrical Construction and Main- 
é ¢ tenance are the articles describing new con- 
of our subscribers tell you. struction methods and advertisements de- 
scribing new products. I also find the code 
eae . ; interpretations very helpful.” 
When a publication is that useful to all three groups of electri- 
cal product buyers, it’s a2 mighty practical and productive PLANT ELECTRICAL ENGINEER: 
advertising medium for you! ¥e 


be 
P Charles Boersma, chief electrician of Brisch 
@ Brick Company, Berwyn, Illinois, comments, 


“In electrical maintenance work one is always 
faced with repairing and replacing. Electrical 
Construction and Maintenance brings to me 
A McGRAW-HILL PUBLICATION ad 330 WEST 42nd STREET, NEW YORK 36, N. Y. the latest and most improv ed there A of re- 
pairing, and a complete line of most modern 
agp equipment. I especially like your motor re- 
pair section.” 
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M& W 
MAST KITS 


SPEED YOUR SERVICE 
ENTRANCE INSTALLATIONS 


They're thrifty! M&W Kits contain every 
needed fitting for a quick, reliable wiring 
job. No lost time, no costly inventory. 
They're fast! Modern, time-saving slip- 
fittings are used throughout. With no 
thread-cutting, you reduce installation 
time to fractions. Complete range of sizes 
and fittings available to meet all local 


codes and conditions 


NEW CATALOG 57 gives full details, 
prices, installation data on Mast Kits, 
Electrical Fittings, Cable Racks, Wiring 
Specialties, W rite for your copy today. 


Complete-package Kits 
are furnished to your 
order and including 
fittings shown above 


‘The M. & W. ELECTRIC MFG. CO., Inc. 


ee ee ee) ee 


e This new display makes it easy for 
you to sell popular LYNN “C” PAKS 
(100 terminals to the pak). Special 
electrical assortment gives you all 
fast-selling numbers at a 


real profit! 


With the NEW 
1902 Bolt Cutter 
Everyone Wants! Cy 


Cuts bolts and machine screws, 
cuts and strips wire, 
crimps terminals! 


FREE SAMPLE CARD —Terminal display card mailed promptly 
without charge if requested on your letterhead. 


| VACO PRODUCTS CO., 317 E. Ontario St., Chicago 11, Ill. 


In Canada: Atlas Radio Corp., Toronto 19 





Luminous Ceilings—Bulletin on three 
new types of fluorescent fixtures for 
installing indirect luminous ceilings 
covers: “In-Line” single row units, 
“Two-Lamp” parallel units and 
“Quad”, multiple lamp units. Fix- 
tures use High Output and Power 
Groove lamps, maintain visual comfort 
at levels up to 250-ft-c, bulletin reports 
Photographs suggest typical applica- 
tions. Bulletin ILC is published by 
Silvray Lighting, Inc. and Associated 
Companies, Bound Brook, N. J 


~ 


Distribution Equipment— New 72 
page digest-type catalog gives com- 
plete product and ordering informa- 
tion On company’s safety switches, 
fusible service, circuit breakers, load 
centers and meter mounting equip- 
ment. New products include “MP” 
plug-in competitively priced circuit 
breaker and manual meter by-pass. 
Published by Murray Mfg. Corp., 
Brooklyn, N. Y 


Electric Heating Systems — Data in 
new book gives distributors, con- 
tractors, etc. information needed to 
plan size, type and placement of elec- 
tric space heating equipment and to 
provide accurate forecast of yearly 
operating costs. Feature is a new easy 
method of computing heat losses which 


tg PULL) 
A Sy eaUss 


e  Y-ER Eas 


WY 3 Wire Pulling Lubricant 








Only VER E EAS has all these features 


Creamy, non-corrosive lu- 


r nt. Never greasy or 
Write for brica wer Ss y 


descriptive messy. 
booklet Prevents sticking or set- 

ting. Specially helpful on 
saddles and turns. 
Does not run back on 
cables. 
Never harmful to hands 
or clothing. 
Permanently non-harmful 
to cables or conduit. 





Lead, Rubber, Braid or 


Synthetic Covered Cables ; 


7 ELECTRO COMPOUND £0. 


| 4153 W. 150th Street © Cleveland 3 
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aid ; . ‘ : 
ero acien ng gpoeticenatg DEPENDABLE LIGHTING 
copyrighted heat loss graph elimi- 


nates many usual calculations. Request EQUIPMENT ALWAYS 


“A Manual for Planning Electric 
Heating Systems” from Markel Elec- 


tric Products, Inc., Buffalo, N. Y wl if bt ( RLM INDUSTRIAL 





Synchronous Induction Motor — Bul- FLUORESCENT FIXTURES 


letin No. 1900 on new “Syncro-Spede” 
motor (described as first synchronous 
induction type built in same NEMA 
frame size as standard motor of equal 
horsepower in ratings from 1- to 100 
hp) includes applications, graphs illus 
trat ng design principles. Released by 


The Louis Allis Co., Milwaukee, Wis 


Enclosures, Troughs “Keep Your 


Powder Dry” catalog No. MP-57 THE QUALITY UNIT ALL WAYS 
offers descriptions and specifications INSURES CUSTOMER SATISFACTION. 


of full line of moisture and dust proof 
enclosures, wiring troughs, wiring PORCELAIN ENAMELED REFLECTOR 


boxes and sectional wireway. Binding 
permits easy changing of catalog ETL LAMPHOLDERS & BALLASTS 


sheets. Publ’shed by Metaltite Prod- DESIGNED FOR FAST CONTINU- 
ucts, Inc., 6810 McCook Ave., Ham- OUS ROW MOUNTING 
mond, Ind 

Send for 


Catalog Literature 





Expansion Bolt Catalog sheet on 
“Wej-It” single-unit expansion bolt 
lists sizes, weight capacity, applica- 
tions — including anchoring electrical 
equipment. Kirel, Inc., 332 E. 28th 
St.. New York 16, N. Y. 


Special Large Radius / (10)'am 40) | om 


There’s Progress and Profit in 


citel|y = i: Ke) 4 


ELBOWS 


the finest 

meter protection realistically priced 
.. with profit for you! 

Tested and Approved for sealing: electric, 

gas and water meters, demand meters, con- 

trol panels, switch boxes plus any and 

every seal requiring installation : 


la, to, , ae ea ~ 
36”, 42”, 48” radii 


me 


Utility companies every A estar 
where recognize Super ; = 
PAD-LOK seals as unsur 

passed protection 


Your customers know and want 
Super PAD-LOK seals made of 
heavy gauge steel, because 
they're super-safe, tamper-proof 
and weather-proof. Quick and 
easy to apply too! 


~~ 
Extra Value and Extra Protection: 


Every shipment of Super PAD-LOK seals 
can be imprinted with name : 
and serial numbers at no extra charge! ily Advertised in 


Nationa iGHT ond POWER 


ic UG 
@ ELECTR TRIFICATION 


IN STOCK , 
Feature and sell the one seal your cus- 
1” to 6” sizes ¢ 45° and 90 
tomers want! 


HOT DIP GALVANIZED e RURAL ELE 


available in wrought iron or aluminum Call or write TODAY for FREE Somples — 
. Mestrated Brochure — Special Dealer Price Lists. 


Conouit Nipece Mec. co. Saati ined SEAL co. rey gage 


1455 SPRING GARDEN AVE. PITTSBURGH 12, PA. 
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YOU CAN DELIVER ; . MORE NEW PRODUCTS 
THE SIZE AND TYPE | i . é Nylon-enclosed mercury switch that 


resists effects of shock and splashing 
YOUR CUSTOMER NEEDS f 7 fluids is termed ideal for photographic 

- ie and testing applications. Switch 7 
| = are <i MP 1-2 has no space inside enclosure 


where moisture can collect to cause 





=e ey corrosion or electrical failure, an- 
when ye 
you handle 
HEVI-DUTY | 
normally closed. Rating is 3-amp, 


dry type ins 115-v dc, resistive load. e Minneap- 
transformers Be. a : olis-Honeywell Regulator Co., Micro 
, ' Switch div., Freeport, Il. 


| 
~ r 
o Pree : nouncement states. Contact arrange- 
iJ 4 ment is_ single-pole, single-throw. 
; Switch position as mounted determines 
& 8 


a . 
whether circuit is normally open or 





2 VA to 3,000 KVA SM3 sub-miniature circuit breaker— 
up to 15,000 Volts hermetically sealed and smaller than 
a matchbox—is first of SM_ series 
aimed at applications where small 
size and light weight are demanded, 


POWER CONTROL and where stable performance under 
DISTRIBUTION AUTO TRANSFORMERS severe conditions is vital. SM3 series- 


overload breaker combines magnetic 


LIGHTING PHASE CHANGING actuation with hydraulic time delay. 
WRITE TODAY for SATURABLE REACTORS Breaker operates on 110-v at either 


complete catalog and 60 or 400 cycles, or 50-v dc; ratings 
details of our stockin oom 5 camn re 
Giltianey temeaie ps HEVI-DUTY ELECTRIC COMPANY are from 50 milliamps to 10 amperes 


dry type power distri- HEAT PROCESSING FURNACES HEWM=BYTY ELECTRIC EXCLUSIVELY 
| 7 
bution or control ORY TYPE TRANSFORMERS — CONSTANT CURRENT REGULATORS N. J. 


transformers. MILWAUKEE 1, WISCONSIN 


TRINE’S 


e Heinemann Electric Co., Trenton, 








new electric 
push button 


DEAL 


“32 


COLORAMA" Bi) aor. | K&H Ee 

tall a ve i ab See. | UNIVERSAL PRESSURE TYPE 
including the most ae oe :. “TS ADJUSTABLE LUGS 
eautiful pus , % si 


button in the world, ; Sy e A 
“THE SCROLL” — oy! ae One or two bolt holes 





: ” ”“ iia 2 Silo 
with Welcome” for Wire sizes Nos. 14 to ] 1,000 CM. One 
visitors engraved on 
its face! piece construction — easily installed. Body is 


Only $33.93 list, well proportioned to withstand excessive use, 


with ample thread area. Makes tenacious 


SO UNUSUAL IT SELLS IT- 
SELF WHEREVER DISPLAYED for 32 push buttons. grip on stranded conductors, forcing contact 
with each wire in strand, thereby insuring 
Place one with every dealer—he'll Display and Stand FREE es ied ts sinidutthien-—baiboni ns eaten 
profit with continuous repeat sales v: oy — 





surface is ground. Not susceptible to release 


palette under vibration 


12 ‘‘most wanted’ bell buttons dramatically presented on an artist’s P : 
Combination 


display over 12 rich spectrum colors 
PACKAGED DEAL—includes palette display of 12 samples with separate wrought Retail Price 
iron easel, and introductory ‘‘back up” stock of 20 push buttons packed individually Card, Dealer- 
in colorful Trine boxes, for a total of 32 push buttons. Jobber Cost 


DISPLAY—authentically simulates artist’s palette, 17” wide—¥4” thick panel. Card attached KRUEGER & HUDEPOHL, INC. 
TRINE MFG. CORP., 1430 Ferris Place, New York 61, N.Y. =? “™?°Y ee Oe 
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Write for dimensions and prices 





Dura-Stripe Teflon insulated wire has 
spiral stripes extruded as part of the 
insulation, provides everlasting color 
coding as permanent as the insulation, 
which is termed impervious to sol- 
vents, lubricants and chemical corro- 
sion. Made in Type E for 600-v ser- U. A. 7 S iz A L F L t >. 4 dy 
vice or Type EE for 1,000-v service 
at Operating temperatures from —65 Un Synthetic Covered — Liquid-Tite 


to +- 200 deg. e The Rex Corp., West 


Acton, Mass. FLEXIBLE CONDUIT 


Multiple safety lock-out is said to COPPER wi POS GROUND 
prevent any power source from being 
thrown on while men are working on , . with 
line or circuit, saving injury and equip- . 
ment damage. New design lock-out } Copper Wire 
holds up to seven padlocks. Termed Ground 

1 \ ; 

ideal for time switches, transformer 

houses, switch and fuse boxes, safety UL Approved 
valves, restricted areas. e Dayton 
Rogers Mfg. Co., Minneapolis, Minn. 








Complete particulars in Catalog EPB-4 
“Kover-Gard” plastic molding for 
covering ground wires, street lighting 
conductors, control circuit wiring, 


*tc., is said to eliminate hazz 8 é 

pond atv wi pt gecsenaeit oreo nif Quality Me ALL METAL FLEXIBLE HOSE PRODUCTS 
as wood, also to reduce storage and 

installation space. e The Fanner Mfg. UNIVERSAL ula Leh) - co. 


Co., Cleveland, Ohio. 


Write for your copy 





2107 South Kedzie Avenue, Chicago 23, Illinois 





MINERALLAC 2-HOLE n SPECIFY CIRCLE-D... 
M En cept NO SUBSTITUTES 


When specifying Flood or Spot lights, ““CIRCLE-D” will fill the bill of the 
most rigid engineering specifications for commercial and industrial 
lighting. Engineers specify, ond Controctors furnish CIRCLE-D 


LIGHTS” for troublefree installation 


For Heavier Loads! 


PORTABLES 


joe 


’ " 9 mr 
- PATENTED la y 5 
Two-hole pipe straps of - » Se 
: / a 
zinc plated steel. Dov- / - = : i ‘of - 


bie ribbed and em- ees ‘ 
bossed for lock washer & : : FIVE LIGHT CLUSTER 
action to support heav- r 
ier pipes, cables, con- 
duits, etc. Available in 
sizes to fit pipe and 
conduit from %4-inch to 
6-inch, Also available 
in Everdur, copper or 


aluminum. 


Send for literature and prices 
: HANGERS, CLIPS, 
Specify MINERALLAC straps, susuines 
MINERALLAC ELECTRIC COMPANY 
25 N. Peoria St., Chicago 7, Illinois 
me for Catalog 


MEN ERA LLAC | ection ans assessors 


NATALE MACHINE & TOOL CO. 337 HIGHWAY 17, CARLSTADT, N. J., 


for INDUSTRIAL LIGHTING—Furnish 
RUGGED—TROUBLE-FREE CIRCLE-D 


MR. DISTRIBUT OR—Play it Safe— 
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Combine Your 
Porcelain Orders 
with 





Mast Kits! 


SAVE 


Freight costs! 
Combine 
) PORCELAIN 
PRODUCTS 
MAST KITS with 
wireholders to 
make prepaid 
shipments. 








™ 


Ye: & 


Send for 
NEW Mast Kit 


Brochure 


Electrical Porcelain 
Since 1894. 


Porcelain Products, lnc. 


CAREY, oOnio 


Anesite plastic conduit—flexible and 
rigid types in standard sizes from %- 
through 4-in for electrical applica- 
tions—and companion fittings are now 
available for distribution through LM. 
Line will complement Permaline bi- 
tuminized fibre products. e Line Ma- 
terial Industries, McGraw-Edison Co., 
Milwaukee, Wis. 


Tile covers with straight edges that 
give a clean look, save installation 
time are said to meet contractors’ 
demand. Straight edges mean tile or 
block may be cut square, require no 
patching or filling after installation. 
Li-Co line includes single and double 
gang tile covers for both 4-in and 
4-11/16-in outlet boxes in depths from 
%4- to 2-in. Also covers 1%2-in deep 
for 3, 4, 5 and other gang boxes. 
e Litecor, Inc., Brooklyn N. Y. 


U. A. “Sealflex” flexible conduit (lig- 
uid-tight synthetic covered) is now 
recommended for use where UL ap- 
proval is specified for complete pro- 
tection against liquid and moisture 
vapor conditions. Conduit has extra 
heavy galvanized steel core with cop- 
per wire positive ground. Available 
in %-, ¥2-, %4-, l- and 1%-in sizes 
e Universal Metal Hose Co., Chi- 
cago Til. 


CONTINENTAL 

FOR THE COMPLETE 
LINE OF 

INSULATED 

POWER CABLE 
VOLTAGES: 

600 10 15,000 
SIZES: 14 AWG TO 
2,000,000 CM ixciusive 


With a complete range of voltages and 
sizes, Continental Wire offers POWER 
CABLE in types V...AIA...AVA... 
AVB ... SILICONE RUBBER .. . TEFLON 
TAPE .. . and VARNISHED GLASS TAPE 
for extremely high temperatures. For power 
cable with excellent current carrying 
capacities, resistance to oil, grease, 
corrosive vapors, moisture, as well as 
high temperatures—call 

CONTINENTAL, Wallingford. 


Co2r24ft22e72f cr 
Wwizxe corporation 
WALLINGFORD, CONN. / YORK, PENNA. 





Latrobe 
Electrical 


Products 


“Latrobe” Floor Boxes and Wiring 
specialties are clean and compactly 
designed to cut installation time to 
the bone and give smooth, trouble- 
free service. 


“Latrobe” Products 
measure of value 


give a full 


Non-Adjustable 
Watertight 
Floor Box 

Unique, practical design 
cuts installation time; 
makes safer job and 
leaves more wire space 
inside box. Cover plate 
is 342" diameter 


.djustable 
Floor Box 


Designed for tele- 

phone outlet or where 
permanent connec- . 
tions are made, or as ) ) 
a junction box. All aj | 
adjustable boxes are ~ 

fire proof 


Insulator Supports 


Fasten porcelain or glass in 
sulators to steel framework 
without punching holes. 3 
sizes—1", 142”, 2” and 212” 


Keystone 
Fish Wire 
Ten sizes — for 
lightest work to 
heaviest power wir- 
ing. 100, 150, and 

200 foot coils. 


Latrobe Products 
Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes . . . Cover Piates 
Junction Boxes . . . Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports . . . Fish Wire 
Staple and Cable Clips 
Write for new catalog 


Sales Representatives in all principal cities. 


'ulhman 


MCL Cero item tive m Qos 
teFFERSON 


LATROBE. PL. 


STREET 
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NEW 


PLASTIC PVC 


CONDUIT 


revolutionary new 
electrical conduit 
with these 
distinct advantages: 


® WILL NOT SUPPORT COMBUSTION 
* RUST AND CORROSION-FREE 
© SIMPLIFIED INSTALLATION 
e GREATER ECONOMY 
® MOISTURE PROOF ® LONGER LIFE 


Kraloy PVC (rigid, unplasticized poly- 
vinyl! chloride) Conduit is in demand 
as a strong, economical, light-weight, 
permanent conduit for all power and 
communication wire installations 
within its size limitations. Inside di- 
have been engineered to 
Underwriters’ conduit specifications. 

Today, engineers specify Kraloy 
PVC Conduit and fittings for their 
electrical installations for good reason. 
Kraloy to install, has safer, 
longer lived physical properties, re- 
duces cost of installation and materi- 
als by more than half, and is steadily 
earning the approval of municipal 
authorities. 

Because of its semi-rigid construc- 
tion, Kraloy PVC Conduit is easily 
worked into contours. Its high-impact 
rating guards against earth move- 
ments and shocks of all kinds. 

In exhaustive tests Kraloy PVC Con- 
duit has proved to be a far superior, 
safer and more economical conduit. 


ameters 


iS easy 


For complete information on Kraloy 
PVC Conduit and Fittings for all wir- 
ng specifications, write Dept. EV H-48 


. Ana OT 
Some territories , fo» 


, } . / \ 
still open for qualified (3 )s| 
representatives. \t é 

ae, 


KRALOY PLASTIC PIPE CO.,INC. 


4720 E. Washington Bivd., Los Angéles, Calif. 
nee 
berdiary 
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BOOK REVIEW | 





Contemporary American 
Marketing 

Harper W. Boyd, Jr., Richard M. 
Clewett & Ralph Westfall, Editors 


Richard D. Irwin, Inc. 
Homewood, Ill. 


This volume of readings on the chang- | 


ing market structure is intended to 
convey “some of the dynamics 
verve—of the market place” say the 
editors, all associated with the School 
of Business, Northwestern University. 
The case-articles include two first 
published in ELECTRICAL WHOLESAL- 
ING. In the section on wholesaling as 
a channel of distribution, the editors 
reprint “Which Channel Will Win?” 
(EW—Mar. ’56, p. 88), a speech on 
electric heat marketing by William G. 
Raoul, vice president, Cavalier Corp 
In the personal selling section, “What 
It Takes to Make a Sale,” by George 
D. Farley (EW—June °56, p. 60), 
details the credo of distributor sales- 
man Joe Gavenda, Tab Electric Sup- 
ply Co., Trenton, N. J. 


305 pages 
COMING SOON: “Distributing Electrical 


Products In A Dynamic Economy” by Ed 
win H. Lewis in June EW 





290% BRILLIANT FLASHES 
o. K A MINUTE 
Zann 


EACH A 
DIFFERENT 
COLOR! 


the NEW 
AMAZING 


360° 


REVOLVING LIGHT SENSATION! 


NEW TRIPPE 


HI-BALL 
MARK Ili 





Fascinating just to watch it! Con increase 
trade 25% or more the day it's installed. 
Covers 360° like on airplane beacon with 
o different colored flash every 7 V2 sec- 
onds. Does not conflict with traffic signols. 
Made like o fine watch to run trouble tree 
indefintely from 40° below zero to hottest 
doys. Long life 50-watt bulb burns over 
2500 hours ... silent! 
Write or Wire today for Beevt itu! Catalog 








TRIPPE MFG. COMPANY, Dept. X 
133 N. Jefferson St., Chicago 6, Ill. 


-the | 





Combine Your 
Mast Kit Orders 


with 
Porcelain! 





vYY 


" 
von 


1984 


AUT TON 
Pepreeeey 


SAVE Freight costs! 
Combine PORCELAIN 


PRODUCTS WIREHOLDERS 


with mast kits to make 
prepaid shipments. 


A complete, quality line of 
secondary service materials 


Electrical Porcelain 


Since 1894 


Porcelain Products. Ine. 


Canty. one 





NEW PRODUCTS YOU CAN USE 





Truck Attachment 
The Raymond Corp., Greene, N. Y. 


Special boom and hook attachment 
of welded steel is now available on 
narrow aisle Reach Fork Trucks in 
2,000- or 3,000-Ib capacity. Attach- 
ment permits handling odd-shaped 
loads. In use, reach mechanism ex- 
tends out over load, picks it up, and 
retracts for transporting 


Portable Racks 


The Challenge Machinery Co., 
Grand Haven, Mich. 


sg i, , 
won f damage glass Sao tubing | Portable stock racks provide 30- to 
sa 40-sq ft of movable storage space in 


let alone wire or cable! small floor space, are adapted for 


ARROW STAPLE GUNS can't damage wire or storage and movement of stock, as- 
g a sa » caate 

cable because driving blade automatically stops staple at sembly of orders, etc. Large casters 
right height! That’s why Arrow Staple Guns are proved with rubber tires permit easy move- 
safer on jobs all over the country. And Arrow staples have ment even when fully loaded. Steel 
tremendous holding power because they're rosin-coated, racks have removable Masonite 
have diverging points that lock into wood. shelves 

T-25 (shown) for wires up to 4” in diameter. (Hi-Fi wire, radiant 
heating, bell, thermostat, telephone, inter-com, etc.) tapered striking 
edge gets into tight corners. Uses %”, ,”, and %,” staples, List $15 Lift Gate 
T-25B For burglar alarm wiring. Drives staples flush List $15 
T-75 For non-metallic sheathed cable, Romex cable or any other Anthony Co., Streator, Ill 
object (such as copper tubing) up to 4.” in diameter. Uses %, . 
%”, and %” Arrow staples List $15 Express-O-Lift hydraulic pick-up lift 


ARROW FASTENER COMPANY, [NC. gate is designed for ’%- and % -ton 
ONE JUNIUS STREET, BROOKLYN 12. N ¥ | arid trucks with express-type bodies. 
said tile sami ct Unit will raise or lower loads up to 
800-lb. Features are single lever con- 
trol, automatic stop, safety valve, low 
initial cost and upkeep 


ALBANY RBR pete Tr 


WIRE PULLING COMPOUND Automatic Transportation Co., div 


of The Yale & Towne Mfg. Co., Chi- 
cago, Ill. 





... pulls all covered wires 


. iding > electric palle ; 
and non-metallic cables .. . A riding type electric pallet truck 


with “balanced action” automatically 
equalizes loads on both wheels regard- 


FASTER and less of floor conditions. Two capaci- 
ties—4,000- and 6,000-lbs—are des- 
i ignated Transveyor Models EPE-4 
and EPE-6. 
TRY EASIER! " 


an Bs as e No mixing required 


. e Non-evaporating 
YOU'LL e Clean to use 
USE e Easy to apply 
IT e Listed Underwriter’s re-examination 


ALWAYS! service 


From Chicage you can get immediate delivery on 


SOOO 


RAR 


RMOR CABLE 
600V to 5,000V 
which is one of the many. constructions 
carried in our Chicago Warehouses stock. 
Also, all types of Power, Control, Lighting 
and Communication Cable. 


Let us supply your wire requirements. 
UNIVERSAL WIRE & CABLE CO. 
2915 N. Paulina St., Chicago 13, IIL. 
Branches in Houston, Los Angeles 
and San Francisco 
eceeceeeseseeneeeseeeeeeee 


Order through your Electrical Supply House 


ADAM COOK'S SONS, INC. 


Electrical LINDEN, NEW JERSEY 


Products 
Division 
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Modern styling means easier selling! 


anmnqare 


by ( FANON 


INTERCOM SYSTEMS 


For every home, office and factory! 


FX-2, TWIN 

A quality two station 
systemcomplete 
with 50 ft. cable 
Powerful 3 tube am- 
plifier for extreme 
sensitivity. in sev- 
eral decorator colors 
Additional remote 
station may be added 
to system. 


FM-6, MONITOR 

A master station used with up to 5 remotes 
Exclusive ‘‘switchboard'’ feature permits 
direct remote-to-remote communication. Re- 
motes can originate calls. 


FX-12, MANAGER 


A 12 station master used in either All-Master 
or Master-Remote installations. Durable rotary 
selector switch. Also available in a 6 station 
master 


FW-20, WIRELESS 
Complete 2 station 
system ready to cp- 
erate. Provides in- 
stant communication 
No wires, no instal 
lation required. Pow- 
erful amplifiers can 
operate up to a mile 
apart 


RB-1, BABY-COM 
A sensitive one-station 
wireless radio-intercom 
No wiring necessary. Just 
plug in and pick up voice 
on any radio. ideal for 
home use as a ‘‘baby- 
sitter.” 

MUSI-TALK, FLUSH WALL 

RADIO-INTERCOM SYSTEM 

Deluxe 6 tube radio-inter- 

com is used with 6 flush- 

wall remotes. Radio may 

be piped to any rooms 

desired. Features re- 

mote-to-remote commu- 

nication. 


FANFARE hi-fi phonographs, too! 
For complete information and FREE catalogue 


FANON 
ELECTRIC CO., INC. 


98 Berriman St., Brooklyn, N. Y. 
Active Radio & TV Dist., 





Canada: 


58 Spadina Ave., Toronto 
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CLASSIFIED 


ADVERTISING 


SELLING OPPORTUNITIES 


AGENTS WANTED LINES 


WANTED 


POSITIONS WANTED 


BUSINESS OPPORTUNITIES 





UNDISPLAYED 


$1.50 per line minimum 3 lines, To figure ad- 
vance payment count 5 average words as a line 


Box numbers—counts as 1 line 
Position Wanted ads are % the sbove rate 
Dissount _of 10% if full payment is made in ad 
‘ onseculive nsertions 
Send NEW ADS or Inquiries to Classified 
P. O. Box 12, New York 36, N. Y., 





DISPLAYED 


An advertising inch ™ ) y 
umr 80 inches to « page 


Adv. of ELECTRICAL WHOLESALING 


for May issue closing April 15th 











SALESMEN WANTED 


Ages Between 20 and 30 
Old Established WHOLESALER 
in the Philadelphia Area desires 
Young Men to apply for SALES 
PROGRAM. SALARY and EX- 
PENSES to start. 


ALL REPLIES CONFIDENTIAL 


WRITE SW-7261 ELECTRICAL WHOLESALING 
Class Adv. Div., P. O. Box 12, N. Y. 36, N. Y. 





Manufacturer's Representatives Wanted 
Selling Hardware and Electrical Wholesalers For 
New Electrical Circuit Tester used by electricians, 
radio and automotive service men, hobbyists, etc.— 
sells self from attractive counter display—several 
territories open 

BURNWORTH TESTER COMPANY 


815 Pomona Avenve, E! Gerrite, California 





SALES MANAGER 


[fo direct all phases of sales pro- 
motion and distribution for a well 
established manufacturer of Conduit 
and Cable fittings 

Previous experience in co-ordinating 
the activities of sales agents and 
familiarity with electrical wholesale 
distribution is Company 
operates On a national basis and ex- 
tensive traveling will be required 


essential. 


Excellent salary with incentive ar- 
rangements for man between 30 and 
40. Please furnish resume of past 
experience, earnings and expected 
salary. Our Employees know of this 
advertisement. Write to 


P-7572 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ill 











SALES ADMINISTRATION 


join 
light- 
New 


a man to 
leading 
Northern 


An excellent opportunity for 
the aggressive sales team of a 
ing fixture manufacturer in 
Jersey 


wholesaler, or 
order sery- 
After thor- 
lead to a 
position 


Experience with a contractor, 
manufacturer in customer relations, 
ice G correspondence is essential. 
ough training, this opening will 


responsible sales administration 


Write full details in first letter including 


salary requirements 


P-7582 Electrical Wholesaling 


Class. Adv. Div., P.O. Box 12, N.Y. 36, N.Y. 


MANUFACTURER'S REPRESENTATIVES 
WANTED 


Leading manufacturer of wiring devices 
and wall plates desires sales representation 
by live wire organizations in the following 
territories 
New jersey, Eastern Pennsylvania, 
Delaware. Maryland, Virginia, Texas, 
Arkansas, Missouri, Kansas and 
Nevada. 
When responding advise lines 
carried, territories covered, etc 
Write RW-7495 Electrical Wholesaling 
520 W. Michigan Ave., Chicago 11, Il. 


presently 




















ELECTRICAL SUPPLY HOUSE FOR SALE 
Doing Million a Year, carrying top lines cover- 
ing Md., Del., Va., W. Va. Territories. Well 
established 
Can be purchased for 
furniture and fixtures 
WRITE: BO-7581 Electrical Wholesaling 
Class. Ady. Div., P.O. Box 12, N.Y. 36, N.Y. 


cost of inventory 











1X NO. RE LIBS TO: Bos No 
Div > ¥ ‘this public ation. 
end to office nearest om. 
NEW YORK 36: P. O. BOX 12 
CHICAGO 11: 520 N. Michigan Ave. 
SAN FRANCISCO 4: 68 Post St 


SELLING OPPORTUNITY OFFERED 


Manufacturers Representatives Wanted: Outlet 


Lighting Salesman 
wanted for 
Upper New York State 


This is an excellent opportunity for the right 
man to join one of the industry's fastest grow 
ing organizations. Litecraft manufactures a com 
plete line of incandescent and fluorescent light- 
ing fixtures for commercial, institutional, and 
residential application. We are actively being 
specified and displayed in this territory 

and offer excellent service, deliveries, and 
powerful promotional backing. Send complete 
details in strict confidence to 


LITECRAFT MANUFACTURING CORP. 
8 E. 36th Street New York, N. Y. 








and Switch Boxes. Readjustment of territories. 
Inquiries from representatives interested in a 
line invited. RW-6911, Electrical wholesaling 





DON’T FORGET 
the box number when 
tisements. It is the only 
identify the advertiser to 
writing 


answering adver- 
way we can 
whom you are 





STARTING NEW MANUFACTURES SALES AGENCY 


Will contact electrical Jobbers and large chains 
in Ohio, Kentucky and W. Virginia. Want reputable 
Electrical Wire & Cable, and related items to 
represent on commission basis 


P. S. KUECHLER 
2927 Parkside Rd., Columbus 4, Ohio 











When Your Plans 
Call For 
FITTINGS & 


SWITCH BOXES 


Specify 


C lrro lot 


CORPORATION 


*‘Like money in the bank’’— 
That's what estimators think 
about Arrolet's dependabil- 
ity when figuring job costs. 
Arrolet products have all the 
features you need to help 
keep installation time and 
costs under tight control. 


Here's a good example: 


ARROLET 
Bevel Corner 


SWITCH 
BOX 


amp 3 12's 2/,"" 


“Non-Gangable 


features of this 
e self-gaugings 
quick, —— 
i 4 ith WY” an /3 
alignmernly 2 nails needed 
to hold it securely in place. 
Has 2 cable K.O.'s none 
end and one iy K.C os 
bottom. 2 CRS non-eaee 
cable clamps. Projection 
welding gives BR brac 
maximum strength. . 
tails about vari- 
rang wot for the 
given in our 
No. 2c. 


cat. no, 160-NGBR 


Outstanding 
box are th 
notches for 


Complete ¢ 
ous mounting 
160-NG series 
New Product Sheet 


For boxes, fittings and accesso- 
ries that do the job best, make 
sure to specify ‘ARROLET’ in 
your next order. 


FREE 


WALL CHART — Box 
guide for maximum 
number of conduc- 
tors. Quickly identi- 
fies boxes & covers. 


Ask for Latest Catalog, Too. Write for Both, Today! 


ARROLET CORPORATION 


MONTGOMERY, PENNA. 


Sales Representatives & *Warehouse Stocks 


BALTIMORE, MD. * CHARLOTTE, N.C. * *CHICAGO, 
ILL. * *CINCINNATI, OHIO * “DENVER, COLO. 
DALLAS, TEX. * *LOS ANGELES, CALIF. * *MIAMI, 
FLA. * NEW YORK, N.Y. * NEWTON CENTRE, 
MASS. * *PHILADELPHIA, PA. * ROCHESTER, N.Y. 





ADVERTISERS’ INDEX 


| Abolite Ltg. Div., Jones Metal 


Products Co., The 
Acme Electric Corp. 
Adam Electric Co., Frank 
Advance Transformer Co. 
Allen-Bradley Co. 
All-Steel Equipment Ine. 
American Brass Co., The American 
Metal Hose Branch y 
American Steel & Wire Div., of 
U. S. Steel Corp. 16, 17 
Amprobe, A Div., of Pyramid 
Instrument Corp. 90, 92, 94 
Anaconda Wire & Cable Co. 72, 73 
Appleton Electric Co. Second Cover 
Arrolet Corp. 142 
Arrow Fastener Co., Inc. 140 
Arrow-Hert & Hegeman Electric 
Co., The 98, 99 
39 


Auta clectric Co., Ine. 


Blackburn Corp., Jasper 


| Blackhawk Industries 


| Buchanan Electrical Products 


| BullDog Electric Products Co. 
| Burndy Corp. 
Bussmann Mfg. Co. 


Fourth Cover 


‘arol Cable Co., A Divy., of the 

Crescent Co., Ine. 89 
thampion Lamp Works 15 
thase-Shawmut Co., The 124 
thester Cable Corp. 122 
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| Electrical Construction & 
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Electro Compound Co. 


Fanon Electric Co., Ine. 


| Fullman Mfg. Co. 


Furnas Electric Co. 


Gedney Electric Co. 
General Cable Corp. 


| General Electric Co. 


Apparatus Sales Div. 
Lamp Div. 
Wiring Device Dept. 


Greenlee Tool Co. 
| Guth Co., The Edwin F. 


Heinemann Electric Co. 
Henderson-Hazel Corp. 
Hevi-Duty Electric Co. 
Holub Industries, Inc. 


| Hubbell, Inc., Harvey 


Huenefeld Co., The 


International Register Co. 
I-T-E Cireuit Breaker Co. 
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Kraloy Plastic Pipe Co., Ine. 
Krueger & Hudepohl, Inc. 


Leviton Mfg. Co., Ine. 


M & W Electric Mfg. Co., 
Inc., The 

Mason Co., L. E. 

Minerallac Electric Co. 

Multi Elec. Mfg. Ine. 


Natale Machine & Tool Co. 


National Price Service 
Okonite Co., The 119 


Paranite Wire & Cable Div., 

Essex Wire Corp. 129 
Pass & Seymour, Ine. 42 
Phelps Dodge Copper Prod. Corp. 105 
Plymouth Rubber Co., Inc. 

Third Cover 


138,139 


Porcelain Products, Ine. 
Prescolite Mfg. Corp. 114 
Pyle-National Co., The 115 


Quaker Rubber Div., H. K. Porter 
Company Ine. 110 


Remington Arms Co., Ine. 36 
Remeon, A Div. of Pyramid 
Instrument Corp. 102, 103 
Republic Steel Corp. 93 
Revere Electric Mfg. Co. 127 
Ridge Tool Co., The 130 
Rodale Mfg. Co., Ine. - 
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Royal Electric Corp. 


Security Seal Co. 

Simplex Wire & Cable Co. 

Slater Electric & Mfg. Co., Ine. 

Sola Electric Co. 

Sorgel Electric Co. 

Spang-Chalfant (Division of the 
National Supply Co.) 

Sperti Faraday, Inc. 

Square D Co. 

Steber Mfg. Co. 

Steel & Tubes Co. 

Sylvania Electric Prod. Ine. 


Teveo Insulated Wire 
Thomas & Betts Co., The 
Trine Mfg. Corp. 
Trippe Mfg. Company 


Union Insulating Co. 
Universal Metal Hose Co. 
Universal Wire & Cable Co. 


Vaco Products Co. 


Virden Co., John 


Weaver Co., J. A. 

Western Ins. Wire Co. 

Westinghouse Electric Corp. 
Lamp Div. 

Whitney Blake Co. 


CLASSIFIED ADVERTISING 
F. J. Eberle, Business Mgr. 


SELLING OPPORTUNITIES 
BUSINESS OPPORTUNITIES 
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there’s waste and extra work in 
trying to tear plastic tape... 


but not when you use the exclusive 
new SLIPKNOT Cutter, packed free” 


with every 66’ roll of new 
SLIPKNOT #7 Plastic Electrical Tape 


Try it today. 
PLASTIC 


ELECTRICAL 
\ TAPE yi SOLD OMLY 
SLIP THRU 
RECOGNIZED 
WHOLESALERS | 


PLYMOUTH RUBBER COMPANY, INC. 


Makers of SLIPKNOT FRICTION TAPE 
DIVISION 19 CANTON, MASSACHUSETTS 





HOW SHOULD WE HANDLE 
COMPETITION? 


Here's One Way 
That Has Been 
Found Effective 


A successiul salesman we know says he never 
mentions a competitor while talking to customers 
or prospects. 

As he explains, “Anytime you mention a com- 
peti.or’s name you give him some free advertising— 
and why should I do that?” 

Henry Ford is reputed to have said, ‘I don’t care 
what they say about the Ford as long as they keep 
talking about it.” 

At the time Henry Ford made that statement, the 
Ford was the world’s largest selling automobile. 

If mentioning a competitor can give him a “free 
ride” at our expense, isn’t it logical to make it a 
habit to forget competitors? 

Instead of talking about competitors, bear down 
a little extra hard on the benefits that the products 
you sell will give the buyer. Most buyers are more 
intercsted in how you can help them than they 
are in learning your opinion about your competitors 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 

BY THE MAKERS OF 


cr competitive items. 

That’s only human nature—isn’t it? And for- 
getting about competitors also has another advan- 
tage to a salesman. It keeps his mind on selling and 
making profit instead of on worrying about some 
competitor making him lose a sale. 

Applying this principle to fuses—can increase 
fuse sales. 

When you talk about Fusetron fuses, it’s easy to 
forget all about competitors. 

You can truthfully point out to a customer that 
no other protective device on the market can give 
the ten types of protection that Fusetron fuses do. 

No matter what a competitor might have told 
your prospect, just forget it—and the prospect will 
soon forget everything but the benefits you are tell- 
ing him about. 

Should you want to refresh your memory on the 
benefits of using Fusetron dual-element fuses, don’t 
forget that there is a briefed-up sales story in the 
bulletin in your binder. 


BUSSMANN MFG. DIVISION, 
McGraw-Edison Co. St. Louis 7, Mo. 


FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 
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